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Celebrated Here 


Between 300 and 400 Actuaries 


Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 1879 
cite Your, Ne. 20 NEW YORK, FRIDAY, MAY 19, 1939 
Pascoe Rutter Deals on - Actuarial Society’s 
e Vv ~ e 
With World Affairs aoe] v 50th Anniversary 
1 ; LONDON & Vv 
In Review of 1938 STRENGTH / LANCASHIRE § SERVICE v 
weer INSURANCE. CO WwW ee 
London & Lancashire Head on rp w 
Interests of United States aN w~ From U. S. and Canada 
and Great Britain Vv Attend Meeting 
DEPENDABILITY ~— 


COMMENTS ON WAR RISKS 


Aid of Government in New Pool 
Called Welcome Arrangement; 
Fire Conditions in U. S. 

A most comprehensive and far-sighted 
review of 1938, made by a British in- 
surance leader, is that of Sir Frederick 
Pascoe Rutter, governor and chairman 
of the London & Lancashire and dean 
of British insurance executives. 

In Sir Frederick reposes the ripe 
experience of sixty-six years in the in- 
surance profession. He was appren- 
ticed to the London & Lancashire in 
1873, and in the course of the years has 
risen not only to the highest position 
in its service, but also to the front rank 
of the insurance world. Though old in 
wisdom and in years, Sir Frederick re- 
tains the youthful approach to the prob- 
lems of the day developed by years of 
world travel. He calculates that he has 
covered more than one-half a million 
miles and, advancing with the times, pre- 
fers air travel in these modern days. 

Knighted in 1934 

Sir Frederick was president of the In- 
surance Institute of Great Britain and 
Ireland as far back as 1910-11, and has 
been a Fellow of the Chartered Insur- 
ance Institute since 1912. He was chair- 
man of the committee responsible for the 
erection of the Chartered Institute Build- 
ing opened by King George V in 1934, 
in which year he received his knight- 
hood. 

In the course of his long and brilliant 
address, Sir Frederick described 1938 as 
the most exacting year since 1906 and 
its catastrophe of San Francisco. Deal- 
ing with the international tension which 
persisted throughout the year, he said: 

“Looking back on the history of the 
past twelve months we can, in thoughtful 
meditation, still take to ourselves the 
satisfaction that, after the 1931 crisis, 
which fortunately brought into being our 
national government, we have survived 
a still greater crisis, which might with- 
in twenty-four hours have plunged the 
world into a vortex which would have 
wrecked for a generation what is known, 
rather euphemistically, as ‘civilization.’ 
And, if the peace which still exists is an 
uneasy peace, threatened from more than 

(Continued on Page 22) 
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Clinching and Closing 


The underwriter was attempting to place a Retirement 

Income at 65, 40 the present age. Third interview. The 
I e 

prospect stubbornly objected that by age 65 he would 


very likely be dead, or close to the end of his life. 


The underwriter had a friend who for some time had 


been in the hospital. Fifty years old. Discouraged, and 


daily prophesying his own early death. But one morning 
the underwriter found him in fine spirits, and asked the 


reason. The patient said:— 


“You remember that old chap in the next room? 
Well, he came to say goodbye to me yesterday. You know, 
he’s 76. I asked him what he was going to do now that 
he was out. He said he had bought a farm, on the twenty- 
year installment plan. I thought that if that old boy 
could make a contract that wouldn’t end until he was 96, 


it was about time for me at 50 to brisk up.” 


The underwriter told this motivating story to his 
prospect, and it brought the signature. In the technique 
of salesmanship, motivating stories, from real life, con- 


tinually are clinching sales talks and closing cases. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


WILLIAM H. KINGSLEY 
Chairman of the Board 


INDEPENDENCE SQUARE, PHILADELPHIA 

















BANQUET INTERNATIONAL 


British Institute President Attends; 
Other Actuarial Groups Rep- 
resented at Affair ; 





The fiftieth anniversary of the found 
ing of the Actuarial Society of America 
is being observed this week with the 
largest gathering ever brought together 
by the Society with sessions yesterday 
Waldorf-Astoria. 
Thursday evening a banquet was held at 
the Waldorf with several hundred of 
the leading actuaries of the United 


and today at the 


States and Canada in attendance 
Many Distinguished Guests 

Among guests for the occasion was 
Col. H. J. P. Oakley, president of the 
Institute of Actuaries of Great Britain, 
who came to America for this occasion 
as the representative of the British In- 
stitute. The Faculty of Actuaries of 
Scotland designated a member of the 
Society to represent it. The Casualty 
Actuarial Society was represented by its 
president, Francis S. Perryman, secre- 
tary and actuary, Eagle and Royal In- 
demnity companies, and the American 
Institute of Actuaries was represented 
by Victor R. Smith, general manager 
Confederation Life Association, who is 
president of the Institute and also a 
member of the Actuarial Society. Dr 
Harold M. Frost, medical director New 
England Mutual, represented the Ass 
ciation of Life Insurance Medical Di 
rectors. 

Some of Papers Delivered 

During the two days’ session many 
important papers were delivered before 
the Society Among them were: 

“Mortality Among Certain Rares Resi 
dent in the United States and Canada,” 
by Dr. Arthur Hunter, vice-president 
and chief actuary New York Life 

“Some Sidelights on Actuaries ai 
Their Obligations,” by William A. Hutch 
eson, vice-president and actuary Mutual 
Life of New York 

“Methods Used in Disabilitv at 
Double Indemnity Researches,” by W 
G. Bowerman, assistant actuary, New 
York Life 

“The Education of the Actuary.” b 
Arthur Pedoe, actuary for Canada, Pru 


} 


} 


dential Assurance Co., Montreal 
“Actuarial Note: Mortality on Term 
Insurance and Attained Age Conver 


sions,” by Charles E. West, assistant 
actuary, Provident Mutual Life 

“Extension of 1938 Standard Annuity 
Table to Age Zero,” by B. Franklin 
Blair, Provident Mutual Life 

“Actuarial Note: Immediate Annuity 
Dividends,” by Kingsland Camp, assist 
ant mathematician, Equitable Society 

“Use of Punch-Card Equipment. in 
Computation and Listing of Premiums 

(Continued on Page 4) 












































CHOSEN FOR EXTRA PROTECTION 


Continental American Hails 


the New 225 Broadway Branch 

















LESLIE E. WHITE RAY E. GOEWEY 
Agency Supervisor. Excellent Manager. Eighteen years of 
foundation of experience as life insurance experience; un- 
agent and supervisor; a native usual breadth of background 
of the metropolitan area. In in home office, supervisory, and 
life insurance since 1930. managerial capacities. Formerly 

a specialist in brokerage. 




















F. HARRY KIDD 
Agency Supervisor. A _ com- 
petent trainer and supervisor of 
men and a_ producer in his 
own right. Entered life insur 
ance business eight years ago, 
joined Continental American 
last summer. 


CONTINENTAL AMERICAN salutes the up-and-coming new regime in the Goewey Agency 


an office with a past and a future. This office at 225 Broadway, in the heart of the financial 


end of Manhattan, has been largely a brokerage office. Now in addition to its highly effi- 


cient brokerage department, it is building a compact family of full-time producers. Under 


the capable hand of Mr. Goewey, this comparatively new agency bids fair to becoming a 
pillar of the Company in New York. Ray Goewey has plenty of enthusiasm, a wide circle 
of acquaintances, and the ability to translate life insurance into simple terms. Hats off to a 


good job—and a promising future. 
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WHY “CHANGE-OF-PLAN”? 


HY “Change-of-Plan” ? Because it enables a policyholder, with- 
\ \ out evidence of insurability, to reduce his premium (to less than 
the Ordinary Life premium at his original age of issue) without 
reducing the protection that safeguards his family. Because it 
gives a man the privilege of building the largest reserves while 
he is earning the best money. Because it permits the modern 
individual in a world of uncertainty and change to adapt his 
insurance program to conditions by switching the emphasis from 
one kind of protection to another—and back again. And because, 
when greater family responsibility comes, Change-of-Plan by 
reducing the premium on an old policy releases money to pur- 


chase added insurance protection. 


Continental American 


LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 


For complete information, write W. M. ROTHAERMEL, Vice President 























‘Satie P, rolection” Booklets 


published by 


Continental American 
1. Am I Eligible for “Preferred Class” 


Protection ? 


2. The “Change-of-Plan” Privilege: 
what is it, and how does it protect 
me against unforeseen conditions? 


3. How Can I Give My Family MORE 
INSURANCE _ PROTECTION 


through ‘““Term Additions” ? 


4. Why Are My Premiums Less on the 


.“Business Policy” ? 


5. How Much Life Insurance Should I 
Own—With the FAMILY INCOME 


POLICY ? 


6. (Just out) Does the Educational 


Agreement Really Work? 


7. (In process: a booklet answering 
questions on Continental American's 


unusually flexible retirement 
tracts.) 


con- 
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Advertising Conference Reviews | rends 


The Insurance Advertising Conference, 
which now has a membership of fourteen 
anies and 144 fire and casualty 


life comp savas: 
an all-day session in the 


companies, held ; 
Hotel Pennsylvania, New York City, on 
Tuesday. The two group sessions of 
life and fire and casualty members was 
preceded by a general session of the 
conference presided over by Raymond 
C. Dreher, advertising manager, Boston 
and Old Colony, who is president of the 
conference. Chairman of the life group 
was Arthur A. Fisk, advertising manager 
Prudential, chairman of the fire group 
being Clark W. Smitheman, advertising 
and production manager Camden Fire. 

“Advertising is proving its value to the 
insurance business,” said Mr. Fisk. “The 
fact that each year the public is buying 
protection in larger amounts is,I believe, 
indicative of a continuing public confi- 
dence in insurance. 

“Truth in advertising,” he declared, 
“is today accepted on all sides as funda- 
mental and in no place more so than 
in the insurance business.” 

Mr. Fisk pointed out that the care 
with which insurance companies are op- 
erated is indicative of the care with 
which they prepare their announcements. 
“There is no business,” he averred, “into 
which sentiment and family affection 
enter more thoroughly than in life in- 
surance. This is indicated by the great 
amount of money which the public has 
invested in life insurance and will con- 
tinue to do so as long as men fully 
realize their financial responsibilities to 
those whom they love.” 


Taylor Tells About Institute 


First speaker at the life group meet- 
ing was Charles G. Taylor, Jr., second 
vice-president Metropolitan Life, who 
told of the objectives of the recently 
formed Institute of Life Insurance. The 
membership of the Institute now exceeds 
eighty companies. 

Mr. Taylor stated that all have public 
relations of one kind or another for they 
can’t be avoided but what is meant in 
the use of the term is good public 
relations. The public relations of the 
life insurance business today are ex- 
cellent but there is a task to simplify, 
strengthen and give good foundations to 
the fine public relations that already 
exist, 

Referring to critics of life insurance 
who get public attention Mr. Taylor 
said that this is a phase of the present 
time. It is not limited to life insurance. 
It is in the air and has a certain amount 
of effect on the minds of some people 
so it has to be dealt with. He recalled 
that a speaker before the recent meeting 
if the national association of newspaper 
publishers discussed the job of reselling 
the newspaper to the public, which, 
commented Mr. Taylor, only goes to 
show that every industry has to keep 
elling itself to the people. As to the 
Institute, he said that it will not be in 
competition with any other organiza- 
tion, there will be no duplication of 
effort of others, it will not engage in 
any selling campaign, its purpose being 
troadly to collect and disseminate facts 
about life insurance and to set up a 
central place where general information 
about the whole institution of life in- 
surance may be obtained by anyone in- 
terested, such as writers, editors, re- 
Searchers, students or others, There is 
a great storehouse of information, he 


said, that might be made interesting and 
at least should be available both to the 
business and to the public. 

E. M. Hunt, manager of publicity and 
field service of the Mutual Life of New 
York, another speaker, said that there 
is increasing evidence that life insur- 
ance national advertising by the compa- 
nies themselves is beginning to command 
a greater respect and cooperation from 
the field force. 

A. H. Thiemann, secretary to vice- 
presidents, New York Life, discussing 
trends in life insurance magazine ad- 
vertising, gave his opinion that the pur- 
pose of life insurance advertising in 
magazines should be simply to smooth 
the road and pave the way for the agent. 
“T don’t think that we either can do or 
should try to do the agent’s job for 
him,” he said. “Each buyer of life in- 
surance needs the advice and services 
of a good agent in order to get the most 
out of his life insurance.” 


Insurance Press Hidden Asset 


T. J. Kane, president of the Spectator 
Co., discussed the insurance press as a 
hidden asset of the institution of life 
insurance. He told of the influence that 
the leading insurance publications have 





ARTHUR A. FISK 
Chairman Life Group 


Two Trends in Magazine Advertising 


Discussing before the Insurance Ad- 
vertising Conference at its meeting in 
New York Tuesday trends in life insur- 
ance magazine advertising, A. H. Thie- 
mann, secretary to vice-presidents of the 


- New York Life, commented on present 


advertising campaigns of companies and 
concluded that life insurance was getting 
more than its money’s worth from the 
readership standpoint. 

“There is no doubt that people gener- 
ally are far more interested in the sub- 
ject of life insurance than they pretend 
to be when an agent calls,” said Mr. 
Thiemann. “Of course it is altogether 
natural to expect that a high percentage 
of the 64,000,000 Americans owning life 
insurance should take a personal inter- 
est in a subject which affects them so 
intimately and directly, and this has been 
borne out by various surveys which have 
been made from time to time. 

“T am told that a recent survey for 
the American Newspaper Publishers As- 
sociation indicated a high reader-interest 
among men in newspaper stories relating 
to life insurance. A survey by Good 
Housekeeping magazine indicated that 
women were deeply interested in learn- 
ing more about life insurance. Other 
surveys confirm this wide public interest, 
and last year the Daniel Starch publica- 
tion, Tested Copy, reported that the dol- 
lar value of insurance advertising in 
magazines was nearly a quarter better 
in visibility and almost twice as high 
in thorough readership as the average of 
all advertising. From a readership point 
of view insurance advertising stands sec- 
ond to the top, the most thoroughly read 
classification being the very brief copy 
of the cigarette advertisers. In short, 
so far as readership is concerned, we 
are getting more than our money’s worth 


from our advertising expenditure in 
magazines. 
“As advertising men I don’t think 


that we should have any illusions about 
this very encouraging and happy situa- 
tion. It is true that we have garnered 


more than the average share of adver- 
tising prizes and awards, but this does 
not necessarily indicate that as a whole 
our magazine advertising has an exceed- 
ingly high degree of technical excellence. 


Undoubtedly a great many people are 
reading life insurance advertising be- 
cause they are hungry for information 
about life insurance. They read life 
insurance advertisements because they 
hope to learn something from them, 
which suggests a corollary responsibility 
on our part to put some worth while 
information in our magazine ads. 

“In this connection, one of the most 
significant current developments in life 
insurance advertising is the way in which 
we are meeting this responsibility by 
publishing informative and educational 
copy. More and more people are learn- 
ing what life insurance is, what it can 
do for them, how the companies function 
and what the companies have accom- 
plished. With better public understand- 
ing of our business we can expect more 
public support, both from a moral and 
business point of view. Life insurance 
advertising is dispelling the fogs of ig- 
norance and misunderstanding and cre- 
ating a situation whereby the agent can 
work in the warm sunshine of public 
sympathy and confidence. 

“In formative and educational adver- 
tising is not confined to the splendid 
magazine campaign of Metropolitan Life, 
although all of us must concede that the 
Metropolitan’s campaign stands head and 
shoulders above the crowd. Limitations 
of time prevent a discussion of the 
campaigns of all companies, but mention 
should be made of the Equitable cam- 
paign with its interesting ‘life insurance 
question box’ and of the New England 
Mutual’s advertising with its discussion 
of life insurance investments. New York 
Life advertisements have drawn atten- 
tion to the way in which life insurance 
has met the various crises and challenges 
of the past, such as war, panic and epi- 
demic. Other advertisers have also made 
a strong point of the enviable record 
for safety of life insurance. 

“Informative and educational copy, 
however, need not be confined to a 
discussion of such broad and _ technical 
aspects of our business as company op- 
erations, actuarial calculations, and in- 
vestment practices. The public is also 
curious about such subjects as benefits 


(Continued on Page 14) 


had both within the business and out- 
side of it over a long period of develop 
ment going back nearly three-quarters 
of a century. He cited how a few years 
ago two representatives of the insurance 
press were invited to Washington by 
Secretary Roper to discuss possible Fed- 
eral control of insurance. So convincing 
were the objections offered to members 
of the secretary’s committee that the 


project then far advanced was side- 
tracked almost immediately. ] 
“So down through the years,” said 


Mr. Kane, “for nearly three-quarters of 
a century many insurance papers have 
earned a reputation for intelligence and 
honesty. They are the capable and sea- 
soned mouthpiece of the insurance com- 
panies—the advocates of the constructive 
and the challengers of the destructive. 
They are the complete repository of the 
history, the thoughts, the hopes, the 
fears, and the figures of the business. 
In no sense of the word are they para- 
sites asking for contributions. They ask 
only for the thoughtful consideration of 
responsible officials to the preservation 
of that part of the insurance press dedi- 
cated to the highest principles upon 
which they have always conceived the 
business of life insurance. 

“Too frequently are they judged un- 
fairly by advertising agencies, new ad- 
vertising managers and other experts, 
not acquainted, however, with the pri- 
mary functions of the insurance press. 
Trade papers in other fields, with which 
they are familiar, like the Iron Age 
and others, will carry more space in a 
single issue than all the life insurance 
journals combined. Also, unfavorable 
comparisons are made to the pictorial 
effect possible in style, merchandising 
and manufacturing papers dealing with 
material things. Yet the insurance press 
influences policies and thoughts and feel- 
ings of far greater significance. 

“Upon the editors obviously depend 
the ability of the press to render the 
balanced service essential to the institu- 
tion of life insurance. Compared with 
the men responsible for the destiny of 
papers in other fields, these editors are 
truly great. By long training they sense 
what should or should not be published. 
They interpret, detect dangers and weak- 
nesses. Understanding trends, they 
counsel and advocate with seasoned judg- 
ment. Some stimulate richer ideas and 
create an abiding interest in human wel- 
fare, manifested through life insurance 
In no other field are the qualifications 
so exacting, and nowhere are they better 
met. These publishing veterans are as 
sets beyond measure.” 

Airlines President Speaker 

C. R. Smith, president American Air- 
lines, addressed the luncheon of the In- 
surance Advertising Conference when he 
told of how his company had pioneered 
an advertising program for air trans 
portation. He said the job confronting 
them was to get people to think in terms 
of aviation. 

“People have the habit of thinking 
in terms of telephoning,” stated Mr 
Smith. “In exact ratio as people think 
in terms of what flying makes possible, 
the use of flying will be multiplied far 
beyond any conception that anyone now 
has. Air transportation right now is 
emerging from one definite era into a 
distinctly different one. We are comine 
out of the era where we had to pull 
ourselves up by our own bootstraps; 
where we had to perfect our operations 
far beyond what was warranted by box 
office revenue—and we are entering an 
era when the pressure from the public 
will force us to meet a rapidly growing 
demand for ever increasing and better 
services. 
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H. O. Underwriters 
Consider Aviation 
TURN UP PRACTICAL QUESTIONS 


Other Discussions Center About Mining, 
Railroad Shops, Leather Finishing 
and Photography 

That insurance companies are keeping 
pace with the rapid improvement in 
safety and convenience of air travel was 
indicated again during the meeting of 
the Home Office Life Underwriters As- 
sociation May 15-17 in Washington, D. C. 

Attended by 125 representatives of the 
underwriting departments of about fifty 
United States and Canadian life com- 
panies, the three-day sessions were 
opened by a meeting of the occupational 
committee, which reported on concen- 
trated research done in selected indus- 
tries as the first step in getting an equit- 
able understanding of the insurance haz- 
ards they present. 

The regular sessions, beginning May 
16, heard Association President John M. 
Laird, Connecticut General vice-presi- 
dent, make the opening address, in 
which he traced the development of the 
association in the nine years since its 
formation. Mr. Laird, who was chair- 
man of the session, emphasized uniform- 
ity of underwriting procedure as a goal 
toward which companies are progressing 
as the result of joint studies of under- 
writing procedure. 

Howell on Term Insurance 

Following Mr. Laird was John R. 
Larus, vice-president and actuary, Phoe- 
nix Mutual, whose discussion of the “In- 
terpretation of Mortality Statistics” pre- 
ceded the only other address in the 
morning session, given by Valentine 
Howell, vice-president and actuary, Pru- 
dential, on “Term Insurance.” : 

Under the chairmanship of William H. 
Dallas, Aetna Life vice-president, the 
afternoon mecting was devoted to a 
case clinic relegating different underwrit- 
ing points of view on borderline appli- 
cations with the aim of making procedure 
identical in all companies. 

J. D. Williamson, actuary, Canada 
Life, headed the informal discussion of 
ceneral underwriting practice to which 
the last day was devoted. Insurance 
companies, becoming more aviation-con- 
scious and aviation-minded, now must 
consider the new governmental action 
seeking establishment of a civilian train- 
ing program as a national defense meas- 
ure, it was held. 

Status of Free Riders 

Other aviation problems which arise 
are possible restrictions on the amount 
of insurance to be issued in cases in 
which a state has not yet indicated its 
attitude, by laws or previous decisions, 
toward the exclusion rider. The third 
problem, determining whether a company 
should issue in the case of a passenger 
riding on a pass when application of a 
partial exclusion rider is indicated, is 
more or less settling itself, either by in- 
flux of paying passengers making it im- 
possible for a pass rider to get a seat or 
by drastic Federal regulations on issu- 
ance of passes. The practice of the air- 
lines of allowing free rides to women 
traveling with their husbands has now 
been permanently ended. 

Restrictions on double indemnity on 
fare-paying passengers and limits a com- 
pany will accept without extra premium 
were also discussed in relation to opera- 
tion of double indemnity in cases where 
death occurs in air accidents. 

Water Flying Held Safer 

Rapid extension of air service to other 
countries brought about an evaluation of 
the relative hazards of ocean and terrain 
flying, general opinion being that water 
flying is safer, emergency landings gen- 
erally less dangerous and altitude instru- 
ments, still generally calibrated to sea 
level, being more practical in determining 
actual altitude over the ocean. 

Meeting in special session on the first 





day, the occupational committee was 
chairmaned by Harold Davies, Equit- 
able Society assistant superintendent. Mr. 


Davies first introduced R. J. Vane, Met- 


College of Insurance 


Launched in Hartford 


H. S. DON CARLOS PRESIDENT 





First Institution of Kind in Country; 
Classes Begin in September; Qualifi- 
cations for Entrance 

Governor Baldwin of Connecticut has 
signed a bill incorporating the Hartford 
College of Insurance, the first degree 
granting, post-graduate school in this 
country devoted entirely to insurance in- 
struction. As soon as the bill had been 
signed the incorporators met to estab- 
lish the school formally and to elect the 
following officers and trustees: 

President, Harlan S. Don Carlos, man- 
ager life, accident and Group claims de- 
partment, Travelers Insurance Co.; di- 
rector, Edward G. Baird, dean of the 
Hartford College of Law; vice-president, 
Berkeley Cox, associate counsel, Aetna 
Life; secretary-treasurer, Vincent B. 
Coffin, vice-president and superintend- 
ent of agencies, Connecticut Mutual, and 





Mrs. Florence P. Hamel, bursar and 
registrar. 

Board of Trustees 
Trustees, for three years, Charles Welles 


Gross of the law firm Gross, Hyde & Williams; 
Attorney Roger Wolcott Davis; Judge Solomon 
Mr. Coffin Mr. For two 
James Wyper, vice-president Hartford 
Fire Insurance Co.; Mr. Don Carlos; Attorney 
Lucius F. Robinson, Jr., of Robinson, Robin- 
son & Cole; Attorney Cyril Coleman of Day, 
Berry & Howard, and Bartlett T. Bent, assist- 


Elsner, and Cox. 


years, 


ant secretary, Travelers Insurance Co. For 
one year, Attorney Farwell Knapp of Marsh, 
Stoddard & Day, Bridgeport; John M. Laird, 


vice-president Connecticut General 
ney Harold E. Mitchell, 
hart L. 


Life; Attor- 
and Attorney Rein- 
Gideon. 

Courses of Instruction 

The college will be operated in con- 
junction with the Hartford College of 
Law and will begin classes in the night 
division next September 18, and in the 
day division September 25. Registration 
will be held September 11 to 16. 

Two courses of instruction will be of- 
fered, the course in general insurance 
science consisting of three years of 
night study and leading to the degree 
Master of Science in Insurance; and the 
course in insurance law consisting of 
four years of day study and leading to 
the degrees Bachelor of Laws and Mas- 
ter of Science in Insurance. 

Candidates for the degrees must hold 
a bachelor’s degree from an accredited 
college or university. Others not pos- 
sessing the bachelor’s degree but em- 
ployed by an insurance company may be 
admitted but not as candidates for the 
degrees. 

Catalogues containing full information 
about the insurance college are expected 
to be published about July 1. 





FULLER ASSISTANT MANAGER 

3rooks Fuller has been named assistant 
manager, Chicago Ordinary agency, Pru- 
dential. After graduation from Univer- 
sity of Illinois in 1929 Mr. Fuller joined 
that agency, of which W. Stancliff 
Fuller is manager. Brooks Fuller has 
been a successful producer since that 
time. 





ropolitan supervisor, occupation rating, 
who gave the registrar general’s report. 

Discussion of “Mining Areas With 
Silicosis Hazard,” by Daniel Harrington, 
United States Bureau of Mines, and of 
“Steam Railroad Shops” and the under- 
writing problems involved, by H. W. 
Tichener, Prudential, ended the morning 
meeting of the Group evaluating under- 
writing questions in selected industries, 
a feature of every meeting. 

Winston E. Fox, underwriter, State 
Mutual Life, was the first speaker of the 
first day’s afternoon session, on “Leather 
Finishing.” His talk was followed by a 
discussion of “Students in Engineering 
Schools and Research Laboratories,” by 
L. E. Ludwig, Penn Mutual. Final 
paper in the specialized session was on 
“Press and Newsreel Photography; Spe- 
cial Events Broadcasting,” by William 
Shafer, Metropolitan Life. 


Buckley For Head Of 
Chicago Association 


ANNUAL MEETING DATE JUNE 13 


Stumes To Be Executive Committee 
Chairman; Houze and Phipps Named 
For Vice-Presidencies 





L. Mortimer Buckley, Ewing agency, 
Provident Mutual, is the nominating 


committee’s choice for president of the 
Chicago Association of Life Underwrit- 
He has served in the past year as 


ers, 





L. MORTIMER BUCKLEY 


vice-president under Charles B. Stumes, 
Penn Mutual Life, as president. Election 
is to be by mail balloting, with the re- 
sult to be announced at the annual meet- 
ing June 13. Mr. Stumes is to become 
chairman of the executive committee. 
Other selections by the committee are: 

For vice-president, William M. Houze, 
general agent, John Hancock; second 
vice-president, D. Miley Phipps, North- 
western Mutual; treasurer, James H. 
3rennan, manager Fidelity Mutual. 

For directors: Louis Behr, Lustgarten agen- 
cy, Equitable Society; D. W. Fairfield, Connecti- 
cut General; Charles Ford, superintendent Pru- 
dential; E. C. Hintzpeter, Mutual of New York; 
John D. Moynahan, manager Metropolitan Life; 
Bruce Parsons, general agent Mutual Benefit; 
William H. Siegmund, agency manager, Zim- 
merman agency, Connecticut Mutual; H. G. 
Swanson, general agent New England Mutual. 

Appointed by President Stumes to fill 
unexpired terms on the board are Mrs. 
Jeannette Thielens Phillips, Massachu- 
setts Mutual, and John O. Todd, R. S. 
Vail & Sons. 

Guest speaker at the annual meeting 
will be Holgar J. Johnson, president 
National Association, who will talk on 
“Changing Trends.” 





RECALLS ROYAL VISIT 


The forthcoming visit of Their 
Majesties, King George VI and Queen 
Elizabeth, and the elaborate precautions 
taken to insure the safety of their train 
travel, bring back vivid memories of 
similar precautions taken for visiting 
royalty some thirty-eight years ago to 
S. P. Way, retired assistant to the man- 
ager of the Toronto City Branch of the 
Canada Life, who as a train despatcher, 
took part in the special precautions for 
the safety of the train carrying the then 
Duke of Cornwall and the Dutchess, who 
became King George and Queen Mary. 





Actuarial Society 


(Continued from Page 1) 


and Reserves Under Joint and Last Sur- 
vivor Immediate Annuities,” by Miss 
Eleanor A. Abbott, John Hancock. 

Presiding was Ray D. Murphy, vice- 
president and actuary of the Equitable 
Society, who is president of the Ac- 
tuarial Society. 
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Taggart Giving Strong 
Boost to Wright Campaigy 


That highly representative group of 
Chicago men constituting the Harry T 
Wright committee, which is energetic}. 
ly furthering his candidacy for Vice. 
president of the National Association 
has announced that Grant Taggart, Coy. 


ley, Wyo., who has become known eg. 
tensively throughout the United States 
has accepted appointment as supervisor 
of nine far western states in strengthen. 
ing the campaign for Mr. Wright whose 
election they hope to bring about at the 
annual meeting in September. Mr. Tag- 
gart is a million dollar producer {oy 
California-Western States Life. Ine. 
dentally, the slogan of the Wright com. 
mittee is “A Personal Producer fo; 
Vice-President.” Mr. Taggart will con. 
centrate his efforts in New Mexico 
Arizona, Utah, Wyoming, Montana 
Idaho, California, Oregon and Washing. 
ton. 

Mr. Taggart favors election of the 
popular Chicago man on his notable ree- 
ord; because he was elected secretary of 
the National Association last year and 
should now “go up,” and because he js 
a personal producer. Mr. Taggart points 
out that the last six presidents of the 
National Association have been general 
agents or managers. He believes it js 
time that a personal producer be hon. 
ored with that position. 








A. M. ANDERSON SPEAKS HERE 





Gives One Interview Sales Demonstra- 
tion Before Life Supervisors Asso- 
ciation; Annual Outing on June 27 

A. M. Anderson, author of the “An- 
derson one interview program system,” 
gave a demonstration of his one-inter- 
view sales method before members of 
the Life Supervisors Association of New 

York City at a luncheon meeting here 

Tuesday. Mr. Anderson said the method 

was developed to fit program selling to 

the average prospect, the man who is 
not in the well-to-do class. Using John 

Luther of the Aetna Life as his pros- 

pect, Mr. Anderson demonstrated on a 

blackboard just how he charts before 

the prospect the amount of income nec- 
essary for the prospect to maintain his 
family during the dependency period and 
to furnish income to the wife for life. 
He includes retirement income in his 
picture also, keeping all amounts down 
to a minimum. This gives Mr. Ander- 
son an opportunity to ask: “Mr. Pros- 
pect, which of these jobs would you 
rather complete now, the one for your 
family or the one for yourself?” 

Lowell M. Baker, Mutual Benefit, pre- 
sided at the meeting. Carl Smith, Con- 
necticut Mutual, chairman of the outing 
committee, reported that the annual out- 
ing of the association would be held at 

Rockville Center, Long Island, on June 

27, a Tuesday. 





SALE OF MISSOURI STATE 





Superintendent of Insurance, Governor 
Stark and Attorney General to 
Confer on Report Made 


Governor Stark of Missouri has not 
yet announced his final views regarding 
the report submitted by Polk & Wil- 
liams, St. Louis law firm, of its inves- 
tigation into sale of the Missouri State 
Life assets to the General American 
Life. It stated that no irregularities had 
been found, nor were the investigators 
able to find any proof that anyone had 
been paid money for “political influence” 
in swinging the deal. 

Pending the outcome of a_ check-up 
Governor Stark agreed to hold in abey- 
ance a demand he made in January, 
1938, for changes in the management of 
the General American Life. Insurance 
Superintendent Lucas, after studying the 
report, indicated that he differed with 
some of the favorable findings containe 
therein. He said he planned to hold 4 
conference with Governor Stark and 


Attorney General McKittrick to discuss 
the report. 
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Manufacturers Life 
Opens Newark Agency 


| STANLEY DEY IS MANAGER 
Into Suse Jeon Extends Cana- 
Co. Into Eight States; Dey 

a Native of Newark 


Entry 
dian 


The development of the Manufacturers 
Life field organization in the United 
States was further advanced this week 
with the opening of a branch office in 
Newark, N. - ¥ Stanley Dey, a native 
t Newark, has been appointed to man- 


e ‘he company’s activities in that ter- 





J. STANLEY DEY 


ritory. The entry into New Jersey means 
that the Manufacturers Life will now be 
perating in eight states: Pennsylvania, 
Michigan, Ohio, Illinois, Washington, 
Oregon, California and New Jersey—this 
in addition to its many branches in Can- 
ada, Great Britain, South Africa and 
other countries. Head office is in To- 
ronto. In its United States division the 
company now has in force life insurance 
and deferred annuities amounting to 
$111,000,000. 

Mr. Dey comes to his new duties after 
eight years of successful selling and su- 
pervisory work with the Connecticut 
General Life. After joining their Newark 
rganization in July, 1931, he soon estab- 
lished himself as a personal producer of 
considerable ability. Having demonstrat- 
ed his capacity as an agent he did su- 
pervisory work in the training and de- 
velopment of new agents. 

He has been actively associated with 
the Life Underwriters Association of 
Newark and also with the Supervisors 
and Managers Association of Newark, of 
which he is a charter member and a past 
president. 

He was educated in the schools of 
Newark and at Lehigh University. Prior 
to entering the life insurance business 
in 1931 Mr. Dey was employed by the 
Chase National Bank of New York City. 
He is 4 years of age, married and has 
ne daughter. 


H. J. PROUTY ADVANCED 


Made Manager Life, Accident and Group 
Departments of Travelers in Its 
Columbus, Ohio, Office 
Herbert J. Prouty, formerly assistant 
manager, life, accident and Group de- 
partments of the Travelers Cincinnati 
branch office, has been promoted and 
transferred as manager of the life, acci 
dent and Group departments at Colum- 

bus, Ohio. 

Joining the Travelers in 1930, Mr. 
routy was assigned as a field assistant 
to the St. Louis office. He was trans- 
lerred to Peoria in 1934 and in 1937 was 
Promoted and transferred to the post of 
assistant manager, life, accident and 
Group departments at Cincinnati. 
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MOTHER --- AND PLAYMATE 


This young widow has ample 
time to devote to her children and 
their pursuit of the more pleasant 
activities of life. 


Thanks to foresightedness of 
her late husband she has enough 
money to live on comfortably. 


Thanks to an earnest life in- 
surance salesman the money was 
made available through a well- 
designed insurance program. 


You can help others to be 
similarly well protected. 





ted) rudlential 


Insurance ¥ Company of America 


Home Office, NEWARK, N. J. 























B. C. Thurman Advanced 
By Mutual Benefit Life 


ASSISTANT SUP’T OF AGENCIES 





Has Been Active in Company’s Training 
Schools; Instrumental in Promoting 
Analagraph Method 





B. C. Thurman, for the last two years 
with the home office of Mutual Benefit 
as field service manager, has been named 
assistant superintendent of agencies. He 
will continue to give special attention to 
development of the company’s Anala- 
graph training procedure both in home 





B. C. THURMAN 


office training schools and in the general 
agencies. 

Mr. Thurman is one of the original 
group of four field service managers ap- 
pointed by Superintendent of Agencies 
H. G. Kenagy, and was instrumental in 
formulation of the Analagraph and its 
teaching method. He has served as in- 
structor in all home office training 
schools since the introduction of the 
procedure in 1937 and has supervised 
its introduction and development in many 
of the company’s general agencies. 

All of Mr. Thurman’s business life has 
been devoted to life insurance. He began 
with the Phoenix Mutual in Cleveland 
and remained there as cashier until the 
war. He served with the infantry over- 
seas and with the army of occupation, 
receiving his discharge in 1920 as a cap- 
tain of infantry. He returned to life 
insurance in Cleveland as an assistant 
agency manager for Missouri State Life. 
From 1923 to 1928 he was state manager 
for that company at Des Moines. 

In 1928 he joined the agency depart- 
ment of Mutual Benefit as field service 
manager and three months later went t 
Baltimore as agency supervisor, where 
he remained until 1931 when he accepted 
an appointment as Baltimore manager 
for Guardian Life. He headed that com 
pany’s Cincinnati agency from 1935 until 
1937 when he returned to the Mutual 
Benefit’s agency department as field ser- 
vice manager. 





Caputi Fidelity Mutual 


Manager at Providence 
Nicholas G. Caputi has been appointed 
manager for Fidelity Mutual at Provi 
dence, R. I., with offices in the Industrial 
Trust Building. Mr. Caputi entered life 
insurance in 1933, representing the Hom 
Life in Providence. In 1935 he joined 
New England Mutual from which com 
pany he has now resigned. 


LAUER AGENCY APRIL LEADER 

The Matthew J. Lauer agency, Conti 

nental American Life, New York City, 
led all agencies of the company for the 
month of April in both volume of new 
business and premiums. The Lauer agen- 
cy also stands first in the company in 
both volume and premiums for the first 
four months of 1939. 
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Self Clear to the Public 


RAY MURPHY TELLS ACTUARIES 





President of Actuarial Society Reviews 
Half Century of Society’s 
History 





In his address as president of the 
Actuarial Society of America at the 
opening of the fiftieth anniversary meet- 
ing in the Waldorf-Astoria, New York, 
yesterday, Ray D. Murphy, vice-presi- 
dent and actuary of the Equitable So- 
ciety, drew an analogy between efforts 
in recent years to stimulate a vogue for 
Term insurance and the ill-fated assess- 
ment insurance that developed in the 
depression period following the Civil 
War when the same siren song was 
heard, “Why pay more than the cost of 
protection from year to year?” The 
large volume of Term insurance on com- 
panies’ books shows their readiness to 
issue temporary insurance but they 
would be serving the public badly if 
they did not explain that for those who 
can get permanent level premium insur- 
ance that form will serve them best. 


Actuaries’ New Place in Picture 


Pointing out that in the past the actu- 
ary was largely looked upon as a stu- 
dent of the various technical problems 
of the business and was regarded as 
something of a “man of mystery” even 
in his own surroundings, Mr. Murphy 
asserted that today the actuary is faced 
with the necessity for making himself 
clear not only to others in the business 
but to the general public, too. 

Urging a simplification of actuarial 
terminology, Mr. Murphy pointed out 
that the actuary uses many common 
words in unusual and restricted mean- 
ings and therefore runs the double dan- 
ger of not being understood by people 
who think they understand him. 

“The importance of our method of ex- 
pression is well illustrated today by the 
inference sometimes drawn outside our 
ranks that with every form of level pre- 
mium permanent insurance, even with 
an ordinary life policy, there is an ‘in- 
vestment part’ of the contract which is 
separate and distinct from the ‘insur- 
ance part.’ It gives rise to various falla- 
cies concerning the true nature of the 
reserve and its disposal. 

“Much may be gained by recognizing 
that we have a definite part to play in 
making the general principles of the life 
insurance business understood by the 
public. Tf we set our minds to it, I feel 
sure that many ways will be found to 
carry our share of that responsibility.” 

Growth of Half-Century 

Reviewing the history of life insurance 
in the half-century since the Actuarial 
Society was founded, Mr. Murphy 
pointed out that per capita insurance 
has jumped in the United States and 
Canada from $50 to more than $800 at 
the end of 1938, that total insurance in 
force has grown to be thirty-five times 
the amount in force fifty years ago, and 
that payments to United States and 
Canadian policyholders in benefits of all 
kinds had reached a figure in 1938 of 
more than $2,800,000,000, or thirty-five 
times as much as the corresponding pay- 
ments in 1889. 

“Thus it can be seen that the business 
not only grew with the population but 
also that the acceptance of life insur- 
ance by our citizens was intensified tre- 
mendously over this interval,” Mr. Mur- 
phy stated. “No doubt the increasing 
belief in the principles of life insurance 
has been broadly due to the increasing 
effectiveness of agency methods, backed 
by the exceptional performance of the 
companies. Such confidence cannot be 
easily or quickly attained and the im- 
portance of retaining it is almost beyond 
measure in order that the proper protec- 
tion of dependents, of old age, and the 
collateral services to the stability of 
general business may go on without in- 
terruption.” 

Pointing to the improvement in bene- 
fits to policyholders in the individual 
policy itself Mr. Murphy revealed that 
in 1889 a common form of policy stipu 
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Book About Savings Bank 


Insurance Well Received 
The booklet, “The Truth About Sav- 
ings Bank Life Insurance,” written by 
S. Nicoll Schwartz, New York City in- 
surance broker and first vice-president 
of the General Brokers Association here, 
has already had a wide circulation and 
the reaction to it has been that it is a 
fair discussion of the subject. Requests 
for the booklet have come from general 
agencies, home offices, insurance depart- 
ments, insurance libraries, universities, 
savings banks and other sources. It is 
published by the John Street Publishing 
Co., 111 John Street, New York City. 


LINK SEATTLE MANAGER 
Milton A. Link has been made agency 
manager at Seattle by Bankers Life of 
Iowa, succeeding the late H. H. Sauers. 








lated that if the insured should have 
engaged in certain occupations or have 
traveled or resided in Mexico or the 
Torrid Zone within a year of the issue 
date, his contract would have been void. 
In that year the policy contained no 
policy loan privilege, no provision for a 
period of grace for the payment of pre- 
miums, no right of reinstatement, nor 
any provision for a change in beneficiary 
designation. There were furthermore no 
modes of settlement under which the in- 
sured could provide that the company ad- 
minister the proceeds for the beneficiary. 

“There can be no doubt that the in- 
clusion of modern provisions widening 
the privileges available to both insured 
and beneficiary, as well as the removal 
of unnecessary restrictions, has helped 
to make life insurance the common me- 
dium of protection that it is today,” Mr. 
Murphy asserted. 

As another outstanding development of 
the past half-century, Mr. Murphy cited 
the introduction of Group life insurance 
in 1912 and its rapid expansion until the 
insurance in force under this’ plan 
en $12,700,000,000 on December 31, 
1938. 


N. Y. Department Has 
World’s Fair Exhibit 

COMPANY EMBLEMS FEATURED 

All Types of insuenes Represented; 


Maps and Charts Give Much Infor- 
mation Entertainingly 





The New York Insurance Department’s 
exhibit at the World’s Fair depicts the 
functions and scope of New York in- 
surance supervision. The central fea- 
ture is a decorative panel showing the 
Albany state office building in a field of 
102 illuminated transparencies of insur- 
ance company emblems. Other features 
include a map and charts graphically 
displaying the significance of the busi- 
ness of out-of-state companies done in 
New York, the growth of the insurance 
business, and the Insurance Depart- 
ment’s activities in general. The space 
devoted to the exhibit is located on the 
second floor promenade at the New York 
State Building, which is the amphithea- 
tre erected as a permanent park im- 
provement in the amusement area and 
used to house the state exhibits. 

A chart clearly portrays the tremen- 
dous growth of the insurance business 
in New York from 1860 to 1937. More 
than 400 insurance organizations are 
represented by the colorful emblems pre- 
sented in the decorative panel. They 
exemplify every type of protection from 
the most generally known forms, such as 
life insurance, to the less familiar but 
very important forms protecting such 
undertakings as the preparation of the 
exhibits in the World’s Fair itself. 





RESERVE LOAN LIFE ELECTION 

The Reserve Loan Life of Indianapolis 
announces the election of the following 
officers: Frank H. Davis, president; 
Wayne Burns, Sr., vice-president; Wal- 
ter T. O’Donohue, vice-president ; H. G. 
Woodbury, secretary-treasurer; Wayne 
Burns, Jr., assistant secretary; Don H. 
Carter, assistant treasurer. 
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Yarin Welcomed Beds | 
After Long Illney 


EASTERN LIFE VICE-PRESIDEN; 





Greeted by New Business and 
Wishes at “Family Party” of Agents. 
His New Vision of Life Insurance ’ 





Harry Yarin, vice-president, Easter 
Life of New York, nearly complete) 
recovered from a long siege of sicknes; 
was given a grand “welcome back" }, 
forty agents and officers of that com. 
pany at a dinner Tuesday evening jp 
Cafe Loyale, New York City. Mr, Yarip 


was almost overwhelmed by the many 
good wishes and new paid-for busines: 
which greeted him, by the loyalty of the 
Eastern’s producers during the months 
he was away from the office, and by 
their assurances that the good work 
would keep up. 

Toastmaster of the evening was Louis 
Lipsky, president of the company, an in. 
ternationally prominent Zionist, and 
speakers included Jacob Ish-Kishor, sec. 
retary; Isaac Carmel, Benjamin Altman, 
David Halpern, Ben-Dov Waldman, all 
agents. Benjamin Altman, who is one 
of Eastern’s biggest writers, touched of 
a spark of production enthusiasm when 
he challenged all other agencies of the 
company to beat him in paid-for volume 
for the balance of this year. This chal- 
lenge was accepted by David Halpern. 

Keynote of the evening was sounded 
by Isaac Carmel, one of Eastern’s oldest 
agents in point of service, who said he 
looked upon the company as a “family 
where the close relationship with its own 
is always uppermost.” He spoke with 
great warmth on Harry Yarin’s quali- 
ties which had endeared him to the en- 
tire agency staff. Mr. Carmel saw the 
Eastern entering a new era of accom- 
plishment. 





The final speaker, Mr. Yarin, respond- 
ed with a message on the “Peace of | 
Mind of Life Insurance” which will be | 
long remembered by those present. He | 
said he had done a lot of thinking dur | 
ing his long illness and while consoled | 
by the fact that his family would be 
protected by some insurance in case of 
his death, it was not enough to suit him. 
He has a new vision on life insurance 
and as soon as he’s able Mr. Yarin is 
buying more life insurance so that his 
“peace of mind” for his family will be 
complete. 





BOSTON HONORS 150 AGENTS 

The Boston Life Underwriters Asso- 
ciation honored 150 students who com 
pleted the ten weeks’ training course in 
life insurance at a luncheon meeting 
yesterday. Certificates were awarded 
the graduates by Paul Speicher, presi- 
dent of the R. & R. Service. This spe- 
cial committee handled the affair: James 
V. Gridley, Connecticut General; Win- 
slow S. Cobb, Jr., New England Mu- 
tual; A. Clement Deering, Travelers; 
Erving S. Lundin, State Mutual. Asso- 
ciation President Wallace Watson pre- 
sided at the luncheon. 





ANNOUNCES CHICAGO SPEAKER 

Miss Christine Ludwig, president Life 
Agency Cashiers’ Division, Chicago As- 
sociation of Life Underwriters, announces 
that Harry L. Wylie, assistant vice- 
president Pure Oil Co., vice-president 
National Office Management Association 
and professor at Northwestern and De- 
Paul Universities will speak on “Main- 
taining Cooperation in the Office Staff’ 
at the dinner mecting May 22 in the 
Central Y.M.C.A. 





LOS ANGELES PLANS BIG DAY 


A series of meetings have been plan- 
ned for Holgar Johnson, president Na- 
tional Association of Life Underwriters, 
in Los Angeles on May 26. The day s 
scheduled to start with a_ breakfast 


which will be addressed by Bertrand J 
Perry, president, Massachusetts Mutual 
Life; Chester O. Fischer, vice-president, 
Massachusetts Mutual and Mr. Johnson. 
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Heart Piseenee 2s Taking 
Large Toll of Funds 


DR. COOK AT PARIS CONVENTION 
Pressure Held Largely Her- 


Effect of Nervous and 
Emotional Strain 


High Blood 
editary; 


Deaths from heart-arterial diseases in 
the United have increased until 
mortality from those ailments now takes 
nearly fifty cents out of every dollar 
in death claims paid by American life 
insurance companies. The International 
Life Insurance Medical Congress was 
viven this information May 17 in Paris, 
France, in the course of an address by 
Dr. Henry Wireman Cook, vice-presi- 
dent and medical director, Northwestern 
National Life of Minneapolis, 

Heart disease and high blood pressure 
are now considered to be largely heredi- 
tary, with nervous and emotional strain 
probably ranking second as a cause, Dr. 
Cook said. The increase in mortality 
from heart ailments has been most 
marked among men in the age bracket 
from 45 to 59. Because nervous and 
emotional pressure cuts such a figure in 
“promoting” heart ailments, men of large 
affairs should be presupposed by the 
examining physician to have a tendency 
toward such impairments, Dr. Cook said. 
This suggests that all busy men should 
take extra precautions to safeguard their 
health, without waiting for a doctor’s 
warning. 

Effect of Advanced Age 

Cases of high blood pressure especially 
show the influence of heredity, Dr. Cook 
added. He disagreed with the former 
theory that normal blood pressure rises 
with age. “Today,” he said, “we must 
recognize that though average blood 
pressure rises with age, the ‘normal’ 
probably does not. T would put high 
blood pressure at the head of the list 


States 


DR. 


HENRY WIREMAN COOK 


of cardiovascular danger signs. I be- 
lieve that in the future, insurance exam- 
iners will be more and more strict in 
their interpretation of this symptom.” 


Men of substantial affairs are found 
largely within the age group of from 
45 to 59, Dr. Cook pointed out. A large 


proportion of such men are heavily in- 
sured. It is within this group that deaths 
from heart disease are increasing most 
rapidly ; cardiovascular diseases now cost 
American insurance companies approxi- 
mately fifty cents out of every dollar 
paid in death claims on Ordinary busi- 


ness, he stated. 
Symptoms Mistaken 
While this increase in mortality from 
heart-arterial diseases is serious, Dr. 


Cook emphasized that part of it is due 
to the fact that a larger proportion of 
the American population now live to 
the forties, fifties and sixties, where 





Conservation Being 
Studied by Bureau 


STRONG COMMITTEE FUNCTIONS 





Several Projects Expected to Be Ready 
for Annual Meeting in October; 
Wide Area Represented 


of an actively functioning 
committee has been an- 





Existence 
conservation 


nounced by John Marshall Holcombe, 
Jr., manager Life Insurance Sales Re- 
search Bureau. Organized last Fall, the 


committee is currently engaged in several 
projects of present-day, practical interest 
to bureau member companies. The chair- 


man is Henry Bossert, Jr., manager 
agency research department, Provident 
Mutual. 

The committee will consider and in- 


vestigate important phases of the busi- 
ness which come within the sphere of 
conservation. It is expected that the 
results. of its studies will be of interest 
to all companies. 


Experience Sought 


Appointment of such a committee from 
among the bureau membership is an 
indication of the interest companies are 
taking in the important subject of con- 
servation. It is felt that this procedure 
will be extremely helpful in dealing with 
the subject. Member companies in the 





heart disease is more common, instead 
of dying at younger ages from other 
causes. 


Heart symptoms are often mistaken 
for digestive troubles, Dr. Cook ob- 
served, because “The significant sense 
of fullness, oppression or pain, or slight 
respiratory distress, is especially notice- 
able after meals, and the patient very 
naturally thinks his symptoms are of 
gastric rather than cardiac origin.” 











bureau have been asked by the commit- 
tee to contribute out of their own ex- 
perience any plans or problems which 
may be particularly appropriate for the 
committee to study further. 

Of the several projects which are al- 
ready under way, undoubtedly some will 
be ready for presentation at the bureau’s 
annual meeting October 31 to November 
2 of this year. It is anticipated that the 
material developed by the committee will 
be of real practical value. 

On the committee are representatives 
of companies of various size and geo- 
graphical groups. In addition to Mr. 
Bossert, the chairman, there are the 
following: E. A. Brock, secretary Great- 
West Life; L. J. Doolin, Research Bu- 
reau; J. A. Hawkins, vice-president Mid- 
land Mutual; P. C. Irwin, associate actu- 
ary Equitable of Iowa; Karl Ljung, su- 
perintendent of agencies Jefferson Stand- 
ard; D. G. Mix, manager conservation 
division, State Mutual; H. H. Steiner, 
secretary Connecticut Mutual. 


ROSENTHAL WITH RELIANCE 





Successful St. Louis Producer Becomes 

Production Manager in Local 

partment of Company 

Adam Rosenthal, St. Louis, has joined 
Reliance Life as production manager in 
the St. Louis department under Manager 
Frank Vesser. Mr. Rosenthal entered 
life insurance in 1927 as a special agent 
in the Morton & Morton agency of 
Connecticut Mutual and has been un- 
usually successful as a personal producer. 
He has addressed many sales congresses 
and is considered an authority on the 
proper use of settlement options. 





HULL CLEVELAND SPEAKER 

Today the Life Underwriters Trust 
Officers Club, Cleveland, will hear Roger 
B. Hull, general counsel, National Asso 
ciation of Life Underwriters, in an ad- 
dress on Accumulation, Conservation and 
Distribution of Estates. 
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Institutional Method 
Of Advertising Favored 


POLICYHOLDERS’ LARGE STAKE 


Subordinating Individual Company to 
Business as Whole Held Worthy of 
Careful Consideration 








Some members of the Life Advertisers 
Association are interested in promoting 
institutional advertising of life insurance 
on a plan similar to that used by Cana- 
dian companies. In an address to the 
association in convention at Excelsior 
Springs, Mo., May.11, E. E. Kirkpatrick, 
superintendent of agencies, Ohio National 
Life, said: 

“Through institutional advertising life 
insurance companies are given the op- 
portunity to present to the American 
public in a simple, understandable way 
information about capital not now clear- 
ly understood. Too much has been said 
about the amount of insurance in force 
and the assets of companies without 
showing the policyholders’ relation to 
these vast sums. The larger portion of 
insurance funds is policyholders’ savings 
for which life insurance companies are 
trustees. 

Public’s Large Interest 


“The insurance reserve held by 308 
life insurance companies, as of Decem- 
ber 31, 1937, was over twenty-one billion 
dollars. Under present practices prac- 
tically all of this reserve is subject to 
the call of the policyholder; that is, it is 
twenty-one billion dollars accumulated 
savings of policyholders placed in trust 
with life insurance companies. In addi- 
tion to the twenty-one billion there were 
over three billion dollars in apportioned 
policyholders’ dividends, funds held on 
deposit, and other monies also held in 
trust for policyholders. These funds are 
now larger than they were in 1937, 

“Institutional advertising will enable 
companies to tell in an impersonal way 
how these $24,000,000,000 of policyholders’ 
Savings are reinvested by life insurance 
companies. 

Functions of Insurance 

“This cooperative effort will also give 
companies an opportunity to tell in a 
more effective way how life insurance 
helps to make men independent in their 
old age and helps provide for widows 
and fatherless children. Institutional ad- 
vertising will also enable companies to 
tell the public how life insurance helps 
reduce the need for financial relief to 
the aged, to the widow and to orphan 
children, and how it substitutes financial 
independence for charitable institutions 
supported by public taxes. 

“Besides enabling all life insurance com- 
panies to join in a cooperative institu- 
tional advertising movement to tell the 
true story of life insurance to the Ameri- 
can public, companies and salesmen will 
individually benefit. 

Interested in Product 

“Institutional advertising will accom- 
plish all that individual advertising 
brings about, except possibly building 
prestige for the company that does in- 
dividual advertising. But the true facts 
are that men cannot be persuaded to 
buy merchandise because of the com- 
pany that sells it. The purchaser is in- 
terested in the product or the service. 

“With the unusual record life insur- 
ance service has made during the years, 
it is not difficult to advertise this service, 
create better acceptance for those sales- 
men who make the service contacts and 
increase the demand for the service. 

“It is difficult to advertise a company, 
and any copy which tends to exalt one 
company too much may reflect on an- 
other company and thus unintentionally 
destroy the faith of the public in life 
insurance as an institution. We are con- 
vinced that there can be no greater force 
for the further strengthening of life in- 
surance in the minds of the public than 
telling the story of life insurance in a 
simple way through a cooperative effort 
such as institutional advertising makes 
possible.” 





HEARD on the WAY 





In Colorado for the Denver sales con- 
eress held Monday, Ernest W. Owen, 
recently retired after years as manager 
for the Sun Life of Canada at Detroit, 
stepped into a new role last week joining 
the ranks of the hole-in-one golfers. He 
wrote to me “when a dub golfer like 
Ernie Owen makes a hole-in-one on a 
difficult golf course, then I believe that 
is really news.” He comments also that 
the accomplishment might be called an- 
other dividend that comes to a man 
when he retires from the business. The 
Colorado Springs Evening Telegraph re- 


ported the story this way under the 
headline “Detroit Visitor Bags First 
Dodo”: 

The first hole-in-one at Broadmoor 


Golf Club this year was credited Sun- 
day to Ernest Owen, Detroit, Mich., in- 
surance executive. 

Using a No. 5 iron, Owen swept the 
ball into the cup 150 yards from the 
No. 5 tee. The other members of his 
foursome were witnesses to the feat— 
Floyd Kelsey, John Fike and Robert 
Aldridge. 


The Lincoln National Life this month 
is conducting its twenty-ninth consecu- 
tive Hall Month, a custom followed by 
many companies to honor their execu- 
tives by way of production as a birthday 
tribute. The actual birth date of Arthur 
F. Hall, founder, until recently president 
and now chairman of the board of the 
Lincoln National, is May 11, 1872. The 
Hall month contest this year takes on 
several timely angles influenced by the 
World’s Fair and the fact that the billion 
dollar mark of insurance in force has 
been passed by the Lincoln National. Mr. 
Hall reported on the record of insurance 
in force before the general agents’ con- 
ference in Chicago last month. 

Insurance in force as of March 31 was 


in excess of $1,004,000,000, assets more 
than $150,000,000, policies in force more 
than 385,000, a sales force of more than 
1,200, and a field of operation that ex- 
tends to thirty-nine states, District of 
Columbia, Canal Zone, Hawaiian Islands 
and the Philippine Islands. 

A. J. McAndless, president, said that 
the record of progress of Lincoln Na- 
tional under direction of Mr. Hall “is 
one of the outstanding business achieve- 
ments of our time.” 

During Hall Month as the agent’s 
volume of May business increases he 
progresses through the “Billion Dollar 
Fair” until he reaches Treasure Island, 
taking four tours each a week long. 
Each week offers special work programs ; 
each week has a specific objective. Here 
are names of six buildings: The Perish- 
Here, the Pile-On, the House of Pro- 
tection, the Hall of Dollars, the Temple 
of Underwriting and Treasure Island. 

Uncle Francis. 





FINAL SCHOOL SESSION MAY 20 
Final session of the R. & R. School, 
combined with the May meeting of the 
Pittsburgh Life Underwriters Associa- 
tion, will be held at William Penn Hotel 
May 20. The speakers will be Vincent 
B. Coffin, vice-president and superin- 
tendent of agencies, Connecticut Mu- 
tual; William M. Duff, president and 
manager, Edward A. Woods Co.; Eric 
G. Johnson, associate general agent, 
Penn Mutual. 





ON MONTREAL DIRECTORATE 


Jean Rolland, Montreal, has _ been 
placed on the directorate of Montreal 
Life. He is president of the Rolland 
Paper Co., and vice-president Provincial 
a of Canada and Regent Knitting 
Mills. 
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Reasons Women Buy 
Insurance Protection 


ARE NOW CARRYING $10,000,000.) 
Connecticut Mutual Presents Comprehe,. 
sive List of Uses to Which Policies 
May Be Put 





Today women own over $10,000,000 
of life insurance. Here are some reason; 
why women are turning more and More 
to life insurance to meet many of thei; 
financial needs, as pointed out by Con. 
MuTopics, sales magazine of Connecticy 
Mutual Life: 

Nearly every woman, including those 
married or independent, needs at least 
a clean-up fund for last expenses. 

Women with dependents to suppor 
need income replacement. 

Business and professional women mus 
provide for security in later years, Sta. 
tistics show that although women liye 
longer than men, they have fewer work. 
ing years, They have a real need for 
retirement income. 

Women in business face many of the 
same problems as men. They, too, can 
use business insurance to solve some of 
the problems of the proprietorship, part- 
nership and close corporation. 

Women need a safe, systematic say- 
ings plan such as endowments provide, 

Women as well as men face emergen- 
cies for cash. A_ seasoned life insur- 
ance policy is always ready for such 
an emergency. 

Wealthy women as well as men find 
life insurance indispensable in minimiz- 
ing estate shrinkage. 

Elderly women living on income are 
anxious to safely increase their income, 
and are buying annuities. 

Many women would like to leave some- 
thing to their pet charities and bequest 
insurance makes this possible even to 
the women with relatively small means. 





Agents Give Luncheon 
For Luther and Sechtman 


K. A. Luther, general agent, and L. W. 
Sechtman, assistant general agent for 
Aetna Life at 60 East Forty-second 
Street, New York, were given a lunch- 
eon by agents of the K. A. Luther agency 
in recognition of their cooperation during 
the first year of that agency. G. Gustav 
Steiner and Milton A. Lowenberg spoke 
for the life agents. FE. H. Morrill, man- 
ager Forty-second Street branch, Aetna 
Casualty & Surety, and Harold Darling 
for the casualty agents and brokers. Mr. 
Luther and Mr. Sechtman were present- 
ed with scrolls signed by each of the 
full-time producers in the agency. 





Industrial Conference 


Being Held This Week 


The thirtieth annual meeting of the 
Industrial Insurers Conference is being 
held at the Edgewater Gulf Hotel, Edge- 
water Park, Miss., May 18 to 20. Ray- 
mond Daniel, executive secretary of the 
Conference, arranged the convention de- 
tails. The banquet speaker will be Frank 
N. Julian, president National Association 
of Insurance Commissioners and Alabama 
Superintendent. 





EMMA H. DITZLER SPEAKER 

For the first time in the history of 
the Life Underwriters Association of 
Baltimore a woman was the principal 
speaker when Emma H. Ditzler, Con- 
necticut Mutual, New York City, ad- 
dressed that organization on May 1, 
giving two sales demonstrations which 
aroused enthusiastic interest on the part 
of her audience. N. Herbert Long, prest- 
dent of the Baltimore association, pre- 
sided. 


DINNER GIVEN FOR CRAMER 


Randolph Cramer, Camden, N. J., has 
completed thirty-one years with the Met- 
ropolitan Life. To mark the occasion, 


and also his sixty-fifth birthday anni- 
versary, a dinner was given for him by 
his friends and associates. 
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More Insurance Placed 
In Ontario Province 


pISTRIBUTION OF PAYMENTS 


mium Income yom in 1938 Although 
New Writings Fell Off; Fewer 


Companies Operating 


Pre 


In 1938 there were forty-one com- 
panies licensed to write life insurance in 
Ontario, compared with forty-four in 
1937, reports Hartley D. McNairn, Su- 
perintendent of Insurance, in his annual 


report. - : 
London & Scottish Assurance ceased 
writing in 1937; Union Labor Life of 


New York had its Canadian business re- 
insured by the Metropolitan, and United 
States Life had its Canadian business 
reinsured with Confederation Life. 

That residents of Ontario are saving 
more through insurance companies is 
shown by the fact that premium income 
received from policyholders in the prov- 
1938 was $94,200,000 compared 


ince in 
with $92,400,000 in 1937 and $88,400,000 
in 1936. At the same time those who 


elected in the past to take this road for 
saving or insuring or investing, or their 
beneficiaries, received $65,000,000 in 1938. 
This compares with $62,700,000 in 1937 
and $61,900,000 in 1936. 

Distribution of Funds 

A table in the report shows that $5 
ut of every $7 disbursed was paid to 
former buyers of Ordinary, Industrial 
and Group insurance, while the remain- 
ing $2 in every $7 was paid in death 
cdaims and benefits. In other words, the 
insurers are getting increasing benefits 
during life from insurance they place. 
Quigo was divided as follows: On in- 
surance contracts, $19,500,000 for death 
claims, $7,900,000 for matured endow- 
ments, $22,700,000 for surrender values, 
$1,100,000 for disability claims and $12,- 
(00,000 in dividends. There were numer- 
us smaller payment outlets. 

New business written in Ontario dur- 
ing 1938 amounted to $298,000,000 com- 
pared with $311,000,000 in 1937. The 
decrease in new business written as com- 
pared with the previous year was the 
first reported since 1935. 

Operations of Fraternals 

Forty fraternal societies were licensed 
to operate in Ontario in 1938, compared 
with thirty-nine in the year previous. 
The net increase of one last year was 
the result of the licensing of two new 
fraternals and the withdrawal of one. 
Total premiums collected from members 
n Ontario in 1938 amounted to $2,528,000 
compared with $2,510,000 the year previ- 
us. Total disbursements by the fra- 
ternals were $3,375,000 compared with 
$3,386,000 in 1937. 

GENERAL AGENT AT OLEAN 
Earl B. McElfresh Succeeds George W. 
Markham for Connecticut General 
in That Territory 
Connecticut General announces ap- 
pointment of Earl B. McElfresh as gen- 
tal agent at Olean. He __ succeeds 
George W. Markham who, resigning as 
general agent after twenty-one years’ 
service, will continue to represent the 
company, devoting his entire time to 
personal production. Mr. McElfresh has 
deen with the company since 1921, close- 

associated with Mr. Markham _ in 

Jean. Both have long records as lead- 
ng producers, Mr. Markham having 
qualified for the company’s honor roll 
lor twenty years, Mr. McElfresh for 
seventeen years. Mr. McElfresh has also 
deen a member of the Connecticut Gen- 
‘ral President’s Club both years of its 
xistence. 

SURPRISE CONTESTS HELD 

Officials of the W. T. Shepard agency 


in Los Angeles, and the J. D. Marsh 
agency in Washington, D. C., who at- 
tended the Lincoln National general 
agents’ conference in Chicago, were 


pleasantly surprised upon their return 
home. In each case agency members had 


conducted surprise contests in their ab- 
sence, with good results. 


Geographical Angle Put In 
Witherspoon’s Campaign For 


National Association Office 


As a point in the campaign of John 
A. Witherspoon for vice-president of 
the National Association of Life Under- 
writers, the committee sponsoring his 
nomination which has just mailed out a 
printed brochure of information about 
Mr. Witherspoon states that in twenty 
years the National Association has not 
had a major officer from the great area 
east of the Mississippi and south of the 
Ohio River. Two other points the com- 
mittee makes in its endorsement of his 
candidacy are that Mr. Witherspoon 
possesses experience both as an agent 
and a general agent and that he is senior 
member of the board of trustees in years 
of service excepting past presidents of 
the National Association. 

Mr. Witherspoon, says the brochure, 
was born in Nashville, Tenn., May 31, 
1900. He was reared and educated in 
the South and attended the University 
of the South at Sewanee, Tenn. He 
entered the insurance business with the 
Prudential in 1923, being a million dollar 
producer for several years. In 1931 he 
was appointed general agent in Tennes- 
see for the Pacific Mutual and in 1936 


Parkinson Beck In 
Activity of N. Y. Fund 


HAD FIRST HAND VIEW OF WORK 





Comments at New York Dinner on May 
8 About His Stay in a Fund 
Hospital 





A total of $282,867 has been contrib- 
uted by firms, corporations and employe 
groups in the finance division of the 
Greater New York Fund for the first 
quarter of the drive. Dudley Cates, 
chairman of the division and vice-presi- 
dent of the Commercial Investment 
Trust, Inc., made the announcement May 





became general agent for the John Han- 
cock with headquarters in Nashville. He 
has served five years on the board of 
trustees of the National Association, 

E. T. Proctor, Northwestern Mutual, 
Nashville, is chairman of a large com- 
mittee sponsoring Mr, Witherspoon for 
office. On it are a long list represent- 
ing twenty-five companies in Nashville 


and also representatives from these 
southern states: Alabama, Florida, 
Georgia, Kentucky, Louisiana, Mary- 


land, Mississippi, North Carolina, South 
Carolina, Texas and Virginia. 


8 at the campaign dinner in the Waldorf- 
Astoria Hotel. 

Thomas I. Parkinson, 1939 campaign 
chairman, announced $1,727,274 as the 
total in all trade divisions and all bor- 
oughs for the first report period. More 
than 1,300 officers and members of the 
Fund’s permanent and campaign organi- 
zation attended the dinner. 

Mr. Parkinson returned to active par- 
ticipation in the Fund’s campaign on the 
night of the dinner after having recov- 
ered from an operation for appendicitis 
on April 3. Speaking of his experience 
in the hospital, he said: 

“T didn’t suspect, when I agreed to 
serve as chairman of the Greater New 
York Fund’s 1939 appeal, that I would 
have to retire so quickly to a Fund 
hospital. But my stay in one of the 380 
agencies for which the Fund is working 
did two things for me. It gave me first 
hand experience with the efficiency and 
friendliness of a typical Fund _ institu- 
tion. And it brought home to me, very 
clearly, the fact that all of us, at any 
time, may have to call upon Fund in- 
stitutions for aid.” 





James B. Hutcheson, district agent at 
Roanoke, Va., for Mutual Life of New 
York, has 866 consecutive weeks’ pro- 
duction to his credit. 
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Some Suggestions on Managers’ Job 


H. N. Kuesel Speaking Before General Agents Group at 
Springfield This Week Puts Stress on Building a Permanent 


“Agent Clientele”; 


H. N. Kuesel, manager, Phoenix Mu- 
tual, New York City, was the guest 
speaker on Tuesday before the general 
agents’ association of Springfield, Mass. 
Speaking on the subject of management, 
Mr. Kuesel put minor emphasis on get- 
ting new men into the life insurance bus- 
iness and put the stress on the responsi- 
bility of management for the success of 
men in its present organization. Mr. 
Kuesel said that “it is this second and 
more important half of our agency-build- 
ing activity that needs a great deal more 
conscious and more conscientious em- 
phasis than many of us have been giv- 
ing it during recent years.” If his talk 
were to have a sub-title, he said it would 
be this: “Dc n't worry about men; worry 
about a man.’ Drawing an interesting 
parallel between the successful agent 
and the successful manager, Mr. Kuesel 
said in his address: 

“Our job as managers who have to 
handle salesmen is similar in many of 
its phases to the salesman’s job in han- 
dling his prospects. We teach our sales- 
men that they must be everlastingly 
prospect-conscious so that they may re- 
place the prospects whom they ‘con- 
sume’ by selling or discarding each week. 
And as managers we are faced with the 
identical problem of maintaining our 
man-power by remaining everlastingly 
‘new-man-conscious.’ 

“We teach our new salesman that his 
first job is to get the prospect’s confi- 
dence, and it is the manager’s first job 
to obtain and to retain the complete re- 
spect and confidence of every man in his 
agency. 

“We teach the salesman that he must 
shake the prospect’s complacency about 
his present financial set-up. And it is 
the manager’s job to shake the com- 
placency of each salesman as to his 
present and past accomplishment. 

“We teach the salesman that he must 
be able to locate the prospect’s problem 
whether or not he admits he has a prob- 
lem, and then to present a solution for 
that problem which the prospect will ac- 
cept, and then while the iron is still hot 
he must motivate his prospect into ac- 
tion. 

“And it’s your job and my job as man- 
agers to locate our salesman’s personal 
problem, whether or not he is aware of 
having that problem, and then to present 
with skill and conviction a solution of 
the problem which the agent will accept, 
and then while the iron is hot motivate 
him into doing something about it. 

“You recognize with me, I am sure, 
that this parallel could be continued al- 
most indefinitely into every phase of our 
managerial activities. 


The Lapse Problem 


“Lapse—that’s the problem we con- 
stantly tell our salesmen to bear in mind 
in every phase of their selling activity, 
from the original selection of their pros- 
pects right down to putting the complet- 
ed policy under appropriate settlement 
options and then servicing it at regular 
intervals over the years ahead. 

“And isn’t agent-lapse, or agents’ turn- 


over, the one big managerial problem 
you and I have to recognize and do 
something about? Aren’t there still too 


many men in our agencies that shouldn’t 
have been there in the first place? And 
weren’t there a lot of other men whom 
we sold on our business, on our agencies, 
on ourselves as managers—but the sale 
didn’t stick—and the agent lapsed? 

“All right, then, how about a solution 
of this problem of agent-lapse? I sug- 
gest that we can find it most easily by 
once more re membering how much alike 
is the agent’s job and our job as man- 
agers. 


Asks List of Quality Men 
“T asked office to 


have a list agents 


let 
all 


our home 
of Phoenix 


me 
over 


Draws Parallel With Agent’s Job 


the country who have had for a period 
of years the lowest lapse experience on 
the business they have placed in force. 

“They sent me a list of twenty or thir- 
ty grand stalwarts among our leading 
salesmen from coast to coast, men who 
had dug their roots down deep into the 
sub-soil of their various communities 
where they were recognized as success- 
ful, useful citizens. Many of these men 
have built more substantial successes and 
enjoy larger incomes than the managers 
under whom they have served or are 
still serving as life insurance salesmen. 

“Now, the significant thing about that 
list, to me at least. was not the fact that 
those ‘quality producers’ were on it, but 
that so many ‘quantity producers’ were 
not on it. 
hear it said so often that one 
> besetting sins of our business is 
~eolleaie itis, the worship of mass pro- 
duction without regard to quality of pro- 
duction. 

“Let’s not put the blame too heavily 
on the agent who over-sells, or sells 
without due regard to the prospect’s 
need and capacity to pay, or who never 
bothers about his policyholder after he 
delivers the contract and collects his 
commission. 


Draws Parallel With Managers 


“Are we managers any better if we 
concern ourselves exclusively or primar- 
ily with the number of new agents we 
can ‘sell a job’ to? Or if we ‘over-sell 
the job’ to a man who recognizably lacks 
the capacity for success in it? Or, per- 
haps worst of all, if after we hire him 
we fail to follow through with the agent 
by not giving him the help and the guid- 
ance and the leadership we have taught 
him to expect—and then have a poten- 
tially good man lapse out of the agency ? 

“All right, if we will agree that there 
is a weak spot in our management phil- 
osophy, what can we agree on as the 
best means of correcting it? 

“May I suggest that we get the answer 
from these successful salesmen whom 
you and I know, admire and can learn 
to emulate? What do these agents do 
that other agents fail to do or never 
get around to doing? The important 
thing, as all of us know, is that these 
quality agents don’t stop at merely sell- 
ing policies—they build clients. 

“And the methods they ‘use in their 
building of permanent clients, methods 
which you and I teach and preach to 
them constantly, are the identical meth- 
ods that outstandingly successful man- 
agers use in building permanent agents. 


Cites Research Bureau Study 


“A few years ago the Life Insurance 
Sales Research Bureau began an exten- 
sive inquiry into the methods and char- 


that distinguish the better 


acteristics 
from the poorer life insurance agencies 


in the country. The answer that Dr. 
Rensis Likert gave was this: 

“*That the outstanding thing that dis- 
tinguished the thriving, successful agency 
where men were making a living, and 
where they were enthusiastic about their 
job, their company and their agency, the 
thing that distinguished that kind of 
agency from the common or garden va- 
riety, was not (as many of us probably 
supposed) better selection and training 
and supervision of agents, but the fact 
that these better agencies were headed 
by managers whom the agents admired 
and trusted and respected.’ 

“And I submit that the means of gain- 
ing the admiration and the trust and the 
respect of our agents are the same means 
that our quality agents employ so suc- 
cessfully in winning the everlasting loy- 
altv of their clientele. 

“Let’s remember that loyalty cannot 
be demanded or required; it must be 
won; it must be earned. 


Pays Tribute to Associate 


“We have a successful agent up in 
Providence, Al Leach, who has_ sold 
Phoenix life insurance in that city for 
nearly thirty years. Even though he 
has been ill for a greater part of the 
past three or four years, his production 
of new business continues to put him up 
in our company’s top brackets each year. 
Why are Al’s policyholder legion so loyal 
to him that they call him on the tele- 
phone, come to see him at his home and 


insist on placing their own and _ their 
friends’ life insurance business with Mr. 
Leach ? 


“T suspect it’s because Al has earned 
the reputation of being the best informed 
life insurance agent in his community, 
the most unselfish in rendering advice 
concerning his client’s financial welfare, 
the most helpful friend when adversity 
comes, the most reliable counselor when 
the client has a personal problem on 
which he seeks disinterested counsel. 

“And among managers? I suggest that 
we inquire into the management methods 
of those quality managers who have dem- 
onstrated unusual ability and capacity 
for commanding—no, rather for earning 
—the admiration and the trust and the 
respect of a permanent ‘agent-clientele.’ 


A Comment on Morale 


“Furthermore, a good agent ‘grows up 
with’ his clientele. As his policyholders 
progress from clerkships to executive 
positions, from medical interneships to 
leading doctors and specialists, he him- 
self remembers that ‘he who stops being 
better stops being good’ and_ schools 
himself in higher underwriting practices, 
takes C. L. U. courses. 

“The managerial parallel, of course, is 
obvious. We cannot afford to stop 
growing ourselves, as men, as managers, 
and as life insurance executives, if we 
are to retain the admiration and trust 
and respect of the men in our present 
organizations. 

“To sum it all up again, 
‘faith in the man at the top.’ 
the faith.” 


morale is 
Let’s keep 
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NEBRASKA ASSOCIATION MEETS 





Len Davis Elected New President; Hol- 
gar Johnson Guest Speaker; 
Endorse State Probe 


Len Davis of Lincoln was elected presi- 
dent of the Nebraska Association of Life 
Underwriters at the annual meeting 
when nearly 200 life insurance men con- 
vened. New secretary of the associa- 
tion is Dwight Evans, also of Lincoln, 
and the three vice-presidents are W. S 
Hofgard, Scottsbluff; John Diestal, Fre- 
mont, and John Laflin of Omaha. Re- 
tiring president, Walter I. Black of 
Omaha, becomes a member of the board 


of directors, which includes all past 
presidents. 

Highlight of the one-day session was 
National President Holgar Johnson’s 


plea for the insurance men to educate 
themselves to the point of being able 
to give a ready answer to the questions 
of insurance-conscious America. The 
association gave strong approval of the 
legislative committee that has been in- 
vestigating the Nebraska Department of 
Insurance. Resolutions were adopted 
praising the method the committee used 
and the soundness of its conclusions. 





BAYLY’S STATUS WITH FIRM 


Harold Bayly, president West Ameri- 
can Insurance Co., Los Angeles, is now 
only a limited partner in the firm doing 
business under the name of Bayly 
Brothers, the former certificate having 
been cancelled and a new one filed. The 
general partners in the firm are R. D. 
Bayly, who is a director of the company, 
and D. D. Foss. 





GIVES TIP ON TIME CONTROL 


If an agent keeps records accur ately 
for a year, he can sit down on the next 
January 1 and plan an income for him- 
self based on his capabilities, based on 
something the agent knows is possible. 
Jason E. Stone, Jr., State Mutual field 
assistant, said in a talk before the Life 


Underwriters Association of Central Mas- 
sachusetts on April 28. 
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welcome by Stevenson 
At Pittsburgh Meeting 
SOCIAL RESPONSIBILITY DUTY 


Unwise Measures as Impairing 
omic Stability Provided by 
Life Insurance 


Points to 
Econ 





In an address of welcome to those at- 
tending the Pennsylvania Insurance 
Days meeting in Pittsburgh this week, 
jahn A. Stevenson, president Penn Mu- 
tual Life, and also of the Insurance 
federation of Pennsylvania, said: 
“Addressing a group of business exec- 
utives, John H. Van Deventer, editor of 
lon Age, presented the picture of 
\merican business as a gigantic bridge 
ver which 40,000,000 people must travel 
wery day; from the community on one 
ide. where they have their homes; to 
the factories, shops and offices on the 
ther side, where they earn their living. 
Obviously, the important thing to the 
000.000 members of this community is 
that the bridge which takes them to 
ork shall be safe and sound and pro- 
ected from unnecessary hazards. More- 
ver, in achieving this safety, Mr. Van 
Neventer continued, adequate margins in 
net earnings must play the same im- 
ortant part in upholding the bridge 
tructure of American business, as the 
argins of safety, so carefully applied 
engineers, must play in upholding 
ridge structures of steel. 
Other Causes of Strain 

“We are justified in giving very seri- 
us consideration to the strain placed 
n the bridge structure of American 
wsiness today, when we read reports 
lke that presented by Hugh S. Magill 
at the recent meeting of the United 
Sates Chamher of Commerce. He 
showed that the total taxes paid by 150 
ading industrial corporations of this 
wntrv durine 1937 were 34% larger 
han the total dividends paid to their 
500.000 shareholders who had furnished 
he $42.000000 000 of capital invested in 
hese companies. Senator Byrd’s state- 
rent, at the same meeting, that tax 
llections represent 20% of our national 
ncome, while 30% is being spent in pub- 
‘ appropriations, is equally disturbing; 
r the difference, representing deficits, 
s being added to the public debt. 
“Insurance is an integral part of the 
\merican business structure but. since 
ly the very nature of our occupation we 
te dedicated to preaching the gospel of 
conomic security, we should be the last 
oppose anv measures which would ac- 
wally make for improved economic con- 
tions among our citizens. The value 
{the government’s social security pro- 
ram, for example. must be measured not 
1 terms of its effect on the life insur- 
nce business, but in terms of its effect 
n the people as a whole. All of us in 
the insurance business must be alert to 
ur social responsibilities; but doesn’t 
this definitely involve alertness to the 
tact that unwise measures may detract 
om rather than add to the security of 
fe country, by impairing the contribu- 
ton to economic stability which the in- 
‘itution of life insurance has proved it 
n make ?” 


WRITING IN MALAYA 

P. R. M. Wallis, manager in China 
nl the Far East for Confederation Life 
' Canada, says that his company’s busi- 
ss has not suffered because of the 
‘vasion of China by Japan. He adds: 
uring the last year we have written 
‘s business than usual in Shanghai 
id practically none has been written in 
rth China, but instead the organiza- 
nm has extended operations southward 
) Malaya. The premiums written in 
is new territory have more than com- 
fnsated for the lessenine of business 
‘and around the war area.” 


LUNCHEON FOR J. H. WILSON 

nN recognition of his installation as 
‘eneral agent for Massachusetts Mutual 
nN central and western Oklahoma, J. 
Hawley Wilson was entertained at a 
gy luncheon in Oklahoma City, 
May 
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LIFE builds prestige for Union Central men in 2,200,000 homes! 


Everyone who has ever sold life insurance knows what a 
tremendous advantage you have if the man you’re trying 
to interview snows your company and feels confidence 
in it. Still better, if he’s heard about and been intrigued 
by the specific contract you want to sell him. 

To give its representatives these selling advantages, 
The Union Central Life for years has consistently used 
national magazines to tell millions of prosperous fathers 
about this company and some of the unique, modern 
policies it offers. 


This advertising has worked so well that in May 
Union Central is launching a dynamic new CAM- 
PAIGN IN LIFE—a magazine bought and eagerly 
read by 2,200,000 better-than-average families. Featur- 
ing complete protection, a stream-lined modern plan 
with a double sales punch, this advertising will be an 
effective new selling tool for Union Central men— 
who have already closed their first quarter 35% ahead 
of last year. 


The UNION CENTRAL LIFE Insurance Company 


CINCINNATI, OHIO 
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California-Western 
States Names Managers 


W. A. GAMBLE AND L. A. HANLEY 
Company Planning to Extend Its Sphere 
in Southwestern Territory, Says 
Vice-President Cox 





Appointment of two new 
capacities, as 


representa- 
tives in part 
of an intensive program for California- 
Western States Life development in 
Texas, has been announced by Ray P. 
Cox, vice-president and manager of agen- 
cies. William A. Gamble has been named 
manager at San Antonio and Lawrence A. 
Hanley has been appointed unit manager 
in the Dallas agency with headquarters 
in Tyler. Mr. Cox says that the com- 
pany ple ans to further extend its opera- 
tions in this area. He is in the South- 
west interviewing applicants for super- 
visory positions. 

Mr. Gamble has a long record of suc- 
cessful work in life insurance, mostly 
in Texas. He is a former general agent 
for Acme Life of Austin, the Guarantee 
Mutual Life of Omaha and the Ohio Na- 
tional Life. He joins California-Western 
States Life from the Great American 
Life in San Antonio. He is a member of 
the Sales Managers Club of San Antonio 
and of the South Texas Life Underwrit- 
ers Association. 

Mr. Hanley has been in life insurance 
for sixteen years, most of the time in 
Texas. He formerly was branch man- 
ager for Reliance Life in San Antonio 
and for the past year has been with 
Great American Life. 


managerial 





Central Department Sets 
New High for Parkinson 


Central department agencies of the 
Equitable Society wrote $36,870,305 in 
their annual “Par for Parkinson” cam- 
paign conducted in April. The month’s 
business was more than two million 
ahead of April, 1938. The twenty-six 
agencies turned in a total of 9,654 ap- 
plications from 1,855 representatives. 
The Shea agency in Minneapolis, with 
915 applications, led in number of cases 
(volume $1,738,755), and the Lustgarten 
agency, Chicago, led in volume with a 
total just short of $4,000,000, comprising 
391 applications. 

The “Par Excellence” agent was Henry 
M. Carlsen of the M. C. Nelson agency, 
Des Moines, who completed eighty-six 
applications during the campaign, all 
closed on binder, for a total $136,126. 
Mr. Carlsen was “Par Excellence” agent 
in 1938, and has won that honor in other 


years. 
The “Par Excellence” unit manager 
was Arthur D. Hemphill, CLU, St. 


Joseph, Mo., associated with the Embry 
agency. 





CHICAGO WOMEN TO MEET 

A complete program, with three prin- 
cipal speakers and three human interest 
stories, has been arranged for the Wom- 


en’s Division, Chicago Association of 
Life Underwriters, for May 22. Chair- 
man Blanche Gatzert will preside. Three 


speakers are announced as Irene Cun- 
ningham, Stumes & Loeb agency, Penn 
Mutual; Lillian French Reid, Hunt agen- 
cy, New York Life, and Pearl W. Weav- 


er, Reno agency, Equitable Society. The 
three who will relate human interest 


stories are Mrs. M. K. Alexander, Hobbs 


agency, Equitable Society; Bessie M. 
Dixon, Houze agency, John Hancock, 


and Mrs. Rock- 


wood Co. 


Elizabeth 


Johnson, 


CHICAGO TRUST COUNCIL DATE 

Milton Elrod, legal editor R. & R. 
Service, will be the cuest speaker May 
25 before the annual meeting Chicago 
Life Insurance & Trust Council, division 
of the Chicago Association of Life Un- 


derwriters. He will talk on “Problems 
of Estate Building.” The nominating 
committee of the Council will meet 
May 18. 
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HAYDN STUESSY 


The Great-West Life 


has appointed 


Haydn Stuessy as Group supervisor of 


the Earl M. Schwemm agency at Chi- 
cago. This appointment has been made 
necessary by the expansion which has 
taken place in the company’s Group in- 
surance business and will provide im- 
proved service to the company’s group 
policyholders in the Chicago area. 

Mr. Stuessy is a craduate of Lake 
Forest University, Ill. He spent four 
years as an independent insurance bro- 
ker and in addition has had valuable 
experience in personnel work and em- 
ployers’ problems which fit him par- 
ticularly for his new duties. 


NEW JUVENILE RATES ISSUED 


United Life and Accident Will Not Issue 
Policies for Less Than $1.000; 
Reductions Made 

United Life & Accident. Concord, N. 
H., has issued a new juvenile manual in 
which the rates are shown to average 
about $2 a thousand less than hereto- 
fore. The company points out that this 
reduction can be made possible only by 
increasing the amount of juvenile poli- 
cies. Therefore under these new rates 
the company will not issue juvenile poli- 
cies (nor adult policies) in amounts less 
than $1,000. The new rates apply on and 
after May 22. 











PICTURE COMPANY INSURES 





Through Contract With Equitable Soci- 
ety 1,000 Employes Are Provided 
With Group Policies 
Nearly 1,000 employes in New York 
offices of Universal Pictures Co., Inc., 
and in its exchanges throughout the coun- 
try, are now protected by Group acci- 
dent and sickness insurance. The cost 
of the insurance, which is _ provided 
through an arrangement with the Equit- 
able Society, will be shared by the com- 

pany and the insured employes. 

During disability resulting from non- 
occupational accident or sickness, insured 
employes will receive payments to a 
maximum of a week, in accordance 


with their earnings. 





insurance. 


Basil S. Walsh 


President 


INDEPENDENCE SQUARE 


THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 

A POLICY FOR EVERY PURSE AND PURPOSE 


Bernard L. Connor 
Secretary 


Method of Sinton 
Agents By Testing 


PROCESS STILL EXPERIMENTAL 





Albert K, Kurtz Finds Plan Useful Only 
If it Predicts Whether New Man 
Will Succeed or Fail 





Albert K. Kurtz, research associate in 
charge of selection research, Life In- 
surance Sales Research Bureau, says in 
the May-June issue of Manager's Maga- 
zine, that with an ever-increasing num- 
ber of tests, devices methods and 
procedures available for use in selection 
of agents, it is difficult for an agency 
manager to determine which to use. Al- 


though a few of these tests and rating 
charts have demonstrated their value, 
many others, even though widely used 


and backed by influential organizations, 
should be regarded as merely in the ex- 
perimental stage because no evidence has 
yet been produced to show whether or 
not they have any value in the selection 
of new life insurance agents. 
How Test Is Useful 

Mr. Kurtz summarizes as follows: “AI- 
though there are many ways in which 
good and poor tests differ, the outstand- 
ing characteristic of a good selection 
procedure is that it does differentiate in 
advance between the men who later turn 
out to be successes and those who later 
turn out to be failures. The test is use- 
ful in selection only if it predicts 
whether or not a new man will succeed 
or fail in the life insurance business. It 
is important that we consider whether or 
not a selection procedure will be of 
value in helping to identify those groups 
of contracted agents which are likely to 
contain the highest proportion of large 
producers.” 





Elkins’ Simple Formula . 
For Obtaining Prospects 


Ralph W. Elkins, a special agent in 
Springfield, Mo., for Massachusetts Mu- 
tual, has during twenty years averaged 
seventy paid-for cases a year. He has 
never fallen below fifty-five. His rejec- 
tions have averaged less than two a year. 
On obtaining prospects he says there is 
no formula he knows of other than 
work; giving service whether or not it 
pays at the time; being honest with all 
prospects; advertising in as many me- 
diums as possible. 





INTEREST RATES DETERMINED 

Montreal Life has fixed its interest 
rates for 1939. The average rate earned 
on investments in 1938 was 5.36, which 
was exactly the same as in the previous 
year. The directors have ordered that 
the following rates be allowed during 
1939 on sums left on deposit: Four and 
a quarter per cent where the amount 
involved is $1,000 or over; 4% when less 





than $1,000. 

DIRECT MAIL ACTIVITY 
_In the first ten days of May the Re- 
liance Life set a new record for the 
company’s Lead Service, sending out 


letters to 19,082 Lead Service prospects. 
The last high was established in March, 
1936, when about 15,000 Lead Service let- 
ters were mailed out, resulting in $1,- 
450,000 of new business. 
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A PUBLIC SERVANT SINCE jg9; 
The Colonial patriot, George Washing. 
ton, said: “To be prepared for war i. 
the most effectual means of pre serving 
peace,” and this suggests to us “To | 
prepare death is the most effective | 


means of preserving the family.” 
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ALL-STAR AGENCIES LISTEp 
W. T. Shepard, Les iii and J. D. 
Marsh, Washington, D. C., Win 


Lincoln National Honors 


All-star agencies of the Lincoln Na- 
tional for the first quarter of this yea 
were W. T. Shepard agency, Los ~ 
geles, which led the established agencies 
and J. D. Marsh agency, Washington, D 
C., which led the new agencies. Run- 
ners-up in the established agency classi 


fication were S. A. Bardwell agency 
Cleveland, and V. J. Harrold agency 
Fort Wayne. Runner-up in the ney 
agencies group was T. B. Isaacson 


agency, Salt Lake City. 


The factors considered in selecting the 
all-star agencies were five: New man 
power development; percentage of new 
volume quota from new _ organization 
filled; percentage of total volume quota 
filled; seh sized policy, and_persist- 


ency rate. 





HANDLING COMPLAINTS 





Better Business Bureau Speaker Tells of 
How Criticisms Concerning Insur- 


ance Are Dealt With 


Robert J. Bauer, general manager, 
Better Business Bureau of Los Angeles, 
addressed the Life Insurance Managers 
Association April 24 on the bureau's 


work in the life insurance field. 

He discussed complaints about insur- 
ance that come to the bureau and said 
they are taken up with the companies in 
an effort to arrive at a fair adjustment 
Where several are filed, and the ap = 
ance of the matter was unfavorable, the 
Insurance Department was asked to in- 
vestigate. In this connection he cited 
three companies now under investigation 
by the Department and read the entir 
formal complaint filed with the Depart- 
ment by the bureau. He also mentioned 
another company and asked the men 
bers to forward to the bureau any con 
plaints concerning it. 

Roy Ray Roberts, chairman chamber 
of commerce life insurance committee, 
reported that the teaching of insurance 
in the adult educational program of the 
board of education began May 10. 





LEO J. RYAN MAKES CHANGE 
After twelve years with the Phoenix 
Mutual Life in Albany, N. Y., Leo J 
Ryan has re aig himself with the 
Edward R. Gettings agency, Northwest- 
ern Mutual, Albany, as a special agent 
He is at present a vice-president of the 
Albany Association of Life Underwrit- 
ers. A native of Vermont, Mr. Ryan 
was graduated from Ohio State Univer- 


sity in 1925 and entered life insurance 
in 1927. As a producer he w as a mem 
ber of his former company’s Quarter 


Million Dollar Club and has 571 weeks 
of continuous production to his credit. 





CHICAGO CASHIERS MEET 
The board of directors, Life Agency 
Cashiers’ Division, Chicago Association of 
Life U nderwriters, met May 16. 
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How Life howe 
Money Develops Jobs 

CYCLE OF BUSINESS ACTIVITY 

Holgar J. Johnson Believes Policyholders 


Should Know How Their Funds 
Keep Industry Moving 





The capital investment necessary to 
provide a job in American industry is 
hound to grow larger than the $7,600 

worker today, and 


needed to equip a 
this money mus 7 necessarily come on 
the American ople, sai id Holg i. 
Johnson, nee Te National eerie 
( address be- 


§ Life Underwriters, in an 
jore the Utah association, meeting at 
Salt Lake City May 17 for its annual 


sales congress. 

“Research has shown that in 1899 the 
capital investment per worker was only 
$1,900,” said Mr. Johnson. “In 1914 it 
had increased to $3,200 per worker and 
in 1935 it stood at $7,600, which is still 
the figure approximately. There is no 
reason to suppose that it will not go still 
higher. There is a tremendously in- 
creasing capital requirement today, par- 
ticularly in public utilities, railroads and 
other business organizations which need 
capital goods. According to a recent 
survey the general average is mounting. 
In the steel industry, for example, the 
fieure is $11,500; in the railroad indus- 
try $26,000. and in electric utilities $47,000. 

Insurance Can Help 

“This seems to illustrate dramatically 
that in order to make jobs in the future, 
there must be a much larger capital in- 
vestment in production channels, and this 
money must necessarily come from the 
American people. Life insurance can in 
some measure help to provide this. While 
life insurance obviously cannot invest in 
speculative enterprise, it does constantly 
seek those channels of investment where 
sound capital investments can be made 
and thus provide the facilities for ex- 
panded enterprise and additional jobs. 
“It should be remembered,” he con- 
tinued, “that life insurance is making 
its contribution in this respect. Today 
life insurance investments create four 


million jobs—one out of every ten jobs 


in America.” 

Life insurance, said Mr. Johnson, is a 
backlog of business as well as a backlog 
of thrift. Its tremendous job - giving 
power, when used with proper regard 
for the safety of policyholder’s money— 
as state laws dictate that it must be 
used—does, through the pooling of many 
small investments, keep on making ad- 
ditional jobs for America, he stated, and 
thus it does help solve some of the 
economic matilens of our day. 

The business cycle, according to Mr. 
Johnson, cannot stand still. New capital 
must be invested if business and em- 
ployment are to expand and progress, 
and even the existing industrial equip- 
ment deteriorates and must be renewed. 

Circle of Activity 

“It seems to me that life insurance 

makes a real contribution to industry and 


business,” he continued. “If it can be 
continued and furthered, it can help 
form a ‘benevolent circle’ to aid busi- 


ness, industry and the consumer. Pol- 
icyholders invest their money in life in- 
surance; the life insurance companies in 
turn invest in indus trv, creating em- 
ployment and earning interest for the 
policyholders; the industries expand, em- 


ploy more people and do their jobs 
better, resulting in benefits for the con- 
sumer, who is the same _ policyholder 
that started the circle going. Industry 


thus becomes a great c oper ative enter- 


Prise. And after all, isn’t that iden just 
what life insurance is trying to do in 
itself ? 

Part Played by Insurance 
One of the objectives of the associa- 
tion for the year, Mr. Johnson stated. 
is “to emphasize the responsibility and 


opportunity for c operati n between our 
association, the companies, and all groups 
and organizations within and without ou 
business in serving the life insurance 
policyvowners of America. Life under 
Writers everywhere can further this ob- 
jective by pointing out the part that life 


JOHNSON LEADERS GIVEN TRIP 





Pittsburgh Agency of Penn Mutual Will 
Send Selected Group to Home Of- 
fice for Two-Day Visit 

Eight leaders of Holgar J. Johnson 
agency of Penn Mutual in Pittsburgh 
are to make a trip to the home office as 
guests of Mr. Johnson. These men were 
selected by virtue of having been high 
in agency production for the first quar- 
x of 1939. They are Latham Flanagan, 

B. Eckenrode, Paul Taylor, John Van 
byke. George Stewart, Smith McKee, 
James R. Hayes. Herbert W. Bailey is 
also joining the party as a guest of Mr. 
Johnson in recognition of 500 weeks of 
consecutive production. 

The party will leave Pittsburgh May 
21 and spend Monday and Tuesday at 
the home office. 





and can 
“Most 


play in 
policy- 


insurance does play 
American life,” he said. 


owners think of life insurance as an in- 
dustry apart, and fail to see that it 
reaches into every corner of the Amer- 


ican economy. The story of what it is 
doing in the country’s life today ought 
to be familiar to every citizen.’ 


Two Speakers For Meeting 
Of New York Ass’n May 23 


The Life Underwriters Association of 
New York City will have two prominent 
speakers at its dinner meeting on Tues- 
day evening, May 23, which has been 
designated ladies’ night. M. Albert Lin- 
ton, president, Provident Mutual Life, 
will speak on “Term Insurance—Its Use 
and Abuse.” Sara Frances Jones, a mil- 
lion dollar producer, Chartered Life Un- 
derwriter and agent for the Equitable 
Society in Chicago, has as her subject, 
“A Backward Look With a Forward 
Vision.” Meeting is scheduled for 6 
o’clock in the Hotel Pennsylvania. 





RUNNING TEXAS ASSOCIATION 


With the appointment of Sam R. Hay, 
ir. superintendent of agencies for 
the Protective Life of Birmingham, Ala., 
the several vice-presidents of the Texas 
Life Underwriters Association have 
taken over his duties in the association. 
Mr. Hay was president. Among them 
R. Barney Shields of Dallas will be in 
general charge while F. L. Hargis of 
Fort Worth will be in charge of the 
state convention in San Angelo on June 
1, 2 and 3. 


COMPANY COUNSELS’ PROGRAM 


Those Who Will Speak at Meeting in 
Hot Springs; Uniform Collateral 
Assignment Form Ready 
When the Association of Life Insur- 
ance Counsel meets in Hot Springs, Va., 
June 2 and 3, papers will be read by the 

members as follows: 

Orville F. Grahame, assistant secre- 
tary Guardian Life, Introduction to Mu- 
tuality; Stanley K. Henshaw, associate 
counsel Union Central Life, The Life 
Insurance Law of Ohio; J. P. Lorentzen, 
general counsel Bankers Life of Iowa, 
Questioning Free Commercial Use of 
Life Insurance; James V. Oxtoby, Pre- 
sumption of Payment of Renewal Pre- 
miums. 

The form prepared by the committee 
on uniform collateral assignment forms, 
in cooperation with a committee of the 
American Bankers Association, will he 
presented for further discussion in the 
light of the committee’s explanation of 
the proposed form which is or shortly 
will be in the hands of members. There 
will also be an informal discussion on 
the subject of Robert Dechert’s paper on 
“A Look to the Future of the Associa- 
tion,” led by Arthur S. Lytton and others. 
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IDEAS that CLICK 


By Paul Troth 





No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 85 


In an agency meeting recently I was 
asked to give an opinion from the buyer’s 
point of view as to what makes some 
agents click in an interview while others 
immediately build up sales resistance on 
the part of the prospect. The answer 
I gave was built around this statement 


| 

















It’s such a swell idea I couldn’t wait to 
tell you about it! 


from a million dollar producer with whom 
I had lunch recently. I had asked him 
what it was that he did to maintain a 
large personal production spread over 
many lives. His answer was this: 

“In every case before I attempt to sell 
a man I figure out in my own mind why 
that man needs life insurance and then 
I go tell him about it.” The answer to 
the problem then from the agent's 
standpoint goes back again to prospect- 
ing. 

William C. Smerling, assistant general 
agent of the S. Samuel Wolfson agency, 
Berkshire Life, New York City, has 
made this statement, which incidently 
he says is not original with him: “A 
name on a Card is not a prospect. The 
name of a person you know does not 
make him your prospect. A man you 
know who needs life insurance is not 
your prospect because of that need. He 
becomes your prospect only when you 
have made him your prospect in your 
own mind by thinking so strongly of the 
things you can do for him that you are 
anxious to see him.” 

That last sentence bears repeating: 
“He becomes your prospect only when 
you have made him your prospect in your 
own mind by thinking so strongly of 
the things you can do for him that you 
are anxious to see him.” : 

Mr. Smerling believes that an agent 
can reach that frame of mind in a first 
interview, but that he can do it only if 
he has taken the preliminary steps to 
obtain some information about his pros- 
pect before he calls on him; so that he 
makes his approach on the basis of some- 
thing which he knows will be of interest 
to his prospect. 

When an agent goes into an interview 
with an idea that fires the enthusiasm 
of his prospect, then the pressure to buy 
is all on the prospect’s side. “High 
pressure in selling exists when the sales- 
man goes in without a good idea pre- 
pared in advance and then tries to get 
action without giving his prospect a good 
reason for acting.” 


C. O. Fischer Addresses 
Okla. City Managers 


TALKS ABOUT MANAGER’S JOB 





Gives Some Tips on Setting Up a Plan 
to Accomplish Job of Sales, Service 
and Administration 





Three elements in the job of agency 
management today discussed by 
Chester O. Fischer, vice-president, 
Massachusetts Mutual Life, before the 
breakfast meeting of the Oklahoma City 
Managers and General Agents Associa- 
tion on May 11. The manager’s chief 
objective today, said Mr. Fischer, is 
not alone to build constantly a larger 
organization, but to see to it that while 
steady growth is maintained, that build- 
ing is done on the basis of quality rep- 
resentation with due thought to quality 
of business written and the elements of 
acquisition cost so important to all par- 
ties concerned. Mr. Fischer continued: 

“How are you to proceed with the 
task’s accomplishment? I recommend 
that your first step be to engage in some 
scientific analysis and planning. In fact, 
if you are going to master the situation, 
you must do three things—first, define 
the problem; second, plan the solution; 
third, carry through. 

“Defining the problem requires that 
you consider all of the tasks involved in 
connection with successful accomplish- 
ment of the three divisions of your job, 
which we can term sales, service, and 
administration. 

“Back of everything worthwhile there 
must be a plan. Performance never ex- 
ceeds plans. Especially is a plan neces- 
sary where the execution of a project 
demands that certain parts of a job be 
delegated to others, and certainly that 
is true in connection with the task dele- 
gated to you. The general problem is 
the same with all general agents—the 
details involved are generally alike. The 
plan or program adopted varies, because 
it of necessity must be based upon such 
considerations as the extent of the terri- 
tory involved, the amount of business on 
the books, the production possibilities 
your franchise affords and your thoughts 
and conclusions regarding how far you 
wish to progress and how rapidly, this 
being affected directly by your financial 
situation. However, regardless of how 
many factors there are to be considered, 
develop a plan and program—and modify 
and improve upon it constantly as cir- 
cumstances change.” 


were 





ORDINARY GAINS HALF BILLION 





Report for First Quarter Operations; 
Sales 15% Above Last Year; April 
Same as in 1938 

An increase of approximately $586,- 
000,000 in Ordinary insurance in force 
for the first quarter of this year has 
been reported by the Life Insurance 
Sales Research Bureau. This increase 
is at an annual rate of 3.1% and is 
based on the experience of eighty com- 
panies representing 87% of the total 
volume of Ordinary insurance in force in 
the United States. The volume figure 
has been raised to represent the experi- 
ence of all companies operating in the 
United States. The new level for Ordi- 
nary in force is $76,181,000,000. 

Sales of Ordinary during April were 
exactly equal to sales during the same 
month of 1938. In the northeastern sec- 
tions (New England, Middle Atlantic 
and East North Central) slight gains 
were registered, with slight losses oc- 
curring in the other sections. 

For the four-month period to date, 
sales were 15% above last year. Every 
section of the country shared this in- 
crease with the New England, East 
North Central and Pacific sections ex- 
periencing a 20% or better gain. 





ON RESERVE LOAN BOARD 
Reserve Loan Life announces election 
of R. L. Daniel, former Insurance Com- 
missioner of Texas, to its board of direc- 
tors. 


Security Put First As 
Aim of American Youth 


Most American youths consider eco- 
nomic security the basic problem of 
their personal lives, according to a sur- 
vey of 20,000 young persons conducted 
under direction of Howard M. Bell of 
the American Youth Commission. Re- 
sults of the survey were made known 
Tuesday at the annual convention of the 
Boys Clubs of America at the Hotel 
Commodore, New York City. In the 
light of facts found in the survey, Mr. 
Bell stated: “It is little wonder that 
modern youth have lost some of their 
traditional enthusiasm for adventure 
and are instead so preoccupied with the 
unromantic business of tomorrow’s board 
and room.” 





. . 
Advertising Trends 
(Continued from Page 3) 

and rates, and the purposes and functions 
of life insurance. In Canada I under- 
stand that the Excelsior Life has ex- 
perienced unusual straight- 
forward copy in magazines advertising 
premium rates and guaranteed values. 
In this country the Phoenix Mutual’s 
advertisements have long been meaty 
with information. Union Central and 
Bankers Life make the important point 
that life insurance dollars can also pro- 
vide the funds for retirement in old age. 
Other life insurance advertisers, notably 
Prudential with its pictorial advertise- 
ments, remind the public that there are 
important intangible values in life insur- 
ance such as contentment and peace of 
mind. 

“It is important that our magazine 
advertising should really carry an in- 
formative and educational message to 
the reader. We are buying valuable 
white space in the magazines, and there 
is no reason why we _ should waste 
it on bland generalities. People want to 
know more about life insurance, and it 
is encouraging to discover a noticeable 
trend towards giving the public the sort 
of information it apparently desires. 

“Another development in national mag- 
azine advertising is the trend towards 
individuality. Fortunately we are not all 
trying to do the same thing in the same 
way. Our layouts and copy approaches 
are becoming individualized. In some 
instances the campaigns reflect the com- 
pany’s personality very directly, such as 
National Life of Vermont and Lincoln 
National. Individuality is also an im- 
portant factor in the campaigns of Trav- 
elers, Mutual Life and Northwestern 
Mutual, as well as Penn Mutual and 
the new campaign of John Hancock. 

“Tf each of us does the best possible 
job in his own particular way, the ulti- 
mate result should be a stronger and 
broader public appeal than if all of us 
concentrated upon a single theme and 
method of approach. People differ and 
the approach which may ‘click’ with one 
reader may not be the one which appeals 
to the next. 

“In conclusion, I believe that the pur- 
pose of life insurance advertising in 
magazines should be simply to smooth 
the road and pave the way for the agent. 
T don’t think that we either can do, or 
should try to do, the agent’s job for 
him. Each buver of life insurance needs 
the advice and services of a good agent 
in order to get the most out of his life 
insurance; and he also needs, in order 
to be persuaded to sign an application, 
the personal contact and direct motiva- 
tion which can come only from the agent. 
T don’t believe that we can do this 
through advertising nearly so effectively 
as can the agent face to face with the 
prospect. But by educating people to the 
real meaning the purposes of life insur 
ance, and by informing and enlightening 
the public on the functions and opera- 
tions of life insurance companies, we can 
do much to break down a resistance to 
life insurance which can spring only 
from ignorance, for the more the people 
know and understand life insurance the 
more enthusiastic they are for it.” 


success in 
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Mass. Mutual Holds 
Southern Regional 


TWO HUNDRED AT LOOKOUT yy; 





Many Attend From Home Office a 
Well as From Company’s Agencies 
Covering Wide Territory 


The radio program method was adopt. 
ed by twenty-two speakers, who ayer. 
aged about seventeen minutes each, when 
more than 200 home office executives 
company representatives in th 
southeast convened May 11-12 at Look. 
out Mountain, Tennessee, for Massa. 
chusetts Mutual Life’s 1939 Southern re. 
gional meeting. 


and 


The program was arranged and direct. 
ed by George H. Macdonald, the com. 
pany’s general agent at Chattanooga, 
Each speaker was given an_ allotted 
time in which to make his address, Not 
one overstepped the margin.  Sych 
smooth progression, supplemented by the 
noticeably concise helpfulness of each 
talk, indicated the careful preparation on 
the part of each participant. All talks 
were pertinent and well presented, 


Those Who Attended 


Home office executives in attendance 
were Joseph C. Behan and Alexander T, 
Maclean, vice-presidents and directors: 
Charles W. Hall and E. Lloyd Mallon, 
assistant directors of agencies; James \M, 
Blake, manager field service; Seneca M. 
Gamble, agency assistant, and Edwin 
Johnson, manager supply and purchasing 


department. All but Mr. Johnson made 
talks. 
Other speakers were William F. Hughes, 


Memphis; David Marx, Jr., Atlanta; Alvin T, 
Haley, N. C.; Thomas P. Allen, 
Brooklyn; Harry I. David, Atlanta; Jewell W. 
Tyson, Richmond; Angus B. Rosborough, Jack- 
sonville; Arthur D. Thomas, Richmond; Joe H. 
Netherland, Nashville; Maurice E. Kreismai, 
Montgomery; Harte R. Thomas, Memphis; Tom 
L. Yancey, Jr., Richmond; Joe Montgomery, 
Mobile; H. Hobson Mansfield, Chattanooga; L. 
W. Smith, Birmingham, and John W. Hammer, 
Jacksonville. A dinner-dance was held May 1. 


Greensboro, 


TRAINING SCHOOL OPENED 





Connecticut Mutual Starts Another Two 
Weeks’ Course Under Supervision 


of Vincent B. Coffin 


A two weeks’ home office training 
school for new men opened at the Con- 
necticut Mutual May 15. The school is 
under the general supervision of Vincent 
B. Coffin, second vice-president and su- 
perintendent of agencies, who is being 
assisted by members of the agency de- 
partment and others on the home office 
staff. The school has an enrollment of 
twenty-four students coming from vari- 
ous parts of the country. These home 
office schools for new men were started 
by the company in 1937. 

Classes will be held daily from 8:30 
to 4:30 and the curriculum will cover 
such subjects as principles of life insur- 
ance, policy contracts and salesmanship. 
Actual drill in the practice of making 
sales presentations, fitting needs, pro- 
gramming, etc., will be an important fea- 
ture. Home office men, specialists in 
their own particular line of work, will 
contribute to the course. 


PRESIDENT HEYE’S BIRTHDAY 

In celebration of the birthday of Carl 
Heye, president, Guardian Life, officers 
of the company tendered him a luncheon 
in New York City on Friday, May 12. 
Vice-President James A McLain as 
toastmaster presented Mr. Heye with a 
great sheaf of telegrams and good wishes. 


E. A. STARR ON COAST 

FE. A. Starr, manager Salary Savings 
Department, Connecticut Mutual, was on 
the Pacific Coast this week. He con- 


ducted an inter-agency meeting in Los 
Angeles May 15 for agents of Phinehas 
Prouty and S. S. Northington in Los 
Angeles and John H. Goodwin in San 
Diego. 
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WIFE’S CONSENT NON-ESSENTIAL 











“waukee County Court Reverses Itself 
ae of Husband’s Right to 
Change Beneficiary 


Circuit Judge Kleczka, Milwaukee 
County, has reversed himself on the 
meaning of a 1931 amendment to the 


married women’s rights statute of Wis- 
consin. Last May he held in the Dietz 
case that the amendment prohibited any- 
one who had insured his life for the 


benefit of any married woman from 
changing the beneficiary without her 
consent, even if his insurance policy 


expressly reserved that right to him. 

The judge now holds that the law does 
not prevent such a change and _ sustains 
the demurrer of Aetna Life, dismissing 
the complaint of Mrs. Edith M. Hickey, 
whose husband had named her as the 
original beneficiary but in 1932 made 
the policy payable to his three sisters. 
After he died in 1936 the insurance 
company paid the sisters. 

The judge said: “The intention of the 
legislature and the purpose of the 1931 
amendment was not sufficiently present- 
ed for this court’s consideration in the 
Dietz case.” 

Judge Kleczka decided that neither the 
act nor subsequent amendments divested 
“the insured, whether husband or not, 
of his right to enter into an insurance 
contract wherein he reserved a right to 
change beneficiaries. The reservation of 
such right was not inconsistent with the 
policy being the sole and separate prop- 
erty of a married woman.” 


APRIL BUSINESS LOWER 








First Four Months’ Ordinary Up 16.9%, 
Group Up 20.5%; Industrial Shows 
Decrease of 36% 

New life insurance in April declined 
108% in comparison with April last 
year, according to the Association of 
Life Insurance Presidents. The total for 
four months this year was 1.1% more 
than for the corresponding months of 

1938. 

In April the new business of all classes 
of the forty companies reporting was 
$550,801,000 against $617,475,000 for April, 
1938, a decrease of 10.8%. 
nary amounted to $385,769,000 against 
$386,529,000, a decrease of 2/10 of 1%. 
Industrial was $129,051,000 against $193,- 
131,000, a decrease of 33.2%. Group was 
$35,981,000 against $37,815,000, a decrease 
of 48%. 

In the first four months new business 
was $2,496,248,000 against $2468,189,000, 
an increase of 1.1%. New Ordinary $1,- 
$46,117,000 against $1,579,029,000, an in- 
crease of 16.9%. Industrial $476,681,000 
against $745,223000, a decrease of 36%. 
Group $173,450,000 against $143,937,000, 
an increase of 20.5%. 


SALES CONGRESS IN LOUISIANA 
Approximately 100 life producers of 
Louisiana attended the first sales con- 
gress to be sponsored by the Louisiana 
Association of Life Underwriters at 
Alexandria April 29. Those attending 
voted to make the event an annual af- 
fair and there was some talk about 
making the permanent location Alex- 
andria because of its central location. 








GROUP DEPARTMENT MOVES 


Group department of the John Han- 
cock in Los Angeles has moved from 
10 West Sixth Street to larger quarters 
in 530 West Sixth Street. J. Fee, 
Group manager, said the move was nec- 
essitated by increased business. 





MEECH BRANCH MANAGER 


G. R. Meech has been appointed man- 
ager Ontario general branch, Monarch 
Life, after four years with the company 
at the head office and four years as 
cashier for Ontario. 


R. B. STURTEVANT SPEAKER 
When Hoosier Farm Life and_ the 
Farm Bureau Mutual of Indiana held 
their annual meetings in Tndianapolis, 


Robert B. Sturtevant, vice-president Ohio 
National Life, was the principal speaker. 


New Ordi-° 


Michigan Association 
In Annual Convention 


FORM NEW GROUP FOR LEADERS 





Kenneth W. Conrey of Grand Rapids Is 
Elected New State President; 
Discuss Current Subjects 





Michigan Association of Life Under- 
writers held one of its most successful 
conventions at Lansing last week while 
a new organization of substantial pro- 
ducers, Life Insurance Leaders of Michi- 
gan, was getting off to a pretentious 
start under the paternal eye of its or- 
ganizing chairman, George E. Lackey, 
general agent, Massachusetts Mutual, 
Detroit. 

The convention proper was attended 
by more than 200 agents while the Thurs- 
day luncheon, highlight public event of 
the meeting, attracted an attendance of 
some 400, half of whom were Lansing 
business men, members of the several 
local service clubs. This affair, tradi- 
tional with the Michigan Association, 
was addressed by Holgar J. Johnson, 
Pittsburgh, National Association presi- 
dent, who scored a definite hit with his 
lay audience as well as with the under- 
writers present. 

At the business session during the 
morning, Kenneth W. Conrey, Grand 
Rapids, Penn Mutual general agent for 
western Michigan, was named state as- 
sociation president for the’ coming year, 
succeeding Jack Rabinovitch, Northwest- 
ern Mutual, Flint. In his annual re- 
port, President Rabinovitch recommend- 
ed expansion of the association’s new 
speakers’ bureau as a valuable asset for 
building good public relations. He also 
urged closer organization to combat ad- 
verse legislation both of state and na- 
tional character. This note had been 
struck first at the evening meeting of 
state and local association officers, the 
Michigan council and the convention 
nominating committee when the question 
of “raising the level of public regard and 
understanding of life insurance” had 
been discussed at an open forum session 
Charles A. Macaulev, vice-chairman of 
the council and its founding father, led 
this discussion. Mr. Macauley, Detroit 
state agent, Tohn Hancock, had urged 
ereater participation on the part of in- 
dividual underwriters in political and 
civic affairs, lamenting the somewhat 
customary tendency of even the leaders 
in the business to hold aloof from such 
matters which are becoming vitally im- 
portant in this day. 

Other Officers Elected 

Elected as vice-presidents at the morn- 
ing business session were: J. H. Ken- 
nedy, Detroit; Alex E. Mason, Jackson; 
Loree Harvey, Kalamazoo, and William 
Burcher, Saginaw. Herbert B. Thomp- 
son, secretary-counsel of the State Asso- 
ciation, was re-elected secretary-treas- 
urer. His report on pending legislation 
affecting the business was one of the 
most up-to-the-minute instructional talks 
of the day. Incidentally he was unable 
even to attend the entire day’s sessions 
because of the necessity for his pres- 
ence at the capitol where several rather 


important life insurance bills were on 
the calendar for action. Mr. Thompson 
expressed confidence that no adverse 


legislation of any importance would be 
enacted by the current Michigan legisla- 
ture while several acts of distinct value 
are likely to be placed on the books. 
The aviation rider has already been 
legalized, he noted, and several bills are 
progressing toward passage which will 
help safecuard beneficiaries from tax 
liens, creditor claims, and other worri- 
some and often disastrous obligations. 
While the present laws contain some 
protection along this line it is not uni- 
form and makes for inequities in opera- 
tion. 
Direct Leaders Organization 

Commissioner John G. Emery, Michi- 
van’s new Department head, spent vir- 
tually the entire day with the agents, 
attending the luncheon as an_ honor 
guest, addressing the afternoon session 
and speaking briefly to the new organi- 
zation of leaders in the evening. Other 


Farewell Luncheon Given 


For Supervisor Blohm 


Agents of the Alexander F. Gillis 
agency in Newark, N. J., for Provident 
Mutual Life attended a luncheon May 
15 given for W. Henry Blohm, who 
was a supervisor in the agency and who 
has been transferred to the George Shoe- 
maker agency in New York for the same 
company and in the same capacity. 

Prior to the luncheon an agency meet- 
ing was held at which Miss Evelyn Bur- 
lew, educational director of Kresge’s de- 
partment store in Newark, gave a talk 
on selling. Other speakers included Mal- 
colm L. Williams, agency assistant at 
the home office ; George Shoemaker, gen- 
eral agent in New York, and Henry A. 
Feustel, the new supervisor of the Gillis 
agency. 


ELLIS HAS EYES ON ST. LOUIS 








Cincinnati General Agent For Provident 
Mutual Puts On Five Month Con- 
test For His Producers 
Provident Mutual’s Cincinnati general 
agent, S. P. Ellis, wishes to be sure his 
men get to the National Association’s 
big fiftieth anniversary convention in 
St. Louis in September, and to that end 
he has put on a contest running from 
May 1 to September 23. The conven- 
tion opens September 25. Mr. Ellis be- 
lieves that it will be of more than usual 

benefit to all those who attend. 

The slogan is “Set Sales For St. Louis.” 
Mr. Ellis is a charter registrant for the 
convention. 

JOB INSURANCE FAVORED 
Government of Quebec Province Sug- 
gests Terms on Which Satisfactory 
Law Might Be Administered 

The Quebec government is in favor 
of national unemployment insurance, but 
is opposed to amendment of the British 
North America Act in order to attain it. 
The government believes it is possible for 
a system of unemployment insurance to 
be established through cooperation of 
the Federal and provincial authorities, 


within the bounds of the constitution 
and respecting the autonomy of the 
provinces. 

In accordance with this view, the 


Quebec legislature has passed measures 
authorizing the lieutenant-governor in 
council to enter an agreement with the 
Federal government regarding unemploy- 
ment insurance. The accord is to be in 
conformity with the constitutional rights 
of the province. 

The preamble to the bill states: “A 
contributory and compulsory system of 
unemployment insurance would be a val- 
uable social and economic advantage for 
the working class and the public gen- 
erally.” It also adds: “The unemploy- 
ment problem in Canada is one for 
which the responsibility and public ex- 
penditure rests chiefly with the Federal 
authorities.” 


GOUGH WINS PLAQUE 

James L. Gough, in the J. G. Mac- 
Connell general agency of Home Life 
of New York at Los Angeles, has won 
permanently the agency plaque for lead- 
ership in production, the plaque contest 
being an annual affair. The agency closed 
the first four months of this vear with 
paid business 10% ahead of the same 
period in 1938. 


LEAVES BUFFALO FOR SAN DIEGO 

William A. Foote, Buffalo district 
manager, Fidelity Mutual, has gone to 
San Diego to open offices there as 
western representative of John H. Wells, 
Inc., New York marine brokers. 





speakers included John D. Finlayson, 
district manager, Massachusetts Mutual, 
Ann Arbor, and Nathaniel Seefurth of 
Seefurth Service, Chicago. 

Executive board of the new leaders 
group includes John FE. Crampton, Con- 
necticut Mutual, Detroit, chairman; 
T. Arthur Pino, Mutual Benefit, Lansing; 
Howard B. Knages, New England Mu- 
tual, Detroit, and Mr. Lackey. 


Sun, Baltimore, Signs 
Up With Agents Union 


FIRST NATION-WIDE CONTRACT 





Collective Bargaining Agreement Recog- 
nizes UOPWA Agents Union for 
All Agency Territory 





The first nation-wide collective bar- 
gaining agreement between a life insur- 
ance company and a labor union was 
executed Tuesday in Philadelphia when 
the Sun Life of America, whose head- 
quarters is in Baltimore, signed an 
agreement with the United Office and 
Professional Workers of America. This 
company writes both Industrial and Or- 
dinary business and is admitted in ten 
states. 

Conditions in the contract for the time 
being cover only the company’s four 
Philadelphia district offices employing 
120 workers but it is further provided 
that the agreement may be extended “to 
any city or area in which the union 
represents or shall in the future repre- 
sent a majority of the employes.” Gen- 
eral provisions on the agreement call 
for recognition of the UOPWA “as 
sole bargaining representative as _ to 
wages, hours and working conditions for 
all debit men and clerical employes” ex- 
clusive of those in a managerial or 
supervisory capacity. Al] dismissals 
shall be subject to arbitration. Griev- 
ance and arbitration machinery provid- 
ing for the settling of disputes and pro- 
vision is made for the opening of nego- 
tiations for a new contract thirty days 
before the expiration of the present 
agreement which is to be in force for 
one year. 

The agreement continues the present 
agency contract and present salary, sets 
a standard for commissions, restricts the 
canvassing of insurance prospects in 
homes covered by the regular agent, 
provides for vacations with pay and deals 
with other special problems in the Phila- 
delphia offices of the company. 


CALIFORNIA MEETING PLANS 








State Association and Quarter Million 
Round Table to Gather in Pasa- 
dena June 25 to 27 
California State Association of Life 
Underwriters will hold its annual con- 
vention at Pasadena, June 25, 26 and 27. 
with the last day devoted entirely to 
the Quarter Million Dollar Round Table. 
The Pasadena association will be host 
to the convention and other local asso- 
ciations will take part in furthering the 
arrangements. The program is full of 

excellent material. 


TO ISSUE NEW CONTRACT 


Leading general agents for Great 
Northern Life attended a meeting at 
Chicago May 16 to discuss merchandis- 
ing plans for a new commercial acci- 
dent and health policy the company will 
announce soon, 
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EDUCATION CARRIES ON 

Although active steps to promote in- 
creased efficiency on the part of local 
fire and casualty producers have been 
taken in practically all parts of the coun- 
try by companies and agents’ organiza- 
tions in other years there is no tendency 
today to sit back and watch such a 
movement carry on wholly by its own 
momentum. Rather the contrary is true. 
As the benefits of educational enterprises 
are seen by those who may have doubted 
whether the efforts are worthwhile 
greater enthusiasm is being stimulated. 
On pages of this and last week’s issue of 
The Eastern Underwriter there appear 
stories of what is being done today in 
New York, Florida and Missouri. 

For the convention of the New York 
State local agents at Syracuse next week 
one of the subjects for discussion will 
be what the insurance buyer expects 
from his local agent, and Professor 
Ackerman of the University of Newark 
and H. Donald Holmes, president of the 
New Jersey Association of Underwriters, 
have been invited to Syracuse to explain 
the successful launching of educational 
courses for agents in New Jersey under 
the auspices of the state association. 
Local producers are realizing more and 
more the wisdom of extending facilities 
for gaining additional knowledge of new 
developments and new coverages if they 
are to keep pace with the present rapid 
changes in the business. 

In Florida the agents association is an- 
nouncing speakers for the four-day 
short course for producers and their 
employes. This experiment, launched a 
few years ago, has been so successful, 
with hundreds attending the lectures, 
that it is now a permanent fixture in 
that state. In Missouri plans are being 
considered for a local affiliation with 
the Insurance Institute of America. 
«Gone are the days when agents be- 
lieved they could learn all that was re- 
quired from the miscellaneous informa- 
tion supplied by the companies. Val- 
uable as that particular information is it 
needs to be supplemented by a compre- 
hensive knowledge of the fundamentals 
of salesmanship, of insureds’ needs and 
of modern trends in the business which 
well rounded educational courses aim to 
supply. It is distinctly encouraging to 
watch these current developments which 
aim to strengthen the effectiveness of 
the American Agency System. 
PURCHASING POWER INCREASING 

One of signs 
that the buying power of the public is 


the most encouraging 


increasing is gain in sales of goods of 
the semi-luxury group or cultural things 
such as music. A notable instance of 
this kind is the almost sensational come- 
back of pianos for several years past 
after a long stretch of years when sales 
of pianos were so low that there was 
some question if the radio and movies 
had not permanently put this family in- 
strument on the shelf. Another indica- 
tion of spare money is the increasing 
purchases of phonographs and records. 
There is a noticeable tendency on the 
part of the public to buy more of the 
high class music records which are 
higher in cost too. According to a sur- 
vey by the family economics bureau of 
the Northwestern National Life sales of 
these goods are running 20% to 40% 
ahead of last Spring and are close to 
1937 levels when this country experienced 
a touch of prosperity although it was 
short lived. 

The public are buying more luggage, 
furniture, furs and costume jewelry than 
this time last year, the company’s fig- 
ures for 236 department stores show. 
Also, men’s clothing, which usually leads 
the trend of department store sales, 
made its best comparative showing in 
March with sales 10% over March a 
year ago, the survey states. Numerous 
other lines such as house furniture and 
electrical household equipment sales 
show gains over last year. 

All these favorable purchasing tenden- 
cies indicate that people have more sur- 
plus income which can be devoted to the 
purchase of semi-luxuries. This is a 
favorable condition for life insurance 
salesmen because it is the margin above 
necessities which is used either for pur- 
chase of pleasure, luxury things, or for 
provision for the future of the individual 
and his dependents. 





Ernest Redfearn, district manager at 
Pittsfield, Mass., for John Hancock, was 
given a dinner at Dalton, April 29. He 
has retired after thirty-five years with 
the company, whose employ he entered 
at New Bedford in 1904. He became as- 
sistant manager at Fall River in 1906 
and had been manager at Pittsfield since 
1923. 

* a oe 

John Boyce of Amarillo, Tex., member 
of the executive committee of the Na- 
tional Association of Insurance Agents, 
was announced as one of the key speak- 
ers to address the annual convention of 
the Oklahoma Association of Insurors 
May 26 at Tulsa. Headquarters will be 


established at the Tulsa Hotel. 
* * * 

Bennett C. O’Boyle, with the Fire- 
man’s Fund Indemnity in New York, 
and Miss Margery Knott of Glen Cove, 
Long Island, are to be married in June. 





Underwood & Underwood 
BERNARD M. CULVER 


Bernard M. Culver, president of the 
Continental, has been elected a member 
of the board of trustees of the Central 
Hanover Bank & Trust Co. of New 
York. He is also president of the other 
companies in the America Fore Group. 
Outside the insurance field Mr. Culver’s 
connections include directorships in the 
Shell Union Oil Corporation and the 
Sanborn Map Co. 

* * * 

V. R. Smith, general manager, Confed- 
eration Life, who returned recently from 
a trip to Mexico, Guatemala and San 
Salvador, says that in spite of the con- 
fiscation of foreign oil companies by the 
Mexican government a year ago, he 
thinks there is not any prospect of simi- 
lar action being taken in other direc- 
tions. In fact, he is confident that the 
oil situation will ultimately be adjusted 
to the satisfaction of both parties. 

* * ¢ 


Robert H. Kegley, accident and health 
manager in the Moore, Case, Lyman & 
Hubbard agency, Chicago, has been in- 
stalled as president of the Chicago Ac- 
cident & Health Association. He suc- 
ceeds A. D. Anderson, head of the A. 
& H. department at the Continental 
Casualty branch office in the Insurance 
Exchange. 

* * * 

John A. Stevenson, president of the 
Penn Mutual Life, has been elected a 
director of the Fire Association of Phila- 
delphia, which is affiliated with the Lum- 
bermen’s, Reliance and Philadelphia Na- 
tional. It operates in the United States, 
Canada, Alaska and Hawaii. 

* * * 


_W. W. Klingman, Texas manager 
Equitable Society, spent several days in 
Minnesota the past week looking after 
his property holdings in that state. He 
was formerly manager in that territory 
for the Equitable and still owns farm 
and city property and is interested in a 
bank and a finance company. 
* x 


J. C. B. Ehringhaus of Raleigh, N. C.. 
governor of North Carolina from 1933 
to 1937, and a member of the American 
and North Carolina State Bar Associa- 
tions, has been elected to the board of 
directors of the Equitable Society. 

* 3 * ; 


Frank N. Belgrano, Jr., president of 
the Pacific National Fire of San Fran- 
cisco and former national commander 
of the American Legion, has been spend- 
ing several days in New York. 

* * * 


John Crawford of the Sun Life of 
Canada was re-elected president of Mon- 
treal Chapter of the National Office 
Management Association at Montreal. 








James Livingston Freeborn has pe, 
elected chairman, board of trustees, Bard 
College. He is president of Freeborn & 
Co., a New York insurance firm, Bard 
College is the men’s residential unit of 
Columbia University. As chairman M; 
Freeborn succeeds Bishop William T 
Manning of the Protestant Episcopal dio. 
cese of New York. Mr. Freeborn en. 
tered insurance in 1904 and at one time 
was casualty department Manager for 
Johnson & Higgins. In 1914 he founded 
the Employers Mutual Insurance Co,, of 
which he was manager and later director 
until 1920. He is a descendant of Robert 
R. Livingston, one of the drafters oj 
the Declaration of Independence. 

*x* * * 


Leland W. Cutler of San Francisco 
vice-president of the Fidelity & Deposit 
on the Pacific Coast, who is president 
of the Golden Gate International Expo- 
sition, was a recent visitor to the New 
York World’s Fair. Grover A. Whalen, 
president of the Fair corporation, person- 
ally welcomed him. But it was not Mr. 
Cutler’s first visit as he and Mrs. Cutler 
had had a “sneak preview” of the Fair 
and, in a completely unofficial capacity, 
bought their own tickets and mingled 
with the crowds. To the press the Golden 
Gate president described what he had 
seen of the New York Fair as a “mag- 
nificent show,” but he wisely refused to 
make comparisons. Mr. Cutler is re- 
turning to the Fair for its California 
Day ceremonies. 

* * * 

Dr. Howard Ashley Pardee, former 
medical director United States Life, and 
Mrs. Pardee, celebrated their fiftieth 
wedding anniversary May 17. Dr. Par- 
dee met his wife, then Miss Mary Judd, 
in New York. He took his bride to 
Philadelphia where he entered general 
practice and became a medical examiner 
for United States Life. In 1900 he was 
appointed assistant medical director and 
returned to New York. In 1902 he be- 
came medical director. When ill health 
caused his retirement in 1936 he had 
completed forty years of association with 
the company. 

cK -. * 

William E. Caveny, Jr., special agent 
for Philadelphia of the Indemnity Co. 
of North America, was married recently 
to Miss Margaret Blythe, a member of 
the. D’Oyly Carte Opera Co. An ama- 
teur Gilbert and Sullivan player, Mr. 
Caveny met Miss Blythe at a party given 
by his own Philadelphia G. & S. group. 

e & *# 

Charles C. Diehl, formerly executive 
special agent of the American Casualty 
of Reading, Pa., has been appointed dis- 
trict manager in charge of its Philadel- 
phia office. Mr. Diehl’s previous experi- 
ence in this territory well qualifies him 
for his new post. 

* * * 

W. C. Schuppel, active vice-president, 
Oregon Mutual Life, has just been un- 
animously elected president of the Port- 
land Rotary Club, Portland, Ore. Last 
year he was vice-president. 

* * * 

John F. Walsh, resident assistant su- 
perintendent of agencies, Home Life of 
New York, who headquarters in Chicago, 
was a home office visitor this week in 
conference with company officials about 
plans for the future development of the 
mid-Western territory. Mr. Walsh is in 
charge of the territory in the Mississippi 
Valley, extending from Chicago to as far 
South as Oklahoma City. 

* * * 

George L. Dyer, Jr., special agent for 
Columbian National, and president Acct 
dent & Health Underwriters Association 
of St. Louis, will head the delegation of 
100 Georgetown University graduates liv- 
ing in St. Louis and St. Louis County, 
who plan to return to Washington, D. C, 
for the university’s sesqui-centennial cel- 
ebration the week of May 28 to June 3. 
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Investment Returns of Stock Fire 
Companies 
prominent investment 


Dwight C. Rose, 
counsellor of New York, member of the 
frm of Brundage, Story & and 
president of the Investment Counsel As- 
stated at a meet- 
ing of the association month that 
substantially better results have been ac- 
complished by fire insurance companies 
from stock investments than from bonds. 
policies of 


Rose 


sociation of America, 
this 


Reviewing the investment 
of the largest fire insurance 
companies for the period 1908 to 1938 
the average annual accomplishments of 
the companies were 4.43% from bonds 
and 6.05% from stocks. 

Dealing with the future he presented 
two primary questions which he would 
not answer but suggested that they be 
studied carefully in considering whether 
the trends of past experience may be ex- 
tended into the future. 

“If your answer to these 
questions is ‘Yes’,” said Mr. Rose, “you 
may be inclined to conclude that the 
general trend of common stock experi- 
ence of the past will be approximately 
extended into the future. If your an- 
swer is ‘No’ or ‘Maybe’ you may draw 
a wide variety of conclusions. 


twenty-five 


two major 


“The two questions are: 

“First, will the capitalistic system con- 
tinue into the future essentially as we 
have known it in the past? Of course, 
there will be modifications to meet new 
conditions in the future as there have 
been in the past, but can it be assumed 
that there will be no change in the fun- 
damental character of that system? 
“Second, will the inherent characteris- 
tic of the American people, and the peo- 
ple of the major part of the civilized 
world, to strive to maintain and to im- 
prove their standards of living continue 
into the future approximately as we have 
known it in the past?” 


2 * * 


65th Anniversary Edition of N. Y. 
Journal of Commerce 


I’m impressed by the intensely interest- 
ing and well prepared special issue which 
the insurance department of the New 
York Journal of Commerce published on 
Monday of this week commemorating the 
sixty-fifth anniversary of that depart- 
ment. Covering forty pages of text and 
views of buildings in the William Street 
insurance district (photographed by John 
Francis), this edition gives as fine a pic- 
ture of the growth of our business in all 
departments as has ever been presented. 
Editor William S. Crawford, whose own 
signed story told about the early days in 
the surety business before the Towner 
Rating Bureau started, picked some out- 
standing leaders in their respective fields 


as the contributors of the feature arti- 
cles. Reading them one gets a clear-cut 
impression of the historical background 
of insurance, its development and “in- 
surance in the world of tomorrow.” 
Here’s the lineup: 

Albert W. Whitney, now consulting 
director of the National Conservation 
Bureau, writes about the development of 
the National Bureau of Casualty & 
Surety Underwriters from early rating 
bodies. 

Edward C. Lunt, vice-president, Great 
American Indemnity, tells in his charac- 
teristic fashion how corporate suretyship 
faced many obstacles in attaining suc- 
cess; how fidelity bonding has greatly 
broadened; the wide variety of undertak- 
ings embraced in the surety field; the 
origin of standard forms, and a compari- 
son of underwriting methods. 

Albert J. Rifkind of the New York 
Bar discusses the nature of the insur- 
ance contract, quoting the late Chief 


‘Judge Pound, New York Court of Ap- 


peals, at the outset of his article. 

The interesting history of personal ac- 
cident insurance is also presented, and in 
so doing Mr. Crawford quotes from the 
sketch of James G. Batterson, founder 
of the Travelers, which appears in Edson 
S. Lott’s book on “Pioneers of American 
Liability Insurance.” Recognition is also 
given to the Employers’ Liability as the 
company which issued the first liability 
policy, and in the article on his subject 
the statement is made that the growth of 
this line has been one of the romances 
of underwriting. 

A novel touch is given in the tabula- 
tion of “Native States of Casualty and 
Fire Chief Executives” compiled from 
“Who’s Who” in the Insurance Almanac 
for 1938, just to give an idea of the 
cosmopolitan nature of the fire and cas- 
ualty business in the United States. 

The insurance department of the 
Journal of Commerce was inaugurated 
as a feature of the old Commercial Bul- 
letin, afterward merged with the J. of C., 
by Frank W. Ballard, a practical insur- 
ance man. His son, Sumner Ballard, 
became insurance editor in 1887 and de- 
veloped into one of the most prominent 
insurance writers this country has known. 
During the later years of his insurance 
editorship Mr. Ballard acquired such 
large outside interests as United States 
manager of several foreign reinsurance 
companies and head of an American 
company that he resigned his newspaper 
connections in 1919. He was succeeded 
by the present editor, William S. Craw- 
ford. Hermann G. Leonard assisted both 
the Ballards and upon his death in 1931 
was succeeded by John M. Francis. 

Insurance Superintendent Louis H. 
Pink presents an interesting story of the 
development of the New York Insurance 
Department from its early days. One of 
the general articles reviews the difficult 
problems existing in the fire insurance 
field in the middle seventies, with many 
companies fighting to share in a small 


amount of business. At that time there 
were 470 stock fire and marine compa- 
nies operating compared with 365 in 1937. 

Edward Hardy presents some recollec- 
tions and Charles F. Howell, editor of 
The Weekly Underwriter, tells the story 
of the growth of insurance journalism. 
General Manager W. E. Mallalieu of the 
National Board of Fire Underwriters 
outlines the contributions of that great 
organization of stock fire insurance to 
the safety of the American public. Sev- 
eral columns are devoted to the conflict 
between fire and inland marine insur- 
ance which resulted in the formation of 
the Interstate Underwriters Board and 
the Inland Marine Underwriters Asso- 
ciation, both factors in improving condi- 
tions. 

Fire insurance conditions in the West 
in former days are portrayed in an ar- 
ticle on formation of the Union in 1879. 
This marked the beginning of territorial 
rather than country-wide control by in- 
surance organizations. The great devel- 
opment of life insurance is well de- 
scribed in this anniversary issue. An- 
other interesting article deals with ac- 
complishments of the National Associa- 
tion of Insurance Agents during the last 
forty-three years. The organization was 
formed primarily to deal with the prob- 
lem of overhead writing. Starting with 
only a handful of members it now has 
more than 14,000 agencies enrolled. 

The growing part played by insurance 
brokers and broker-agents is related. 
Another article, dealing with early Amer- 
ican stock companies, says that there are 
thirty-two fire and marine companies or- 
ganized before 1850 that are still in busi- 
ness. The three oldest are the Insur- 
ance Co. of North America, 1792; Insur- 
ance Co. of the State of Pa., 1794, and 
the Providence Washington, 1799. James 
T. Dargan, Jr., well known adjuster, has 
contributed a fine tribute to the late 
William N. Bament, vice-president and 
general adjuster of the Home, long one 
of the leaders in the adjusting field. 


* * * 


Fairs: Past and Present 


With two large fairs in progress—New 
York and San Francisco—it is not un- 
usual to receive in nearly every week’s 
mail some attractively prepared litera- 
ture referring to them. One of the first 
to be received was that of the Loyalty 
Group which devoted an entire issue of 
its house organ to the Treasure Island 
Exposition. Now this week comes the 
contribution of the Travelers, a 32-page 
book in magazine style, which tells the 
history of fairs from ancient times to the 
present. Entitled “Fairs: Past and 
Present,” it is profusely illustrated with 
carefully selected pictures. And there’s 
a mass of material interestingly present- 
ed which I can well imagine took weeks 
of diligent research to compile. 

Author of the lead-off article is Colin 
Simkin of the Travelers publicity staff. 
He probably did the entire job. It’s ex- 
plained that the publication of this book, 
coincident with the two great fairs of 
1939, follows a precedent established by 
the Travelers at the time of the Phila- 
delphia Centennial Exposition of 1876. 
At that time agents of the company were 
reminded through the old Travelers Rec- 
ord of the opportunities for the sale of 
accident insurance for the protection of 
travelers to and from the fair. The 
practice was continued in 1878, at the 
time of the Exposition Universelle in 
Paris. In 1883 a pamphlet entitled “Facts 
and Advice Concerning the New Orleans 


Exposition” was printed, giving fair- 
goers hints as to proper “tipping” and 
conduct on trains and in hotels. The 


at Chicago fur- 
the sale of 


Columbian 
nished another 
accident insurance, and in 1893 the 
Travelers issued a souvenir notebook, 
containing pictures of many of the ex- 
hibits at the exposition. 

“Fairs: Past and Present” stands out 
in my opinion because it presents a pic- 
torial history of fairs—and the present 
day trend is to tell the story by eye- 
appeal. There are many reproductions 
of paintings, engravings, woodcuts and 
photographs which depict medieval and 
early New England market scenes, ex- 


Exposition 
impetus to 


hibits and fairs of later dates. Also 
given are pictures of famous personages 
— the fairs of the last century and 
this 

Beginning with fairs as held by the 
ancient peoples of the East, the story 
of the fair is traced through the Roman, 
Byzantine, medieval, Renaissance and 
modern periods, showing the trend of 
emphasis from religion to commerce to 
entertainment to education, with the lat- 
ter assuming larger and larger propor- 
tions in contemporary expositions. 

* * * 


Insurance Offices Stop Fall of British 
Government Stocks 

British insurance companies have re- 
entered the market for government 
stocks and bonds and have thus brought 
about a strong recovery in prices of gilt- 
edged stocks. Their purchases have in- 
cluded War Loan, Conversion Loan 1940- 
44, and medium-dated stocks such as 
24%% Funding 1956-61 and 2%4% Nation- 
al Defense Bonds 1944-48. They consid- 
er the returns now obtainable on these 
stocks attractive, pointing out that the 
gross yields to redemption are now prac- 
tically 4%, which is slightly higher than 
the yields on irredeemable stocks. 

The fact that the big insurance offices 
are prepared to lend money to the gov- 
ernment on a 4% basis over the next 
ten to twenty years is of great national 
importance. It means that for the time 
being the fall in gilt-edged stocks is over 
and it provides the government with a 
valuable indication of the terms on which 
a large proportion of its £400,000,000 
($2,000,000,000) borrowing program of the 
next twelve months may be carried out. 

It is well known that the insurance 
companies and the banks, which have 
hundreds of millions to invest annually, 
representing the bulk of the national 
savings, really determine the basis of 
government credit. Their decision to 
invest in government securities should 
go far towards dispelling any panic re- 
sulting from the political crises now so 
frequent in Central Europe. 

* * * 


British Again Amend War Risk Rates 

A revised schedule of rates applying to 
cargo and specie risks coming within the 
scope of the war risks cargo pool has 
been issued by the war rating committee 
of British underwriters. The only change 
is in the schedule applying to merchan- 
dise and specie sent by sea. 

The United States and Canadian At- 
lantic ports voyage classification, amend- 
ed April 24 by the addition of Gulf and 
West Indian ports, has been further 
amended to include British Guiana, and 
now reads: “United Kingdom to and 
from United States (Gulf and Atlantic), 
Canada (Atlantic) and West Indies (in- 
cluding British Guiana).” Rates of pre- 
mium for sea and air transit within the 
scope of the pool remain unchanged. 

An addition has also been made to the 
schedule of minimum rates for covering 
the risks of war and strikes, riots and 
civil commotion, which do not come with- 
in the scope of the war risks cargo pool. 
The war rating committee have agreed 
that merchandise shipped in vessels en- 
gaged in coastal voyages between French 
Atlantic Bay ports will be subject to a 
minimum premium of 5s. per £100. The 
necessary amendment has been made to 
the section of the schedule dealing with 
local and miscellaneous voyages. 

* * * 


New British Marine Co. Chairman 

The Earl of Cromer has been elected 
chairman and A. E. H. Mosenthal deputy 
chairman of the Marine Insurance Co. 
The chairmanship of this office changes 
annually, athe directors succeeding to the 
position by rota. Lord Cromer has suc- 
ceeded Lord Hillingdon. Since he re- 
tired from the office of Lord Chamber- 
lain last July, Lord Cromer has been 
taking an increasingly important part in 
the financial world. He is now a direc- 
tor of the London and Lancashire, the 
P. & O. Steam Navigation Co. and the 
Suez Canal Co. He is a member of the 
Baring family, one of the most famous 
banking families in Britain, and before 
the war was managing director of Baring 
Brothers. 
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J. A. Diemand President 
Of Penn. Federation 


THOMAS IS FIRST VICE- PRES. 





John A. Stevenson Points to Difference 
Between Social Security 
and Insurance 





John A. Diemand, executive vice-presi- 
dent of the Indemnity Insurance Co. of 
North America, was elected president of 
the Insurance Federation of Pennsyl- 
vania at the convention this week in 
Pittsburgh. John M. Thomas, president 
of the National Union Fire, is first vice- 
president, and other vice-presidents are 
Frank D. Buser, Philadelphia; William 
B. Corey, Philadelphia; Thomas B. Don- 
aldson, Philadelphia; John S. Fisher, 
Pittsburgh; J. M. Jamison, Pittsburgh; 
Holgar J. Johnson, Pittsburgh; Frank 
S. Kauffman, Pittsburgh; J. C. Murray, 
Pittsburgh; Walter E. Roehrs, Phila- 
delphia; Fred A. Service, Sharon; A. 
M. Waldron, Philadelphia; A. S. Wick- 
ham, Philadelphia. Treasurer is John 
Pharaoh, II, Philadelphia; secretary- 
manager, Homer W. Teamer, Philadel- 
phia; assistant secretary, Mary H. 
Fireng, Philadelphia; national councillor, 
John S. Fisher, Pittsburgh; substitute 
national councillor, W. S. Diggs, Pitts- 
burgh. 

John A. Stevenson, president of the 
Penn Mutual Life, said when addressing 
the meeting: ; 

“I think it is time for insurance men 
to distinguish between social security 
and insurance. When you can force 
people to pay for insurance we don’t 
need the same kind of reserves we do 
when people can stop paying any time 
they want to. I believe there is a very 
definite place for social security but it 
would be unfortunate if we reached the 
point where it would prevent people from 
taking care of their own, and thereby de- 
stroyed one of the fundamental prin- 
ciples of American life.” 

Oppose Acts of Pressure Groups 

William S. Livingood, Jr., state secre- 
tary of the Department of Internal Af- 
fairs, said: 

“The two most pressing problems that 
confront the people in Pennsylvania to- 
day are the problem of pressure groups 
and the problem of relief. One thing 
that is wrong in Pennsylvania and wrong 
in the United States today is that your 
constitutional officers of government are 
besieged on every hand by this group or 
that group who ask for something not 
because they are Americans or Pennsyl- 
vanians, but because they are members 
of some particular group, some particular 
class, some particular race or some par- 
ticular organization. If officers are to 
discharge their duties it behooves each 
one of us to look them in the eye and 
say we are not interested in you as a 
group or as members of a group, but as 
citizens of the United States. We have 
reached the place in Pennsylvania where 


we have got to say to those who are 
constantly asking us to give them some- 
thing where are we going to get th 
money. 

“We are spending more in Pennsyl- 
vania for the single item of relief than 
we are spending for all the other func- 
tions of government combined. In the 
fiscal year 1931-32 we spent in Pennsy]l 
vania a little less than five and one 
half million dollars. 

“Six years later, in the fiscal year 


1938-39 we were spending almost ninety 


million dollars a year for relief. Does 
any person in his right mind tell me 
that we have eighteen times many 
people on relief now as we did in the 
depth of the depression? Our relief 
rolls are polluted and padded with a 


vast number of undeserving people who 
can support themselves.” 


Meek Names Objective, 
Points to Work Done 

ADDRESS TO NEBRASKA AGENTS 

Sees Three Main Forces Opposing As- 


sociation Principles; Warns Against 
Excessive Complacency 





Wayne C. Meek, Seattle, executive 
committee member, National Association 
of Insurance Agents, sees three out- 
standing forces trying to undermine the 
principles on which the association was 
founded. In an address on Our Joint 
Responsibility, delivered before the 
Nebraska association in annual meeting 
at North Platte May 17, he designated 
those forces as: Federal government en- 
croachment on the functions of: insur- 
ance; countersigning of policies by sal- 
aried employes of companies, and one 
other which is of recent origin and 
which Mr. Meek said is the largest of 
the three; namely, the proposed organi- 
zation of companies reinsured 100%, or 
perhaps retaining a small portion of lia- 
bility, for the purpose of writing a se- 
lected class of desirable business. 

Working Toward Objective 

Mr. Meek quoted the late Marshal 
Foch who said: “In whatever situation 
you may find yourself, first determine 
what is your objective.” Mr. Meek then 
proceeded: “Our objective is to preserve 
our American system of free enterprise 
at all hazards. What is our National 
Association doing to reach this objec- 
tive ? 

“It is cooperating wholeheartedly with 
the Business Development Office in the 
collection and dissemination of informa- 
tion on the extent to which the Federal 
government is participating in the con- 
sumer cooperative movement. 

“Tt is maintaining an office in Wash- 
ington that we may keep in closer touch 
with the Federal government’s insurance 
requirements. 

“It is holding conferences with com- 
pany officials in order to meet these re- 
quirements. It is consulting rating bu- 
reaus, in order that we may give maxi- 
mum protection at minimum cost. To at- 
tain this objective will require the com- 
bined effort of all stock companies and 
agents.” 

Lauds National Board’s Work 

Mr. Meek then spoke of the large 
membership of the National Association 
in spite of the loss of one state unit, and 
continued: 

“The time has come for those who be- 
lieve in and profit by this American 
profit and loss system to lay aside sus- 
picion, doubt. envy, mistrust, self-seek- 
ing and work shoulder to shoulder for 
national solidarity. I like to think of the 
National Association of Insurance Agents 
as being comparable with that of the 
National Board of Fire Underwriters. 


For over seventy years the National 
Board has maintained a_ record that 
should make every agent humble yet 
proud. So it is with our National As- 
sociation of Insurance Agents. 

“Who would function instantly and 
ageressively as the first line of defense 
on all national matters directly affect- 


ing the welfare of local insurance 
agents ? ; 
“Who would assist state associations 


in drafting adequately protective but not 
unduly restrictive resident agency licens- 
ing and countersignature laws ? 

“Who would maintain a Washington 
office to preserve the rights of local 
agents in all governmental insurance 
matters and to provide a_ personalized 
service at the nation’s capital for mem- 
bers? 

“Who would represent truly the agency 
force of this country around the confer- 
ence table with insurance companies or 
their organizations? Who would pro- 
vide a definite and orderly procedure for 
handling legitimate complaints against 
any practice in opposition to the agency 
system? Who would reflect the will of 
the large majority of local agents on all 
important company-agency relations ?” 


Bennett Queries Straus On 
Low-Rent Housing Program 


In connection with the announcement 
by Nathan Straus, administrator of the 
U. S. Housing Authority, that the low- 
rent housing program of the Federal 
government has met the test of busi- 
ness recovery, strengthens democracy 
and is non-partisan, General Counsel 
Walter H. Bennett of the National As- 
sociation of Insurance Agents has ad- 
dressed a letter to Mr. Straus in which 
he says: 

“What Mr. Straus failed to say was 
that these projects will not be locally 
insured if the present plan of concen- 
trating the insurance in Washington and 
placing it in non-admitted cut-rate insur- 
ance companies prevails. 

“Mr. Straus, what are you going to do 
about that?” 





N. Y. F. & M. Golf Ass’n 


To Play at Baltusrol June 22 

The New York Fire & Marine In- 
surance Golf Association announces that 
the 1939 tournament will be held on 
Thursday, June 22, at the Baltusrol Golf 
Club, Short Hills, N. J. This will be the 
twenty-fifth annual tournament. Mem- 
bers are again urged to send in their 
dues to Treasurer Samuel A. Mehorter, 
Home Insurance Co., New York. 





Piper Asks Extension Of 
New York Law Committee 


Assemblyman R. Foster Piper of Erie 
County, chairman of the Joint Legislative 
Committee on revision of the New York 
insurance law, has introduced a resolu- 
tion at Albany providing for extension 
of the life of the joint committee for 
another year and appropriating $30,000. 
The resolution has gone to rules com- 
mittce. 














PREMIUM RESERVE 

OTHER LIABILITIES 

SURPLUS TO POLICYHOLDERS 
TOTAL ASSETS 








Bonds & Stocks valued on New York Insurance Department Basis. 
$608,121.20 in the above statement are deposited in various States as required by law. 


The Tokio Marine & Fire 


Insurance Company, Ltd. 


United States Fire Branch: 80 John Street, New York 
Georce Z. Day, Ass’t. General Agent 


U. S. Statement June 30, 1938 


$ 2,124,574.79 
639,291.00 
9,047,186.12 
11,811,051.91 
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N. Y. Sales Tax Bill 
Hits Brokers and Agents 


The Martin bill before the Ney 
York Assembly, which aims to jm. 
pose a 2% sales tax throughout Ney 
York State, exempts insurance pre. 
miums but places a tax on commis. 
sions of agents and brokers. i 











APRIL FIRE LOSS HIGHER 


Total of $27,061,522 Is Nearly 6% Higher 
Than for the Same Month of 
Last Year 

Fire losses for April in the United 
States amounted to $27,061,522, according 
to figures of the National Board of Fire 
Underwriters. This total compares with 
$25,616,112 for the same month last year 
and with $26,663,854 for April, 1937. This 
year’s April loss was the highest for that 
month since 1933. For the first four 
months of this year losses amount to 
$114,662,526, compared with $108,816,043 
for the same period last year and with 
$109,707,740 for the same period of 1937, 








John G. Gontrum Appointed 


Commissioner of Maryland 


John B. Gontrum, a prominent Mary- 
land lawyer, who has been serving as 
Maryland Secretary of State since Janu- 
ary, has been appointed Maryland In- 
surance Commissioner by Governor Her- 
bert R. O’Conor. He succeeds Wesley 
S. Hanna, whose four-year term has 
expired and who has been made presi- 
dent of the National Underwriting Corp., 
managing attorney-in-fact of National 
Lloyd’s, Baltimore. When _ Governor 
O’Conor took office early this year he 
named Mr. Gontrum Secretary of Stat 
as his first appointment. 

Mr. Gontrum has been practicing law 
for a number of years and_ formerly 
was president of the Appeal Tax Court 
of Baltimore. In the last Democratic 
primary election he was a candidate for 
the nomination as attorney-general oi 
Maryland. 





National Board Day Dinner 
At Waldorf-Astoria, May 25 


The National Board Day dinner wil 
be held next Thursday evening, May 25, 
at the Waldorf-Astoria Hotel. This fol- 
lows the annual meeting of the National 
Board of Fire Underwriters earlier in 
the day. Paul B. Sommers, president of 
the National Board and of the American 
of Newark, is chairman of the commit- 
tee on the dinner. General Manager W. 
E. Mallalieu is secretary. Other mem- 
bers are Sumner Ballard, president, In- 
ternational; B. M. Culver, president, 
America Fore Group; F. W. Koeckert, 
U. S. manager, Commercial Union; F. D 
Layton, president, National Fire, and 
Harold Warner, U S. manager, Royal- 
Liverpool Groups. 


Underwriters Golf Ass’n 


Tournament on May 24 


The Underwriters Golf Association is 
holding its Spring tournament next Wed- 
nesday, May 24, at the Upper Montclair 
Country Club, Upper Montclair, N. J. 
The schedule of events includes eighteen 
hole medal play handicap, gross score, 
kickers’ handicap and _ handicap fo 
guests; eighteen hole match play against 
par, eighteen hole best ball foursome 
and best net individual score to win leg 
on championship cup. Dinner will be 
served at 7 o’clock. Members intending 
to play should inform Secretary-Treas- 
urer John R. Dumont, 85 John Street, 
New York. 





JOINS HOLE-IN-ONE CLUB 


William A. Rattelman, manager of the 
New York City branch of the National 
Union Fire and an able wielder of the 
golf club, has joined the famous _hole- 
in-one club. While playing Sunday at 
the Rockville Centre Club on Long 


Island he put the ball in the cup on 4 
drive of 120 yards. 
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“Mickey” Forshay of Anita, lowa 


Chairman, Rural Agents Committee, National Association of 
Insurance Agents, Is a Live-Wire Producer Making 
Success in Town of Only 1,100 Population 


By Spencer Welton, Peripatetic Vice-President 


He was christened Royce Whitney 


Forshay but nobody remembers hearing 
him called anything but “Mickey” since 
way back thirty or more years ago when 
he was a lively, likeably irrepressible 
youngster in Anita, Ia. where he still 
fives—and likes it. 

That starts you off with at least an 
‘dea of the engaging and thoroughly hu- 
man qualities which distinguish this 
youngest member of the executive com- 
mittee of the National Association of 
Insurance Agents. : 

Filling in the pattern necessitates ref- 
erence to the instinctive and impulsive 
friendliness which is a part of his Towa 
heritage and environment and which ma- 
turity and broadened contacts have tem- 
pered, to his straightforwardness of 
speech and manner, to the fundamental 
naiveté which he does his best to conceal, 
to his infinite capacity for getting on with 
people of every kind and to his unfailing 
acceptance and discharge of a genuinely 
bewildering array of responsibilities 1m- 
pinging on many fields of human en- 
deavor. 

Spent Youth in Anita 

“Mickey” Forshay’s father was born 
in Paterson, N. J.; went West when he 
was a youth of eighteen; settled in Towa 
and married an Towa girl. Young 
“Mickey” Forshay spent his boyhood in 
Anita, a community of eleven hundred 
inhabitants, where he went first to grade 
school and then to high school. 

Being brisk of body as well as alert of 
mind, he went in for athletics, playing 
both basketball and baseball on his high 
school teams and satisfied his love for 
music chiefly through the 
drums, xylophones and kindred tintin- 
nabulary instruments. At the State Uni- 
versity of Towa he played in both the 
college band and the college orchestra 
and later spent one Summer vacation 
playing in a dance band at Pelham 
Heath Inn, just outside New York. 

His fraternity was the Sigma Nu, 
which affiliation may or may not have 
been responsible for his later membership 
in lodge and secret societies. At this 
precise moment he is serving as Grand 
Master of Exchequer of the Iowa Grand 
Lodge, Knights of Pythias. 

Left College in 1923 

“Mickey” Forshay had intended to go 
into the banking business, in which his 
father was established, but because of 
the illness and ultimate death of his 
brother, he left college in 1923 and re- 
turned to Anita to assist his father whose 
health was likewise temporarily impaired. 
His interest became focused on the 
business of insurance when, as he ex- 
presses it, “one of the ‘big’ companies 
decided to transfer our expirations.” 
“Mickey” Forshay being, as you have 
by now suspected, a fighter—he threw 
himself actively into that particular sit- 
uation and, emerging triumphant, began 
to give the major part of his time to the 
development of fire, casualty and surety 
lines. To that he later added the Ife 
insurance department, but the first three 
remain the chief interests of the agency. 
In addition, there is a general real 
estate and real estate management busi- 
ness and the looking after of rentals 
and many town and farm properties. At 
one time the Forshay organization su- 
Pervised over eighty farms. 

Because it is a Forshay characteristic 
to throw himself wholly into whatever 
activity he undertakes, he identified him- 
self with the Towa Association of Insur- 
ance Agents and 1933 found him on the 
executive committee and 1935 president 
of the state association. He has been 
on various committees of the National 


medium of 





R. W. 


Association of Insurance Agents and is 
in his second term on the executive com- 
mittee, even though he is now only 
thirty-six’ years of age. 

Chairman Rural Agents’ Committee 

He is also national councillor for Iowa 
and, perhaps by virtue of the eleven 
hundred population of Anita, is chairman 
of the rural agents’ committee of the 
National Association. 

Queried as to what he does for relaxa- 
tion, he refers to the activities listed 
above and admits that he gives a good 
deal of time to lodge and civic affairs 
and, of course, continues his interest in 
music. 

It is “Mickey” Forshay’s conviction 
that if he were to start life over and 
select a career, it would again be insur- 
ance. He feels that it offers unlimited 
opportunities to visualize, to be as an 
agent, master of his own destiny and 
“above all, to avail myself of many op- 
portunities that come to me, evcn though 
from a small town such as mine.” 

He asserts, and with profound and 
unmistakable emphasis, that the most 
important factor in his success as an 
insurance man is his affiliation with the 
state and National Associations of In- 
surance Agents. 

He says he is glad that doing business 
in a town the size of Anita requires 
handling casualty, surety, fire and life 
departments because he has learned to 
like them all and is happy in the re- 
flection that he is able to be an insurance 
eounsellor to all who do business with 
his office. 


His Advice to Newcomers in Insurance 


FORSHAY 


He believes that the young man start- 
ing in the business could devote his 
major efforts to casualty and = inland 
marine lines, in building an agency, be- 
lieving that the field for all-risk insu-- 
ance, while not at the moment entirely 
meeting the demands of clients. will as 
time goes on more and more effectually 
do that. : 

He suggests that the youne man start 
ing in the insurance business and want- 
ing to make a real success of it should 
represent only good, reliable, agency- 
minded stock companies and urges, in 


upper case “join your state and national 
associations and, further, take advan- 
tage of the help that companies and 
your association can bring to you.” 

“Mickey” Forshay is a Republican. He 
is vitally interested in present-day na- 
tional and world affairs, but not a vio- 
lent partisan, politically. 

The Forshay Loan & Insurance Agency 
(which is the firm style) was started in 
1984 and the companies represented in 
various lines are the National Fire, 
American, Hanover, Springfield, St. Paul, 
F. & G. U. S. F. & G., Provident Life 
& Accident and Central Life of Iowa. 

“Mickey” Forshay is happy in the 
presence and continued health of his 
father and mother, one now 74 and the 
other 71. 

He himself is married, Mrs. Forshay 
having been born Wilma J. Murrow of 
Corydon, Ia. She graduated from the 
Corydon High School, spent one year 
at Francis Shimer, then graduated from 
the State University at Iowa City. She 
is an Alpha Delta Pi and has many 
local civic interests. 

She has just finished a two-year term 
as a P.T.A. president, is now president 
of the local P.E.O. chapter and is politi- 
cally a vigorous Democrat, thus proving 
that the domestic tie does not in these 
modern times necessarily imply political 
affinity. The Forshays have one child. 
a daughter named Alanna, now eight 
years of age. 

No Apology for Living in Small Town 

“Mickey” Forshay lives in a_ smal 
town, but he is neither apologetic nor 
aggressively assertive about it. Long ago 
he discovered that while Towa may be 
insular, an Towan need not necessarily 
be provincial nor a small town resident 
rustic. 

His horizon extends from Anita to the 
East Coast and the West, his acquaint- 
ance is country-wide and his insurance 
purview national as well as local. 

Being what he is, he makes graphic 
the Emersonian aphorism that if a man 
has what it takes the world will beat a 
pathway to his door, even thouch it be 
attached to a house located at Anita. Ta. 

And “Mickey” Forshay has what it 
takes—ask anybody who knows him. 





Commissioner B’ackall Reports Progress 
Toward Solving Problems of 
Commissions and Losses 
Representatives of association, non- 
association and mutual automobile in- 
surers, also producers, attended a hear- 
ing on automobile finance insurance prob- 
lems conducted by a sub-committee of 
the National Association of Insurance 
Commissioners at the Hotel Pennsyl- 
vania in New York on Wednesday. Fol- 
lowing the hearing Chairman John C. 
Blackall, Connecticut commissioner, re- 
ported that definite progress had been 
made toward solving matters of acquisi- 
tion costs, underwriting and loss experi- 
ence. The sub-committee will prepare 
recommendations for submission to the 
annual convention of the commissioners 

next month. 

Main problems remaining, Mr. Blackall 
said, were those dealing with the load- 
ing for acquisition cost on financed busi- 
ness, which the public pays, and the 
experience. Matters discussed at 
the hearing, he said, included the recent- 
lv-adopted plan of the National Automo- 
bile Underwriters Association to fix com- 
missions at 30% maximum. the loss ratio 
situation and the part banks play in 
financing automobile purchases and in- 
surance. 

In addition to Mr. Blackall, members 
of the sub-committee present were Ar- 
thur J. Rouillard, New Hampshire com- 
missioner; R. G. Waters, casualty com- 
missioner of Texas, and Arthur E. Cleary, 
actuary of the Massachusetts department. 


loss 


Actas E Pattinson Dies 


Arthur E. Pattinson, chairman of the 
Royal-Liverpool companies, died yester- 
day in England after a short illness. He 
was 71 vears of age. He was recently 
in New York as one of the chief speakers 
at the dinner to A. Duncan Reid, Globe 
Indemnity. 
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McComb Re- med N. F. P. A. Cenk 
Percy Bugbee Managing Director 


Formal announcement of the retire- 
ment of Franklin H. Wentworth as man- 
aging director and secretary-treasurer of 
the National Fire Protection Association 
was made at a testimonial dinner for 
him last Thursday in Chicago 
the annual meeting of the N. F. P. A. 
Mr. Wentworth has been succeeded by 
Percy Bugbee, for the last eighteen 
years assistant managing director of the 
association. 

Addressing the convention Mr. Bug- 
bee said that excellent progress has been 
made in recent years in fire protection 
and prevention. Among improvements 
he cited the trend toward a better grade 
of recruits for fire departments, simple 
fire inspections of dwellings, establish- 
ment of special patrols to curb grass and 
brush fires, and wider adoption of fire 
prevention codes. 

“A matter widely commented upon by 
fire authorities in various parts of the 
country,” Mr. Bugbee said, “has been 
that in spite of the period of decline 
in fire losses which we enjoyed during 
the past decade the number of in- 
dividual fires in most of our cities has 
continued to increase. A study of the 
fire experience of nearly any large city 
will disclose an unbelievably large num- 
ber of fire department runs due to fires 
in homes from the simplest and_ best 
known of every-day fire causes, brush 
and grass fires, and false alarms. 

“In an attempt to meet this situation, 
a good many of our cities have developed 
practical methods of cutting down these 
excessive runs. 


during 





R. G. Bachman Advanced 
By Adjustment Bureau 


Roy G. Bachman has been advanced 
to assistant general manager, executive 
department, Fire Companies Adjustment 
Bureau, Inc. In 1932 he was made as- 
sistant manager, Memphis office, south- 
eastern department of the bureau, and 
in 1936 was transferred to the south- 
eastern departmental headquarters in At- 
lanta as general adjuster. In 1938 he 
was transferred to New York as execu- 
tive supervisor. 

During the war Mr. Bachman served 
in the United States Army as a lieuten- 
ant. Following the war he was engaged 
in the building and supply business, and 
in 1925 was placed in charge of the 
Miami office of Windle, Burlingame & 
Dargan, Inc., independent adjusters. 





CANADIAN FIRE LOSSES 

April fire losses in Canada dropped 
20% from the high total experienced in 
April a year ago, according to the 
Monetary Times estimate of $1,688,200 as 
against the 1938 figure of $2,151,000. The 
April total also was considerably under 
the March figure of $2,325,500. Fire 
losses were slightly lower during the 
week ended with May 6. The estimate 
is $195,700 representing an increase in 
the number of fires when compared to 


the experience of the week previous 
when the total loss was $205,700 with 
fewer single losses. The figure for the 
corresponding week of a year ago was 


high at $371,375. Fire losses during the 
week were augmented by serious forest 
fire conflagrations in British Columbia 


and Alberta. Losses in Canada since 
January 1 totaled $6,616,400 as against 
$6,332,575 for the same period of last 
year. 
JOINS NATIONAL LIBERTY 

M. J. Hartelius, formerly associated 
with the Schedule Rating Office of New 
Jersey, has been appointed head of the 


National 


Jersey, with head- 


engineering department of the 
Liberty branch in New 
quarters in Newark. 


By far the most import-, 


ant and far-reaching development along 
this line has been the gradual recogni- 
tion of the feasibility and desirability 
of conducting simple fire inspections of 
all dwellings by firemen to eliminate 
common fire hazards.” 

With the expansion of effort to cut 
down needless runs, Mr. Bugbee said it 
would not be surprising to see the de- 
velopment of light truck or motorcycle 
units, particularly in residential areas, 
for the speedy and intelligent handling 
of routine fires, these units, of course, to 
be backed up by the heavier apparatus. 
Small fires must be kept small and the 
best way to keep them small is to get 
to them quickly, he added. 

Samuel D. McComb of New York was 
re- ~elected president of the National Fire 
Protection Association at the annual 
business session held Friday as the clos- 


ing event of the forty-third annual 
meeting. Mr. McComb was elected 
president at Atlantic City a year ago. 
Other officers re-elected are, vice- 
presidents, Alvah R. Small, Chicago, and 
David J. Price, Washington. Albert T 
Bell of Atlantic City was re-elected 


chairman of the board. For the office 
of secretary-treasurer the association 
elected Hovey T. Freeman, Providence, 
R. I. Duties of these two offices have 
in the past been performed by Franklin 
H., Wentworth, who retired from active 
participation in the association’s affairs 
after thirty years. 

Re- elected as directors for three-year 
terms were: C. W. Johnson, Philadel- 
phia; H. Sidney Smith, New York, and 
Richard E. Vernor, Chicago. New di- 
rectors for three-year terms are A. L. 
Brown, Boston, and Lloyd T. Wheeler. 

The nominating committee for next 
year comprises Carl W. Wheelock, Balti- 
more, chairman; Leon Watson, Newark, 
and O. W. Stewart, 30ston. 


FIELD CHANGES IN SOUTH 


Cook State Agus fer National Liberty; 
Willcoxon Also Advanced to 
State Agent 
Several field changes in the Southeast 
are announced this week by companies 
in the Home of New York Fleet. J. 
Carter Cook, Jr., is promoted to the 
— of state agent of the National 
Liberty and the Georgia Home for North 
and South Carolina. State Agent Cook 
agent of the 


was formerly a special 

Home under State Agent Carruth in 

North Carolina. : 
Mr. Cook attended the University of 


Georgia and Oglethorpe University. Be- 
fore his affiliation with the Home, he 
was with the Florida Inspection & Rating 
Bureau and the Virginia Insurance Rat- 
ing Bureau. Mr. Cook will make his 
headquarters at Charlotte, N. C. 

Henry H. Phelps has been appointed 


a special agent to succeed State Agent 
Cook for the Home in western North 
Carolina, working under State Agent 


Carruth, with headquarters at Charlotte. 
Mr. Phelps was formerly with the North 
Carolina Inspection & Rating Bureau. 
Cleveland R. Willcoxon becomes state 
agent of the National Liberty and the 


Baltimore American for Georgia with 
headquarters at Atlanta. He was for- 
merly special agent of the Home in that 


territory. Mr. Willcoxon is a graduate 
of the University of the South at Se- 
wanee, Tenn. He was a special agent 
with the South-Eastern Underwriters As- 
sociation at Atlanta before joining the 
Home. 

Lawson J. Saye has been named special 
agent to succeed State Agent Willcoxon 
for the Home in north Georgia with 
headquarters in ma under State 
Agent Ramspeck. Mr. Saye was former- 
ly with the Georgia Inspection & Rating 
Bureau. 





RELIANCE DIVIDEND 
Directors of the Reliance of Philadcl- 
phia have declared a dividend of 30 cents 
a share, payable June 15 to stock of 
record May 26. 





IN GOOD COMPANY 


An Agent is enviably situated when he can 
- because of consistent mutual progress. . 
point with pride at the Company with which 


he works. 
its own free will. 


But such progress doesn’t occur of 
It must be firmly rooted in 
the Company’s financial strength . . 


. it must 


be cultivated through the untiring efforts of 


both Company and Agent. . 


. it must bene- 


fit Client. Agent and Company alike. 


Are you in good Company? 


PHILADELPHIA 


FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE: 1600 Arch St., Philadelphia, Pa. 
NEW YORK OFFICE: Central Fire Sowty, a 


92 William St., N. 


CHICAGO OFFICE: 209 W. Jackson ack sci 
SAN FRANCISCO OFFICES: 


fee Montgomery Street 
Marine—222 Sansome Street 





You'll like the friendly 
interest of our organi. 
zation. Maybe you're 
eligible to represent us 


Write. 


SINCE 1854 


THE PHOENIX 
INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 
Cash Capital, *$6,000,000.0¢ 
Surplus to Policyholders, $44,807,872.44 





Los Angeles Considers Plan 
For County Self-Insurance 


Los Angeles County will, in the fy- 
ture, if plans adopted May 10 by the 
board of supervisors remain in force. 
carry its own fire insurance on county 
buildings, and will set up a fund to 
provide reserves for The board 
adopted the plan after Col. Wayne R 
Allen, county manager, pointed out that 
the county could save approximately $50- 
000 annually by carrying its own fire in- 
surance. 

Col. Allen said that the county at 
present has a line of $16,000,000 of fire 
insurance, with seventy-five companies, 
and seventy-eight policies, expiring July 
1, and that the five- -year premium on 
this line was $200,840, with $80,000 as 
the first year’s payment if the line js 
renewed. Under the county self-insurer 
plan adopted, the board sets up a fund 
of $80,000 as the first year cost. If the 
plan works satisfactorily it will be con- 
tinued indefinitely. 


losses. 





MICH. DEP’T APPROPRIATION 

The Michigan Insurance Department's 
appropriation for each of the next two 
years will be $104,000 if leg islators accept 
the provisions the state’s budget-makers 
have incorporated in an appropriation 
bill offered the lawmakers. The proposed 
Insurance Department budget, as in the 
past, is considered by friends of sound 
supervision of the business as grossh 
inadequate. The budget figures reveal 
a contemplated reduction in the com- 
missioner’s salary from $6,000, as paid 
Charles E. Gauss, former commissioner, 
to $5,000, the sum recommended for Col 
John G. Emery, the new commissioner 


DECISION ON SUBROGATION 


The Georgia Supreme Court holds, 
Gainesville National Bank for the use 
of Commercial Union Assurance Co., | 
S. E. 2d 636, that where fire policies 
are taken out by mortgagee beneficiaries 
under a trust deed, for their sole pro- 
tection, they paying the premiums, the 
insurance companies which have paid a 
fire loss and taken a pro-tanto be 
ment and made a subrogation agreement 
with said mortgagee beneficiaries, are 
entitled, as against the insured mott- 
gaged property, to the same rights as 
were originally held by said beneficiaries, 
even although the policies contain no 
subrogation clause purporting to give 
such rights to the companies. 


DOMINION BOARD TO MEET 

The annual meeting of the Dominion 
Board of Insurance Underw riters. of 
which Arthur H. S. Stead is manager, 
will be held at the Chateau Laurier, 
Ottawa, on May 30. J. H. Riddel, man- 
ager for Canada at Toronto of the Eagle 
Star, who is president of the Dominion 
Board, will preside at the meeting. Elec- 
tion of officers and routine business will 
occupy the delegates. 


HOME F. & M. DIVIDEND 
Directors of the Home Fire & Marine 
have declared the regular quarterly divi- 
dend of 50 cents a share on the capital 
stock of the company to all shareholders 
of record at the close of business June 
5, payable on and after June 15. 
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Pascoe Rutter on World Affairs 


(Continued from Page 1) 


think, be said 


can, I 


one 
with truth th: it at no time since the Great 


quarter, it 


War was our nation more united in the 
determination to do all that lies in its 
power to preserve it. If, unhappily, the 
catastrophe which was averted, or more 
truthfully camouflaged, in September 
proves only to have been postponed, we 
can at least feel that we are now much 
more fitted to meet it, both physically 
and morally, and that it is clear to the 
whole world that we have in the last 
twelve months done everything possible 
to secure an honorable peace.” 


Cooperation With United States 


Sir Frederick then turned to Britain’s 
finances and to the growing cooperation 
between the United States and the 
U nited Kingdom: 

“Last year, you may remember, I en- 
deavored to tell you about this country’s 
oversea trade position and the difficulty 
of meeting the balance of our visible 
trade (having regard to our rearmament 
policy) and of maintaining our invisible 
trade, in view of the increasing national- 
ism and the universal financial uncer- 
tainty which threatened the security of 
Great Britain’s existing foreign invest- 
ments, and restricted our further lending 
abroad. 

“The figures which have now. been 
published for 1938 unfortunately bear out 
what I then ventured to forecast. It 1s 
true there is an improvement of £65, 
000,000 in the balance of our visible tr: ude 
but that is entirely due to a reduction 
of about 10% in the total volume of 


trade, both import and export, a fact 
which can give no satisfaction either 
to the chancellor of the exchequer or 


the commercial community. 

“Had we been able to maintain the 
volume of invisible exports we might 
have derived some little consolation from 
the fact that our oversea trading ac 
count would have balanced, but, as a 
fact, these invisible exports—investment, 
banking, shipping and insurance — de 
creased by £64,000,000, so that our net 
adverse balance remained stationary, and 
we cannot wisely or really look for any 
improvement in 1939. 

“The United States, as you know, has 
a paramount interest for us, not ‘only 
psychologically and because of its world 
significance but also because our busi- 
ness there forms such an important p-o- 
portion of our total operations. 

“You are aware that for over fifty 
years I have been in close and constant 
touch with that great democracy, which, 
in the process of time, has become such 
a powerful, and even ‘dominating, influ- 
ence on the policy (I will not say poli- 
tics, for the word is apt to be misun- 
derstood) of the rest of the world, in- 
cluding this vexed and turbulent con- 
glomeration of nations of which we are 
part and which is called Europe. Since 
I addressed you last year I have twice 
visited the United States, and have had 
the opportunity of refreshing my mind 
with the views and reflections of my 
many friends over there. 


The Two Great Democracies 


“And, when talking of the United 
States, we must recognize that, while 
they speak (or are supposed to speak) 
the same language as ourselves, we are 
different countries with different his- 
tories. Our interests are not always 
the same; but, notwithstanding all the 
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SIR FREDERICK PASCOE RU 
incidents—the trials—of the past century 
which have sometimes strained our rela- 
tions, we have remained, and still re- 
main, the two great democracies imbued 
with the same determination to maintain 
freedom—freedom in commerce, freedom 
of speech, freedom even of the press.” 


Fire Insurance in 1938 


The events of the year, he added, 
demonstrated graphically that insurance 
is a world-wide business requiring the 
free disposition of funds, and that “na- 
tionalism,” eac h country for itself, applied 
to insurance is a dangerous fallacy. He 
then turned to the outstanding fire and 
accident problems of the year: 

“In view of what I have already ex- 
plained you will quite properly conclude 
that our fire business continues on the 
same high level whith you have been 
accustomed to in the past. The United 
States has again become a difficult field, 
consequent upon the important reduc- 
tions in rates which were promulgated 
in 1937 and 1938, and I do not anticipate 
that much profit can be made from that 


great country until the necessary reac- 
tion comes about. 
“In Canada our loss experience was 


good, but the two-fold problem of com- 
petition and increasing costs is proving 
dificult of solution. In Australasia, 
South Africa, and India we pursued the 
even and lucrative tenor of our way, 
and I can assure you that to do that 
requires the constant vigilance and en- 
ergy of our very efficient managers in 
those territories. 

“China is still in the throes of an 
undeclared war, and naturally our busi- 
ness has suffered. We can only hope 
that the pluck and persistence of Brit- 
ish traders, backed by a firm attitude on 
the part of our government, will succeed 
in maintaining our position in that vast 
and important Asiatic field. 

“The termination of the war in Spain 
is a relief to all, and I am pleased to 


say that our general agent has now 
been able to return to Barcelona and 
take charge of our affairs again. It 


may interest you to know that our agen- 
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cy, under Mr. Calzado’s principal assist- should be distinct advantage to mer- 


ant, has continued to function efficiently 
throughout the civil war. 


Accident 


“As must happen occasionally, but, | 
hope, rarely, our casualty departments 
produced a result which I confess was 
not up to my expectations. In America 
particularly we have had occasion to 
make revisions, and, of course, when this 
happens, the particular year has to bear 
the brunt, in the hope and anticipation 
that the fruits will be reaped subse- 
quently. 

“You will by this time quite under- 
stand that we are never sté itic, that there 
is always something going on, and that 
the lessons born of our past experience 
are the guides to improvement. Acci- 
dent business in this country has_ be- 
come, as most of you have already been 
told, still more exacting, the two atixious 
departments being still workmen’s com- 
pensation and motor vehicle. 


Marine 


“As regards our marine business. I 
remarked a year ago that 1937 was actu- 
ally the worst year for total losses since 
1929. and that we had not up to then 
experienced any material relief in 1938. 
That condition continued throughout the 
year, and while the number of total 
losses was slightly less than in 1937, the 
amount of tonnage lost was somewhat 
higher. There .was a sensible diminu- 
tion in the number of minor casualties, 
but any relief which might have been 
expected from this factor was more than 
offset by the increased cost of repairs, 
a natural consequence of our rearma 
ment program, and unfortunately a fea- 
ture which is not likely to be minimized 
in the immediate future. 

“You will remember that about two 
years ago fire underwriters came to the 
conclusion that war risk on land was 
too catastrophic a risk to be undertaken 
by insurance companies, and_ recent 
events have gone far to convince marine 
underwriters that the same is true in 
regard to war risk at sea. 


A Welcome Arrangement 


“We therefore welcome the arrange- 
ment which has been announced provid- 
ing for the pooling between the compa- 
nies and Lloyd’s Underwriters of war 
risk insurance on cargo to and from 
United Kingdom ports and for the re- 
insurance of the King’s Enemy risk with 
his Majesty’s government. This plan 
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chants in that it ensures adequate cover 
being available against risks incidental to 
war, whether or not underwriters fee! 
justified in continuing to accept such lia. 
bilities for their own account. 

“You will doubtless recollect the recent 
intimation of the chancellor of the ex. 
chequer that the government were also 
preparing a scheme of insurance to cover 
essential commodities, as well as a plan 
for compensation in respect of other 
property damaged or destroyed by en- 
emy action. Needless to say, the compa- 
nies have offered the fulle st assistance 
to his Majesty’s government in the work 
ing out of these various schemes.” 

Parallel With Napoleonic Epoch 

Sir Frederick then gave his view of the 
possibilities of war: 

“Now anybody who knows me will, | 
think, absolve me from the charge of 
being either a pessimist, a pacifist or an 
alarmist. If I had been such I humbly 
submit that the position of this com- 
pany, its strength and reputation, would 
not be such as you find it today. May! 
then tell you why I have been so appre 
hensive? Because of two things—be- 
cause of the deliberate declarations from 
Central Europe—not necessarily __ that 
‘might is right,’ but that might is the 
ace of trumps, and, therefore, must win 
And so it will often, but history has told 
us that in the long run it must fail. 
And the second thought which has ob- 
sessed me is the parallel between what 
has been happening and the Napoleonic 
epoch, when, over and over again, treat- 
ies, contracts, bonds, assurances, the sol- 
emn oath were made—not to be kept— 
but broken. 

“And yet Napoleon in his exile at St 
Helena and for many years afterwards, 
by his memoirs and contentions, did his 
best to make the world believe _ the 
‘Napoleonic legend’ that, after all, he 
was a man of peace. But he did not say, 
as he really meant, ‘peace on his own 
terms.’ Yes, ‘Peace on his own terms.’ 
You heard that from Berlin on Friday 
and again on Monday. What, therefore, 
has been happening has not caused me 
any real surprise. It has in my estima- 
tion been quite logical. It has afforded 
another glaring example of what has 
occurred before in history. But what to 
me has been more surprising is the past 
ignoring of portents which were so plain 
and ominous. Even so I am in doubt 
whether there will in the near future 
be a world war.” 
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you will still have | access to the information. 
If you should find that you need additional insurance in order to 
e fully protected, or if we can serve you in 
any way with information or suggestions, you 
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letter-folder attractively printed in been reported by agents who have 


two colors. used this mail presentation. 
It is not the conventional inventory May we tell you about other un- 
book or booklet. The inside pages usual sales and educational aids 
which help our representatives to 
achieve INCREASED PRODUCTION? 
We'll gladly ask our fieldman to 


call if you'll address 


provide space for the inventory 
record. The first page contains 
Agent’s imprint as shown above 





and is personalized by filling in the 


ROYAL’ LIVERPOOL GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK, N. Y. 
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Insurance Loss of $3,500,000 is 
Expected From Chicago Grain 


Fire 


The spectacular explosion and fire prised of ninety-seven of the leading 
which destroyed five grain elevators in stock fire insurance companies of the 
ie eee a heey country, and it is understood that the 
Chicago last Thursday is expected to largest participation of any group of 
cost insurance companies nearly $3,500,- companies does not exceed 5% of the 
000. The final amount of the loss will total, or approximately $160,000. 
depend on the amount of salvage from Insurance List 
the grain in the elevators but it is be- The list of insurance carried is as 





Photo by Stafford Wentworth, Engineer N. F. P. A. 

Officials of the National Fire Protection Association, who for three davs had 
heard numerous references to dust control, on Thursday of last week were treated 
to a $3,500,000 fire which destroved five huve erain elevators at South Chicavo. 
Left to right—George J. Richardson, secretary of the International Association of 
Fire Fighters; George W. Elhott, past president, National Fire Protection Associa 
tion, and chairman of the N. F. P. A. fire waste forum, and Dr. David J. Price, 
U.S. Department of Agriculture, Bureau of Chemistry and Soils, and vice president 
of the N. F. P. A. Dr. Price is rated to be the nation’s leading authority on dust 
explosions and has been ordered by the Department of Agriculture to remain in 
Chicago to conduct an investigation of the blast. It is by a twist of fate that on the 
Thursday agenda Dr. Price’s committee report on “Dust Explosion Hazards” was 
laid before the convention 
lieved that the loss is almost total. The follows: Five elevators and miscellane 
Underwriters Grain Association had $2 ous buildings owned by Chesapeake and 
677,206 on the five frame elevators and Ohio Railroad: 
$523,000 on the concrete tanks Chree Underwriters Grain Associa- 
elevators were operated by Rosenbaum tion $523,000 
Brothers and two by the Norris Grain National F. and M............ 36,000 
Co. The loss. involves about 3,000,000 \merican Equitable ......... 7,500 
— of grain om ; —— General of Seattle. .... 10,000 

ie insurance of Rosenbaum Brothers 
is handled by Wineman Brothers of the bOMGOe ELOYE'S 2202200220000. : bat 
Associated Agencies. Moore, Case Ly oe » 
man and Hubbard handle a substantial Ota ...0eeeseeeeeseseees $644 000 
portion of the Norris Grain Company's Rosenbaum Brothers: 
insurance. The three elevators operated Underwriters Grain—Fire ...$1,375,000 


by Rosenbaum Brothers, known as Cal Use and occupancy........... 
umet A, B, and C, and the concrete Rosenbaum Brothers and Vital 
tanks are owned by the Chesapeake and ity Mills: 

Ohio Railroad. They were insured for U pena — ; 

approximately $000000 largely in the nderwriters Grain Associa 
Grain Association tion _teeeseceevcscenens 

The Chesapeake and Ohio line is han Norris Grain: 
dled by William D. Callaghan, Inc., a Underwriters Grain Associa- 
Cleveland agency with Chicago offices in ME scat vena eae sour need ws 
the Board of Trade Building Norris Grain and Chicago Grain 

Three Loss Bureaus Corp.: 

The Cook County Loss Adjustment Underwriters Grain Associa- 
Bureau, the Western Adjustment and In DN Meni s canis Wekeetuces sao’ 
spection Co. and the Underwriters Ad- (Chicago Grain Corp.: 
justing Co. are all handling the adjust- a ae CG id ste 
ment of the loss. No specific informa- nderwriters Grain Associa 
tion has been found to indicate the exact O — OSI til al cha acts 
cause of the loss. It is believed to have ther companies ............ 
resulted from a dust explosion, but all 
of the men who were in the elevator at _. Total e Lita iene ee 
the time of the first explosion were Terminals and_ Transportation 
killed. Corp. of Illinois buildings: 

The insurance on the loss is spread secttion: Uniom 2.6 .escccenses 
over more than 100 companies so that I oat cies abated 
none will bear a heavy portion of it. The 
Underwriters Grain Association is com OD siutiuiuciveed 


110,000 


$5,000 


$343,472 


$273,085 


$225,000 
32,075 


$257,075 


$50,000 
50,500 


$100, 500 








Central Grain Corp.: 


Underwriters Grain Associa 
OE Gastonia eenanen gests $150,000 
OUREr COMPANIES ..sccccccvce 50,775 
I acc: icenaie eamenceaamaents $200,775 
The Underwriters Grain Association 


also carried $67,500 insurance on contents 
for the Corn Products Refining Co., and 
$128,149 for the Central Soya Co. 

The fire occurred while the National 
Fire Protection Association was holding 
its annual convention in Chicago and 
several hundred delegates, including 
many fire chiefs and fire prevention en 
gineers hurried to the scene of the dis 
aster. On Thursday Dr. David J. Price 
of the United States Department of 
Commerce and chairman of the N.F.P.A. 
committee on dust explosions, presented 
his report to the convention, For years 
the association has been working on the 
problem of dust explosions and devis 
ing recommendations for reducing this 
important fire hazard. 


PUSH PITTSBURGH PLAN 


Support in Principle of E.U.A. Gives 
Impetus to Movement for Control 


of Production Costs 


With the Eastern Underwriters Asso 
ciation having agreed in principle to the 
proposition of the Pittsburgh Associa 


Insurance Agents for controlling 
fire insurance production costs in Pitts 
burgh it is now expected that the agents’ 
organization will push for signatures of 
approval of 90% of its own members and 
also seek the full support of the non 
E.U.A. companies. There are still nu 
merous provisions in the suggested agree 
ment to which objections are being raised 
by the various interests concerned but 
it is hoped that these will not prove real 
stumbling blocks. In view of the acqui 
sition cost difficulties in Alleghany County 
for many years an agreement now, if it 
can be arranged, seems to be welcome 
to companies and agents alike. 

To become effective the agreement 
must have the signed approval of at 
least 90% of the agencies, E.U.A. com 
panies and non-affiliated insurers. The 
agreement provides for gradual transfer 
of non-policy writing agents to a broker- 
age status and a clear divorce between 
supervising general agents and_ those 
with general agent appointments who 
are in reality local producers. The legit- 
imate general agencies will be permitted 
to continue but the agreement aims to 
remove payment of general agency com- 
missions to local agents. In Pittsburgh 
present commissions range from 20% to 


tion of 


as high as 40%, according to reports, 
and today the important agencies, as 
well as the large majority of compa- 
nies, feel that both control over and 


reduction of expenses are essential. 

In some quarters there is a tendency 
to believe that if general support for 
the Pittsburgh agreement is manifested 
soon there is less likelihood of the com- 
mission control bill in the Pennsylvania 
legislature receiving favorable considera- 


tion. This bill aims to make company 
commissions uniform throughout the 
state and is patterned generally after 


the present New Jersey law. 


CHAS. A. GEORGER DIES AT 87 


Charles A. Georger, director and for- 


mer secretary of the Buffalo Insurance 
Co., died May 10 in Buffalo, N. Y., at 
the age of 87 years. He entered the 


employment of the company on January 





12, 1882, and continued for more than 
fifty years, retiring in February, 1934. 
He was elected secretary in August, 
1898. Mr. Georger became a director 
in April, 1914, and continued to hold 
that post until his death. 
JOSEPH HORN DIES 

Joseph Horn, well known in fire re- 
insurance circles, died Sunday in the 


Orange Memorial Hospital, Orange, N. J., 
at the age of 64. He is survived by his 


widow, a son and a daughter. Born in 
Germany, he served with the United 
States branch of the Munich Re., Bul- 


garia and Swiss National and later with 
the Commercial Union, American Colony 
and the office of Sumner Ballard. 
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EE a ne, 
Similar problems to yours 
have arisen elsewhere. Yo, 
may find the help you need 
by representing this organj. 
zation. 


SINCE 1859 


UITABLE 
Fire EMarine /nfurance @mpany 


PROVIDENCE. RL. 
- , $1,000,000.00 
$5,434,071.36 


Cash Capital, 
Surplus to Policyholders, 





Presents Sales Pointers 
On Inland Marine Insurance 





A. WESLEY BARTHELMES 


A. W. Barthelmes, marine secretary of 
the National Union Fire, presented some 
ideas on production of ink: und marine in- 
surance when speaking Wednesday be- 
fore the Pennsylvania Insurance Days 
meeting at Pittsburgh. 

“Inland marine business prospers be 
cause it strives within its authority to 
provide broad all-cover protection to 
meet the peculiar insurance requirements 
of the individual insurance buyer. The 
trend in all forms of insurance today is 
definitely toward comprehensive all-in- 
one contracts. No longer is the appli 
cant content with a variety of policies 
covering a particular interest against 4 
few named perils only. Modern business 
methods require modern insurance con- 
tracts. Inland marine makes a_substan- 
tial and forward looking contribution in 
filling that need. ; 

“The usefulness of inland marine 1s 
amply demonstrated by the ens 
dollars paid to claimants each year f 
losses arising from collisions, derail- 
ments, wrecks, sea perils, floods, fires, 
explosions, wind storms, thefts, non-de- 
liveries, breakages. earthquakes and 
many other perils insured under inland 
contracts.” 





CREDIT MEN’S ANNUAL MEETING 

Insurance will be well represented at 
the forty-fourth annual meeting of the 
National Association of Credit Men at 
Grand Rapids, Mich., June 11-15. D.C 
Campbell, with the Continental at Chi- 
cago, is chairman of the insurance group 
meeting with the following vice-chair- 
men: Raymond L. Ellis, vice-president 
of the Fireman’s Fund; T. Alfred Flem- 
ing, National Board of Fire Underwrit- 
ers; J. Dillard — are States Fi- 
delity & Guaranty; H. J. Lowry, Michi- 
gan Mutual Laatytity of Detroit: G. H. 
McClure, Lumbermens Mutual Casualty 
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SPAT 
WORTH 


A flat tire...ahot day... and Dan 
Blake, Jr. had a date. He gladly ac- 
cepted a neighbor's offer to use his car. 
Most boys would have done the same. 

But the neighbor's car was old... 
the brakes were worn... and young 
Dan had his first accident. Worse still, 
the neighbor carried no liability in- 
surance... and Dan and his dad faced 
a $12,000 lawsuit. 


It Can Happen to You 


Now read carefully—if you are a car 
owner. Effective April 8, 1939 (in 
most states) automobile liability in- 
surance was extended by companies 
of the National Bureau of Casualty 


“Don’t bother to fix it now—use my car” 


and Surety Underwriters (of which 
we are a member), to protect owner 
and spouse while driving another 
person’s car. But does this new cov- 
erage include sons, daughters and 
other members of the family? ... NO. 


But Dan, Sr. was lucky, or rather, 


far-sighted. He had purchased his in- 


surance from a local agent of capital 
stock companies—a trained insurance 
counselor who had written Dan’s policy 
to cover his entire family with adequate 


limits. . ia " 


Four out of five people buy their 
insurance from local agents or brokers 
of capital stock companies. Because 






when you can talk things over face to 
face with a responsible resident repre- 
sentative—it’s easier to know what 
you are buying .. . and what to do in 
event of loss. 


Equally important, insurance with 
a capital stock company means a 
policy backed by a paid-in capital and 
surplus ... on which you can never 
become liable for assessment. 


This advertisement is one of a series by the 
Aetna Fire Group to acquaint the public 
with the advantages of purchasing in- 
surance through local agents and brokers 
of capital stock insurance companies. 


Don’t Guess About Insurance—CONSULT YOUR LOCAL AGENT OR BROKER 


The 


NEW YORK 


CHICAGO 


HARTFORD, CONNECTICUT 


SAN FRANCISCO CHARLOTTE, N.C 


JETNA FIRE GROUP 


TORONTO, CAN 
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Complete Program for New York 
Agents’ Convention at Syracuse 


The 
seventh annual 
York State 


for the fifty- 
the New 
Association of Local Agents, 
to be held at the Hotel Onondaga, Syra- 
cuse, next Monday and 
ures up to the constructive programs of 
other years. Well over 400 agents, 
pany representatives and others are ex- 
pected to attend this meeting. 

On Sunday afternoon and evening the 
state association executive committee will 
meet and the directors will go into ses- 
sion at 9 o’clock Monday morning. At 
10 o’clock there will be a local board con- 
ference with Ralph T. Waterman, past- 
president of the Duchess County Asso- 
ciation, presiding. This session will con- 
sider the functions and services of local 
board, attendance at meetings, educa- 
tional and safety programs, meeting com- 
petition and cooperation with the state 
association. 

At the first convention session Mon- 
day afternoon the problems of rural 
agents will be discussed thoroughly. Fred 
J. Marshall, East Aurora, chairman of the 
rural agents’ committee, will preside and 
review the work of his committee. Wil- 
liam H. Lucas of Leroy will speak as 
will also State Agent R. M. Hooker of 
the Fireman’s Fund, the latter featuring 
the extended coverage endorsement. E. 
E. McNally, division sales manager, L. 
C. Smith & Corona Typewriter Co., will 
give a talk on salesmanship. The after- 


complete program 


convention of 


Tuesday, meas- 


com- 


noon session will close with a pep talk 
on public relations by Wellington (Duke) 
Potter of Rochester. 

On Tuesday morning Lawrence Daw, 
manager Syracuse division, New York 
Fire Insurance Rating Organization, will 
outline some of the late developments in 
rating and President Russell M. L. Car- 
son of the state association will present 
the administration report. F. L. Greeno, 
Rochester, national councillor, will speak 
on contacts with the national body, fol- 
lowing which President William H. 
Menn of the National Association will 
present his address. 

Consideration of proposed revision of 
the by-laws and committee reports will 
conclude the morning session. 

Following a complimentary luncheon 
tendered by the Excelsior Fire, at which 
President Robert C. Hosmer will pre- 
side, the concluding convention session 
will start with a talk by A. V. Miller of 
the New York Herald Tribune on “What 
the Insurance Buyer Expects from His 
Agent.” Other speakers will be Roy A. 
Duffus of Rochester on “What the In- 
surance Agent Expects from His Com- 
panies,” and Dr. L. J. Ackerman of the 
University of Newark on “Lest We For- 
geet.” The balance of the afternoon will 
be devoted to discussion and election of 
officers. 

At the annual banquet Tuesday eve- 
ning the speakers will be Insurance 
Superintendent Louis H. Pink of New 
York and Count Ernesto Russo of Italy. 





ILLINOIS AGENTS’ SPEAKERS 

Speakers at the 
the Illinois Association of 
Agents, held at the Fort 
Hotel in Rock Island on 
cluded M. LePetri, Fire 
new U. & O. form; J. L. 
ican Surety, on discovery 
erick W. Doremus, American 
ark, on cooperatives: E. W. 
National Bureau of Casualty 
Underwriters, on the insurance 
the economic system; W. D. 
automobile department of State 
nois, on driver’s license and 
responsibility laws, and W. J. Welsh, 
president, Missouri Association, on uni- 
form resident agency law. There were 
morning and afternoon sessions and 
a banquet in the evening. President 
William H. Jennings of the Tllinois 
Association presided at the meetin 


of 


Insurance 


mid-year meeting 
Armstrong 
May 18 
Association, 
Maehle, 
bonds; Fred- 
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JOHN H. FECKTER DIES 
held 
vice-president of 
Laclede Insurance Agency Co. of 
Louis died after months’ 
Feckter 
known in St. Louis 
He started his caree1 
politan Life in 1903 
his own general insurance agency, ope- 
rating it for about eighteen In 
Jonuary. 1929. he became vice-president 
the Laclede Insurance Ax He 
one of the organizers sec 
ond president of the St. Le 
Brokers Association. 
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EWELL WITHDRAWS APPEAL 

J. Davis Ewell, president of the Vir- 
ginia Association of Insurance Agents 
and vice-president of the Richmond local 
agency of Gibson, Moore & Sutton, has 
withdrawn his appeal from action of the 
State Corporation Commission in sus- 
pending his license as an agent for ninety 
days for allegedly misrepresenting poli- 
cies of mutual companies. Since his 
license would have expired July 15, the 
commission directed that the suspension 
should continue until that date. Under 


the law, the commission can suspend a, 
lisence only for the remainder of the 
license year. Mr. Ewell had planned to 
take the case to the Virginia Supreme 
Court of Appeals. He was found guilty 
April 20 but the commission deferred 
entering its order of suspension for a 
weck. 


LICENSES SUSPENDED 

Superintendent of Insurance Louis H. 
Pink has suspended the licenses of Harry 
Wechselbaum of 51 St. Marks Place, 
New York City. for a period of sixty 
days because of irregularities disclosed in 
connection with his conduct in the insur- 
ance business. Wechselbaum was licensed 
as an insurance agent pursuant to sec- 
tions 9la and 91b of the insurance law. 


BLUE GOOSE INITIATES 


Fifteen mentors of California Pond 
of the Blue _— made the journey to 
Fresno May 5 and 6 and participated in 
the initiatory ceremonies for the Fresno 
Puddle. The California Pond put on the 
initiation and the San Francisco Pond 
the ceremonial. 


N. Y. Ins. Bridge League 


Holding Special Tournament 

The New York 
League is holding a special two-session 
tournament which the thirty-two 
players having the highest averages for 
the season are competing. The first ses- 
sion was held May 11, the results and 
averages of the leaders in these pair 
championship finals being as follows: 

Harry Lees, U.S.F.&G., and Ambrose 
Ryder, Great American Indemnity, .657; 
C. M. Graham, State Fund, and M. Pit- 
kin, State Fund, 570; J. J. Smick, Na- 
tional Council, and M. Kormes, State 
Fund, .569; C. R. McNamee and H. Ker- 
ner, National Surety Corp., .560; F. S. 
Knight, Weekly Underwriter, and J. W. 
Kennedy, Providence Washington, .540; 
A. Brindley and M. E. Lawless, Hartford 
Accident & Indemnity, .533; R. A. Kear- 
ney, Sun Indemnity, and J. Kraemer, 
Muller-Kraemer, Inc., .521. 

The other nine pairs finished below 
average. The second session was held 
May 18, the results of which have not 
yet been received. 


Insurance’ Bridge 


in 





Virginia Agents to Hold 
Annual Meeting Next Week 


Larry J. Hardiman, proprietor of a 
men’s store in Norfolk, Va., and imme- 
diate past president of the Virginia As- 
sociation of Retail Clothiers and Furnish- 
ers, has accepted an invitation to ad- 
dress the annual convention of Virginia 
Association of Insurance Agents to be 
held at the John Marshall Hotel in 
Richmond, May 25, 26, 27. While he 
has not made known his topic, it is ex- 
pected that he will discuss some of the 


phases of the consumer cooperative 
movement in its relation to the retail 
business. 


Other speakers who had already ac- 
cepted invitations to address the Rich- 
mond meeting of the Virginia agents are 
William H. Menn, national president, 
Los Angeles; John H. Eglof, Travelers, 
Hartford, and Roy A. Duffus, local 
agent, Rochester. N. George A. 
Bowles, Virginia Commissioner, will also 
make a talk. There will be a golf tour- 
nament the afternoon of May 25 at the 
Hermitage Country Club. 





John W. Nichols Is Elected 
President of New York Board 


John W. Nichols was elected president 
of the New York Board of Fire Under- 
writers at the annual meeting Wednes- 
day. Other officers are Harold V. Smith, 
vice-president; E. C. Niver, secretary- 
treasurer; Robert F. Wright, assistant 
secretary, and Walter C. Howe. assist- 
ant treasurer. Tribute was paid to the 
fine services rendered by retiring Treas- 
urer W. L. Chambers, in the form of 
an illuminated resolution. 

Mr. Niver, in his capacity as secretary 
of the loss committee, reported that there 
were 184 fires in the board territory in 
April, involving $287926. as compared 
with 126 fires and $179,272 i in April, 1938. 
This was an increase in number of 46.03% 
and an increase of 60.60% in amount 
over last year. During the first four 
months of this year, he reported, there 
were 714 fires involving $1.822.267. as 
compared with 654 fires and $1.435.844 in 
the first four months of 1938. This is an 
increase in number of 9.17% and an in- 
crease in amount of 26.91% over last 
year. 


AUTOMOBILE’S CLEVER FOLDER 


A cleverly designed booklet on the 
extended coverage endorsement has just 
been issued to agents of the Automo- 
bile of Hartford by H. C. Pulver, super- 
intendent of advertising. The "colored 
folder is in the shape of a residential 
dwelling and looking inside Mr. Home 
Owner is told of the protection this en- 
dorsement grants against damage done 
by windstorm, hail, explosion, riot, smoke, 
vehicles and aircraft. 
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TO LEADERS 


Leaders look ahead — plot their course — 
study their campaigns — plan their vic. 
tories. 

To agents who are leaders we offer 
“Planned Progress,” a booklet describing 
an aggressive selling plan to win and hold 
business. A plan complete in structure, 
yet simple enough to be early workabie, 
A plan original in its solution of sales 
problems, yet sane in its method of opera- 
tion. And most important of all — a plan 
highly profitable to the agent who uses it, 
Your spirit of leadership, together with the 
right plan, can make positive the success 
of this year’s effort. We urge you to write 
for the booklet ‘Planned Progress” today, 


BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPaNy 


87 Kilby Street, Boston, Massachusetts 


Represents Brokerage On 
N. Y. Advisory Committee 








MORTIMER L. 


Mortimer L. Nathanson, well known 
Brooklyn producer, has been named to 
represent the insurance brokerage fra- 
ternity on the advisory committee on 
brokers’ and agents’ examinations which 
was recently announced by Insurance Sv- 
perintendent Louis H. Pink of New York. 
Others on the committee include repre- 
sentatives of the agency and insurance 
educational forces of the state and the 
Insurance Department. 


NATHANSON 





RURAL AGENTS’ FORUM IN N. J. 
The New Jersey Association of Un- 
derwriters held a rural agents’ forum at 
the Salem Country Club at Salem on 
Tuesday evening. The speakers included 
Rating Expert Leon A. Watson, Profess- 
or L. J. Ackerman of the University of 
Newark, President H. Donald Holmes 
of the agents’ association, Educational 
Chairman Charles E. Meck, Ir. Rural 
Agents’ Chairman Arthur T. Reidel and 
Membership Chairman D. M. Pearsall 


GETS SIX MONTHS IN JAIL 

Justices |§ McDonald, Hoffman and 
Brady, sitting in Special Sessions, New 
York City, have sentenced Harry DP 
Oransky to serve a_ sentence of six 
months in the workhouse. This action 
was taken on a complaint made by State 
Superintendent of Insurance Louis H 
Pink in which Oransky was charged 
with transacting business as an_ insut- 
ance broker without a license. 
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“rail Circularizing 
Mail “'Can Be Profitable 


woRK MUST BE WELL PLANNED 


wes Con Attention to 
tem Requires Constant i 
” Make It Effective; Stuffing 
May Result in Loss 


Whether mail circularizing pays was 
Ralph W. 


dealt with in much detail by 
i cultivating 


Smiley im an address. on 


prospects and policyholders, delivered be- 
fore the Insurance Advertising Confer- 
ence in New York May 16. Mr. Smiley 
is publicity department superintendent 
jor the fire companies of the Royal- 

Liverpool groups. He finds that agents 
themselves differ widely on this subject 
hut that an increasing number use the 
mails with good results. It was empha- 
sized that this form of advertising and 
solicitation must be well planned. This 
method probably can never be a_ suc- 
cessful substitute for personal solicita- 
ion. It is a piece of auxiliary machinery 
that must be operated intelligently; a 
form of precision equipment some of the 
elements of which are: A prospect list; 
prospect and mailing records ; advertising 
literature; letters used either with or 
without enclosed literature, and follow- 
up activities. 

Causes of Failure 

If, said Mr. Smiley, one of these inter- 
acting elements be weak, results may be 
unsatisfactory or entirely negative. Three 
of the aforementioned elements must be 
supplied by the agent and even though 
the advertising literature and_ letters 
suggested for his use may meastrre up to 
producing standards, unsatisfactory re- 
sults may follow if the mailings are sent 
to a poorly selected list of prospects; 
if the mailings are poorly timed, or if 
no systematic plan of follow-up is used. 

Mr. Smiley regards it as unfortunate 
that the term “sales letters” has been 
referred to as an important item in mail- 
ing campaigns. He cited the four stages 
of a sale: attention, interest, desire and 
decision. A sales letter can be regarded 
as worth while if it carries the prospect 
through any of the earlier stages. It, or 
a series of such letters, may have paved 
the way to a sale by cutting down sales 
resistance. 

List 

Care with which a mailing list is pre- 
pared and maintained has much to do 
with the results of its use. An agent’s 
best prospects are undoubtedly the ac- 
counts on his books. He should analyze 
them carefully to determine coverages 
applicable but not yet written. A study 
of the commercial type risks already in 
the agent’s office should reveal the names 
of officers or directors of those concerns, 
who can be cultivated by mail for indi- 
vidual forms of cover. Adding the names 
of individuals and concerns not now on 
agents’ books can be done by consulting 
various sources easily available. 

Mr. Smiley emphasized that some in- 
genuity and eternal vigilance is needed 
to maintain a prospect list on a high 
level of efficiency. Like a plant, it must 
be pruned periodically in order to con- 
serve its vitality. 


Maintaining Prospect 


Keeping Prospect File 

To keep a prospect list live and ac- 
curate requires that it be conveniently 
flexible in form. <A card file seems to 
meet this requirement best, but the 
temptation is likely to be in the direction 
of over-elaboration. Mr. Smiley added: 
“Two or three major classifications may 
be made at the outset by using distin- 
guishing colors for the cards themselves. 
For example: 


“White cards for individual risks al- 
ready on the agent’s books. 
“Pink cards for individual risks not 


vet written. (When a Class 2 prospect, 
as above, has become a Class 1 prospect, 
it will not be necessary to make out a 
white card if the original pink card is 
punched, or a corner clipped, to indicate 
the changed status.) 

“Blue cards for commercial prospects 
already on the agent’s books. 

“Green cards for commercial prospects 
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Fairleigh Succeeds Mrs. Daniel As 
American Agency Bulletin Editor 


George DuR. Fairleigh, who has been 
managing editor of the American Agency 
Bulletin—publication of the National As- 
sociation of Insurance Agents—for sev- 
eral years, has been advanced to editor. 
He succeeds Mrs. Jennie Sue Daniel who 
has severed her connection with the as- 
sociation. Following more than eleven 
years’ connection with the Insurance 
Field in Louisville, Ky., Mr. Fairleigh 
came to New York to join the staff of 
the Bulletin. He has made many friends 
in agency circles and among members 
of the insurance press by his able writ- 
ing and his cheerful personality. 

The executive committee of the Na- 
tional Association decided during the 
Hollywood convention upon a plan to 
change the Bulletin to include material 


which will have more appeal to agents 
from an_ educational, production and 
agency management. standpoint. The 


May 26 issue of the Bulletin will reflect 
part of the proposed constructive de- 
velopment. 

Mrs. Daniel, who arrived in New York 
twelve years ago to assume the editor- 
ship of the Bulletin, hails from the South 
and for some years served at Atlanta, 
Ga., with the Insurance Field. With a 
background of successful writing in the 
South and a broad knowledge of agents’ 
problems she injected added vitality and 
interest in the articles appearing in the 
Bulletin. Within a short time her talent 
was widely recognized and she estab- 
lished herself nationally as one of the 


leading figures in the insurance journal- 
istic field. Today she numbers friends 
by the thousands in production and com- 
pany circles. A constant and popular 
figure at conventions of the National 
Association she won admiration and af- 
fection by her charm and cheerfulness 
as well as by her faithful devotion to the 
hard work associated with reporting 
adequately such gatherings. 

Newspapermen have long been deeply 
indebted to her for whole-hearted co- 
operation with the press at all times, and 
particularly at national conventions. 
Many times at the conclusion in the 
late afternoon of a meeting of the exec- 
utive committee the reporters would way- 
lay Mrs. Daniel as she emerged from 
the conference room, fatigued after long 
hours of taking notes on the delibera- 
tions, with the demand “What _ hap- 
pened?” Though undoubtedly she often 
felt like exclaiming “Oh, let me rest for 
awhile,” she would, instead, guide the 
newshounds to some quict spot and there 
review and explain patiently the news 
developments of the executive session. 

Then, an hour later as the reporters 
were struggling with their stories, Mrs. 
Daniel would reappear, dressed for din- 
ner in a beautiful gown and looking as 
fresh and attractive as though just re- 
turning from a vacation. Newspaper men 
have always admired her ability to func- 
tion so effectively with no evidence of 
the stress associated with heavy respon- 
sibility. She has been a real asset to the 
staff of the National Association. 





not yet on his books. (As Class 4 pros- 
pects become Class 3 prospects the sys- 
tem just explained may be followed.) 

“Metal tabs provide a simple means of 
classifying a list according to the major 
forms of insurance for which each may 
be a prospect.” 

\fter describing this card file in detail 
Mr. Smiley observed that “an agent can, 
of course, take these prospect record 
cards with him on his calls, although it 

‘is much better to keep this card file 
intact and, in connection with it, use 
some form of prospect report slips as 
suggested in the next paragraph. 

“If desired, these slips may be filed 
directly back of the corresponding pros- 
pect file cards and after having been 
removed for use in personal solicitation 
and a record of business written or in- 
formation obtained, may be returned to 
their normal position in the prospect file. 
Posting of information from slips to 
cards may be done by the agent himself 
or, in larger offices, by a stenographer 
or clerk. 

“If a customer’s line card is made to 
serve also as a record of effort made to 
sell additional lines to present insureds, 
the prospect record slip may be attached 
to, or filed with, such a line card record. 

“The purpose, in any event, is to co- 
ordinate records of mail contacts and 
personal contacts so that each may help 
the other. The first requisite for profit- 
able use of the mails is that this inter- 
action be set up and that it be sustained.” 


Use of Advertising Material 


To exert their maximum influence ad- 
vertising folders of the enclosure type 
should in most cases be accompanied by 
a letter on the agent’s stationery.  In- 
discriminate use of stuffers with miscel- 
laneous le‘ters and other forms of out- 
going mail may well cheapen the agency 
and the insurance. There should be a 
reason for enclosing or mailing any piece 
of advertising matter. The reason should 
not .be that a stock of advertising ma- 
terial has accumulated on the agent’s 
shelves. Mr. Smiley emphasized the ne- 
cessity for a good follow through in con- 
nection with what he had said. 


COONEY IN CALIFORNIA 
John R. Cooney, president of the Loy 
alty Group, was a visitor to the Los 
Angeles offices of the group on May 15. 


JOINT MANAGER ON COAST 





Howard A. Reynolds Goes to San Fran- 

cisco; Field Supervised by Lasher 

Is Increased 

Howard A. Reynolds, state agent of 
the Home of New York for Colcrado, 
Wyoming and New Mexico, is being 
transferred from Denver to San Fran- 
cisco to become joint manager with 
Resident Secretary C. D. Lasher. For 
the present Mr. Reynolds will confine his 
duties to California with Mr. Lasher 
supervising the Pacific Coast and Ha- 
waiian Islands. Mr. Reynolds has been 
in insurance since 1909, starting in Min- 
neapolis. He became special agent for 
the Home in Montana in 1920 and state 
agent in 1925. Five years later he was 
transferred to Denver. John M. Heath, 
who has been special agent under Mr. 
Reynolds, is advanced to state agent to 
supervise the territory formerly under 
the latter. 





Hearing Today on Illinois 
Proposal for State Fund 


A hearing will be held in the auditor- 
ium of the Chicago Board of Fire Un- 
derwriters this afternoon by the sub- 
committee of the Illinois Assembly on 
the proposition for a state fund to carry 
insurance on public schools and_ public 
buildings. Chairman Leo Crowley of 
Peoria will preside. 


You will be helped 
to sell if you be- 
come an agent for 
this company. 


SINCE 


‘OUWITABLE 

[OUITAB: 

Fire € Marine /njurance (ompany 

PROVIDENCE. RL. 
- - $1,000,000.00 

$5,434,071.36 


1859 


Cash Capital, 


Surplus to Policyholders, 














145 years have marched across 
the arch of time since the 
founding of the Insurance 
Company of the State of Penn- 


sylvania on April 18, 1794. 


And the keystone in that arch 
has always been intelligent co- 
operation with the progressive 
agent to provide maximum 
protection, prompt settlement 
of claims, and continuous effi- 
cient service to the insurance 


buyer. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Herewith is a statement of loss under 


a mercantile U. & O. policy on a large 
stationery establishment worked out by 
\. Hinchman, one of the ablest adjusters 
in employ of the Bureau, which I men- 
tion to his credit and 
less experienced adjusters and special 
agents. Mr. Hinchman is a very modest 
man, and does not advertise himself, and 


for guidance for 


he is richly entitled to this praise from 
me. I have adjusted losses for over forty 
years and know the difficulties that beset 
an adjuster in the performance of his 
duties, both as to facts and figures and 
personal contact with human nature. In 
the figures which follow dollars only are 
used, cents, which do appear in the loss 
statement, being omitted. 


Statement of Loss 


ITEM NO. 1 OF FORM: 
Use and Occupancy Value and 
on assured’s records: 
Sales for 1938 
Inventory January 1, 1938 
Purchases 


Less inventory January 1, 


Cost of goods sold 


GROSS 


EXPENSES: 


Loss’ based 











ec eeuwods $40,493 
ata $14,168 
ae 25,390 
$39,558 
13,261 

ebreteeiteaah ates 26,296 

ee ded dean caret $14,197 


Continuing 





Charges 
Executive and managers’ salaries.......... $ 5,980 $ 5,980 
CPE UW ai. oss nce oes dc'cs eee ewes 1,724 
SUI oscar cies t clas pilates = es ous Kol meee 263 263 
FESR A Renee naw aen een renee 281 281 
Telephone and telegraph.................. 71 71 

a Ean eens 556 250 
RF BO RE ere eee 503 
Ee ar ee ae ee ee eee 1,241 
*Miscellaneous expense ..............0cce0e 584 584 
DECHEME ONE CASIABE. ..0 0.05 scccccvccccecees 320 
PEE isaac y cig viet cle cee eanel Ud lw een 259 259 
ON ON oe ha ae uleueasbaicSacis 409 409 
Taxes (building—part of rent)............ 1,395 
Depreciation on furniture and fixtures.... 602 14,192 
WOES TUE E ocd bwsipnciecdadisnriiwesss $ 4 4 
$ 8,104 
Ordinary payroll, insured under Item No. 2, 
increased in 1939 to $2,184 annually. 

ITEM NO. 1 OF FORM: Value Loss 
Use and occupancy value—gross profit... $14,197 
Less ordinary payroll... ....0..cccecscccs $ 1,724 
BPN ONIN NON oo ka cca sc dic soos nccuvecsmus 503 2,227 

$11,969 $11,969 

Insurance required 80%.... ‘ $9,575 
ee $8,000 
Period of suspension agreed at, 614 months 
Anticipated sales same as 1938 
Sales for 6% months from March 15 to 

DONCCMIET BO APC sickicdiscacdeccincences $19,041 
USE AND OCCUPANCY IS: 

$19,041 /$40,493 of $8,104.............. nee $ 3,810 $ 3,810 
UNDER OPERATION OF 80% CLAUSE, 

LIABILITY OF COMPANIES IS: 

$8,000/$9,575 of $3,810.................. $ 3,183 

ITEM NO. 2 

Payroll for 90 days 
$42 per week x 13 weeks................. 546 
Sales in temporary store estimated at $700 
DENOTE, Se ditde hola s wanrie wees es <oGle ED $ 2,100 
Gross profit 35% (1938)................6- 735 3,810 
Rent and light at $120............... $301 
a ee 906 
Loss ; $ 171 
Extra Expense 274 
LOSS, CONSIDERED AS PAYROLL 
3) eee aati aie detent $ 445 $ 445 
NE os nautica naa wercleaigre a aooee en's $12,515 $ 4,255 








FIRE RE-INSURANCE 


Treaty 
18 Washington Place 
Newark, New Jersey 


Facultative 

90 John St., New York City 
Pacific Reinsurance Bureau, Lid, 
114 Sansome Street, 
San Francisco, California 


eae 
Eagle Fire Insurance Company Baltica Insurance Co. Ltd, 
(New Jersey) (Denmark) 
U. S. Branch 





WILLIAM V. A. KEELER DIES 


Well Known Fieldman for Fidelity & 
Guaranty Fire Was 68; Widely 
Respected in Eastern Field 
services 
morning at the Church of the Heavenly 
Rest in New York City for William Van 
Amringe Keeler, state agent in northern 
New Jersey for the Fidelity & Guaranty 
Fire, who died Friday at 
Hospital after an illness of two weeks 
He was 68 years old and 
his widow, 
daughter, 


Funeral 


of pneumonia. 


is survived by 
and a 


Keeler, 
Keeler. 


Mr. Keeler was widely respected in the 
During his ten years 
with the Fidelity & Guaranty Fire his 
record served as an example of what can 
be done by an intelligent and 
working fieldman. Kindly, courteous and 


insurance field. 





were held Monday 


St. Vincent’s 


Write. 


Ellen Lee 
Florence G. 


Cash Capital, 


hard- 


able, he made many friends. 


Mr. Keeler was a member of a well 
known family. His grandfather was the 
well known Dean i 
lumbia College, and the Van Amringes 
were among the early Dutch settlers of 
His uncle was Alexander 
Stoddard of the New York Underwriters 


Manhattan. 


Agency. 


Born in New York Citv and educated 
schools, 
insurance with the New York Under- 
Later he was 
ferred from New York to Kansas. City, 
Mo., where he 
State Agent E. D. Marr. 
nection was with the Continental, cov- 


in public 


writers 


Agency. 


served as 


Van Amringe of Co- 


New York. 


Jersey. 


Mr. Keeler entered 
trans- 
Goose. 
assistant to 
His next con- 
ing in Montreal. 


Surplus to Policyholders, 


SINCE 1850 


OCW 


FIRE INSURANCE CO. 
OF HARTFORD, CONNECTICUT 


—— 





You'll have an active 
and practical interest 
taken in your welfare 
when you represent us, 


$2,000,000.00 
$15,190,811.89 





ering Virginia, West Virginia and the 
District of Columbia. 


Following _ this 


Mr. Keeler joined the Providence Wash. 
ington, his field being Pennsylvania and 
He resigned to return to 
the America Fore Group as special agent 
for the American Eagle in northern New 
In March, 1929, he joined the 
Fidelity & Guaranty Fire. 

Mr. Keeler was active in the New 
Jersey Special Agents Association and 


the New York City Pond of the Blue 
With the latter he served two 
terms as most loyal gander and in 192% 
was a delegate to the Grand Nest meet- 





Hem. Mo. 1..... 


Item No. 2 














Recapitulation 
Value Loss Insures 
ee ee err $11,969 $3810 $8,000 
REA Rae AURA aek eR ou eaenee 546 445 576 
$12,515 $4255 $8576 
Insurance and Apportionment 

Company Insures Pays 
Fireman’s Insurance.............-. $ 2,562 $ 1,084 
Jersey Tnsurance............0..cccecee 3,451 1,460 
Merchants Fire Assurance......... 2,562 1,084 
$8576 $ 3,628 











NOTE: Assured elected to open a store in a small space and was authorized to 


incur extra expense ($274). 


Subsequently, it developed that volume was not suffi- 


cient to reduce loss under policies and it would have been as well to consider loss 
total for period of suspension in which case continuing charges should be reduced 
by expense items marked (*), amounting to $1,093 and depreciation, amounting to 


$602, which is an arbitrary overcharge, be allowed as net profit. 


Selling expense, miscellaneous expense and heat and light are loaded with 


building items, etc., and 


charges would be $7,612 and the result would be as follows: 


$19,041/$40,493 of $7,612 = 
$ 8,000/$ 9,575 of $3,579 = 
CLAIM ON ITEM NO. 1 


$3,579 
$2,990 








if we consider selling expense as net profit, the continuing 
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Hatpin is Key to Time-Saving 
Data System of National Union 


Policyholders of the National Union 
Fire of Pittsburgh share in the savings 
of both time and money accomplished 
by a new system of compiling statistical 
and accounting data, declare officials of 
this Pittsburgh institution. This new 
system is known as the “keysort sys- 
tem” and was developed by P. J. Synor, 
the company’s statistician, 

By its use, Mr. Synor reports, the 
company not only saves a substantial 
amount of money each year but obtains 
useful information which isn’t econom- 
ical to obtain in other ways. 

And additional advantages are that 
overtime work by clerks in this depart- 
ment has been practically eliminated, es- 
sential data, needed for tax reports and 
year-end and monthly reports, is avail- 
able much sooner, and fire and damage 
claims can be handled much more quick- 
ly, which saves money for both the com- 
pany and its policyholders. 

So fast and accurate is this “keysort 
system,” according to Mr. Synor, that 
each day’s work is completed each day. 

January and February are “peak” 
months in the accounting and statistical 
department of every insurance company, 
due to the necessity for compiling tax 
data and the company’s annual report. 
Usually it was necessary for clerks and 
machine operators to work much over- 
time during this period. 

Hatpin Proves “Key” 

Key to this rapid accounting and sta- 
tistical work is a hatpin! With the aid 
of a hatpin one girl can sort as many 
as 40,000 cards an hour. 

The real magic, however, is in the 
cards themselves, the so called “keysort 





Entertainment Program For 


General Agents’ Convention 
Aside from the line-up of outstanding 


and prominent speakers, good entertain- . 


ment is being planned for those who 
attend the fourteenth annual convention 
of the American Association of Insurance 
General Agents at San Francisco June 
26 to 28. General Agent Philip B. Rich- 
ards, chairman of the entertainment com- 
mittee, announces the following attrac- 
tions: the feature event of the entertain- 
ment will be the dance and frolic on 
the ship “Showboat.” Other events in- 
clude a get-together party with dinner- 
dance and Hollywood floor show, scenic 
drive, Fireman’s Fund host luncheon. 
President L. B. Daniels of the associa- 
tion states: “We are looking forward to 
a great convention and a wonderful time. 
The opportunity will be afforded to at- 
tend also the annual meeting of the 
National Association of Insurance Com- 
missioners preceding that of our organi- 
zation, as well as to view beautiful 
Golden Gate International Exposition.” 


MISSOURI INSTITUTE ACTS 

The board of directors of the Insur- 
ance Institute of Missouri recently voted 
unanimously in favor of taking steps to- 
wards affiliation with the Insurance In- 
stitute of America, which maintains 
branches in leading cities of the coun- 
try. Walter C. Ploeser, president of the 
Insurance Institute of Missouri, has in- 
vited E. R. Hardy, secretary-treasurer of 
the Insurance Institute of America, to 
visit St. Louis and address the local or- 
ganization and to work out, if possible, 
details for the proposed affiliation. The 
Missouri Institute is now completing its 
second year. 


BAKER SUCCEEDS BARNETT 
Russell Baker, who has been special 
agent in the Wentz & Erlin general 








agency, Los Angeles, has been appointed 
special agent for the Loyalty Group, and 
will cover the metropolitan Los Angeles 
territory. He succeeds Paul V. Barnett, 
who has been transferred to the New 
York office of the group as special agent. 


cards,” which are “units of information.” 
From the basic information on hand, in- 
cluding policies, premium records and 
agency reports, girls in this department 
first write up the body of the card, and 
then put each card through an electrical- 
ly operated key punch, 

Holes punched along the sides of each 
card represent definite information com- 
mon to all the cards, such as the date, 
zone, class, location, term, kind and name 
of the reinsurance company. With the 
key-punch machine a girl nips out some 
of the holes, like a conductor punching 
a railroad ticket, so that each card be- 
comes a permanent record. 

This makes it possible for a girl to 
sort these cards quickly and accurately. 
When a certain record is desired, all the 
cards are bundled together, and with the 
aid of her hatpin the girl can sort them 
into any desired order. She simply runs 
the hatpin through the perforations in 
a group of cards. When she lifts her 
needle the cards remaining on the rod 
are the ones which have not been slot- 
ted at that point, and therefore do not 
contain the information sought. 

Continuance of this process along the 
entire edge of the cards makes it possi- 
ble to sort thousands of cards into any 
desired sequence—such as all of one date 
or year, or all relating to one location. 
Results of this sorting are collected on 
either master cards, ledger cards, or on 
journal records or other types of rec- 
ords. And gathering of this data can be 
accomplished either by mental calcula- 
tion or by using any type of adding or 
posting machine. 


H. T. HARDY SPECIAL AGENT 

Howard T. Hardy, San Francisco, has 
been appointed special agent of the 
Travelers Fire and the Charter Oak Fire, 
with headquarters at the Travelers San 
Franc'sco branch office. 








COMMISSIONERS MAKE PLANS 





Indications Point to General State Rep- 
resentation at Convention in San 
Francisco in June 
Insurance Commissioner Goodcell of 
California is general chairman for the 
National Association of Insurance Com- 
missioners’ annual convention in San 
Francisco next June. The first session 
will be held June 21, followed by com- 
mittee meetings and the Pamunkey 
Tribe of Real Indians ceremony in the 
evening. The annual dinner will be 
held the following night. The final 
meetings will take place June 23, accom- 
panied by entertainment features. June 
24 will be convention day at the Golden 
Gate International Exposition, for which 
a special program has been arranged. 
Present indications are that practically 
all states will be represented, also 
Alaska, Puerto Rico, Hawaii and Canada. 





Car Is Not Covered While 


Carrying Persons for Hire 


Action was brought on an automobile 
policy covering certain risks, including 
collision, but excluding liability “while 
the automobile is used as a public or 
livery conveyance for carrying passen- 
gers for compensation.” The car had 
been in an accident and badly damaged. 
Insured’s regular employment was _ that 
of a mill hand. He had taken out a 
livery or taxi license in order to use the 
car to carry for hire five of his co- 
workers in the cotton mill back and 
forth to work. On one occasion he had 
rented the car on the “U-Drive-It” Sys- 
tem and had been using it as a taxicab 
occasionally. At the time of the acci- 
dent he was going to a baseball game, 
and was transporting six persons to the 
game for compensation, thirty-five cents 
each. 

The South Carolina Supreme Court 
said, Smith v. Harmonia Fire of Buffalo, 
199 S. E. 698, that only one reascnable 
inference could be drawn from this tes- 
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timony, that at the time of the accident 
the car was being used as a public or 
livery conveyance for carrying passen 
gers for compensation, and that the ex 
clusion clause of the policy was a bar to 
a recovery thereunder. The insured tes 
tified that the compensation he received 
merely recovered the gas and oil. It was 
held, however, that, notwithstanding the 
amount of compensation received, insured 
was doing exactly what the policy guard 
ed against. Under the terms of the 
policy in this case, it was merely sus 
pended while the car was being used for 
carrying passengers. Judgment for plain- 
tiff was reversed and directed for de 
fendant. 


156,000 F aveners. Rncuned 
Against 1939 Wheat Loss 


The Federal Crop Insurance Corpora- 
tion has reported that approximately 
156,000 premium payments, representing 
about 6,400,000 bushels of wheat, had 
been received from farmers up to April 
29 for “all-risk” insurance policies on 
the 1939 wheat crop. April 29 was the 
final deadline for receipt of premiums 
on the 1939 policies. 

Examining the results obtained in the 
first nation-wide test of a crop insur- 
ance program, Leroy K. Smith, manager 
of the corporation, estimates that farm 
ers in thirty states have insured more 
than six and one-half million acres of 
wheat land for 64,000,000 bushels of pro- 
duction. He emphasized, however, that 
these were preliminary estimates, since 
complete returns cannot be measured 
until all premium payments have moved 
in from county offices for tabulation. 

The wheat crop insurance program, 
under which growers may insure either 
50 or 75% of their average yield against 
all unavoidable risks, was introduced last 
Fall when Winter wheat growers were 
given an opportunity to make applica- 
tions for insurance on their 1939 crop 
Premiums totaling 3,126,000 bushels were 


paid by Winter wheat growers. In the 
Spring wheat belt, where the payment 
period ended April 29, early reports 


show that 47,000 growers have paid in 
3,360,000 bushels of premiums. Although 
growers have had the option of insuring 
either 50 or 75% of their average vield, 
more than 90% of the policies have been 
written for the larger coverage. 





State Fire Fuad Being 


Considered in Illinois 
The executive committee of the Tllin 
ois House of Representatives has named 
a sub-committee to investigate and re 
port on the desirability of creating a 
state fire insurance fund to insure public 
schools and other public buildings. 
The committee was appointed as a re 





sult of house resolution No. 23 by State 
Representative Leo Crowley of Peoria, 
who is its chairman. The other mem 
bers are James Boyle and Peter Gra 


nata of Chicago, Reed Cutler of Lewiston 
and William Vicars of Pontiac. The 
committee’s appointment is the result of 
increase in insurance premiums on public 
schools and public buildings since the 
insurance code passed by the last ses 
sion of the Illinois General Assembly, 
eliminated competitive bidding, 
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Dismissal of Cargo 
Claims Held Wrong 


COURT OF APPEALS, MANDU CASE 


Articles of Brussels Convention Not 
Against Public Policy; Right to 
Interpose That Rule 


The Second Circuit Court of Appeals, 


in the case of the Mandu, 102 F. 2d 459, 


has reversed the decree of the Federal 
District Court for Eastern New York 
(21 F. Supp. 372) dismissing the claims 


of insurers of cargo lost when the Den- 
a German steamer, sank in Bra- 
zilian waters at the port of Santos on 
July 31, 1929, after a collision with the 
Brazilian steamer Mandu. 


derah, 


In June, 1930, Great American, as as- 
signee of certain foreign insurance com- 
panies, Braid ht a libel in rem against 


the Mandu in the Federal District Court. 
The owner of the Mandu then brought 
a proceeding for limitation of liability, 
in which the present proceeding is the 


latest step. The case came on for trial 
in May, 1937. The District Court, on 
motion of the petitioner, dismissed the 
claim of the Great American (20 F. 
Supp. 820). It held that claims must be 
filed by the real party in interest; that 
the proof showed that the Great Ameri- 
can was not the real party in interest 
and did not own the claims, no value 
having been paid for the assignments. 
But the court refused at that time to~ 
permit the petitioner to withdraw the 
petition. On the contrary, it extended 
the time for filing claims to October 1, 
1937, so that those whom it deemed the 


real parties in interest might file claims. 
Some ninety claims were then filed for 
an aggregate $384,000, the claimants be- 
ing in the main German insurance com- 


panies which had purported to assign 
their claims to the Great American. 
These claims the court later dismissed 
on the ground of laches (21 F. Supp. 
372). There being then no claimants 
in the case, the district court entered 


final decree permitting the petitioner to 
withdraw the petition and dismissing the 
case. 

Brussels Convention Invoked 


and the 
assigned as error 
their claims and the 
granting of leave to the petitioner to 
withdraw the petition. They also as- 
signed as error the order overruling ex- 
ceptions by the Great American to the 
petitioner’s pleading of the rule of lia- 


The Great American later 
claimants, on appeal, 


the dismissal of 


bility in collisions laid down by the 
Brussels Convention. 
By the present decision the district 


court’s decree is reversed and the case 
sent back for decision on the merits be- 
tween the petitioner and the Great Amer- 
ican. The case was heard before Circuit 
Judges Augustus N. Hand and Chase 
and District Judge Patterson. The 
grounds given by the Circuit Court of 
A ppeals in its opinion, by District Judge 
atterson, are as follows: 

“The Great American proved owner- 
ship of the two claims on which evi- 
dence was offered [these claims were 
assigned by the Assekuranz Union and 
the Wartenberg Insurance Company to 
the Great American] and the court be- 
low erred in throwing it out as an in- 
truder. It may be that the mere fact 
that an underwriter has paid its propor- 
tionate share of a loss as one of a group 
of underwriters insuring an owner of 
cargo does not give it standing to file a 
libel against a vessel said to have caused 
the loss or to file claim in a limitation 
proceeding commenced later. Fairgrieve 
v. Marine Ins. Co., 8 Cir. 94 F. 686. But 
the Great American proved that owners 


on the Denderah had as- 


of cargo lost 
signed to it their 
Mandu by instruments 
absolute in terms. 

“Tt cannot be doubted that as between 
the assignors and the Great American 
the latter held legal title to the claims. 
Payment to the Great American or re- 
covery by it would be a bar to subse- 
quent suit by the assignors. In non- 
marine causes a person who takes legal 
title to a claim by outright assignment 
is deemed the real party in interest and 
is entitled to maintain suit in his own 
name, and it makes no difference that 
he is merely collecting for the account 
of the assignor. The practice in ad- 
miralty is the same, The Rupert City, 
D. C., 213 F. 263, and so far as we know 
the title of one who holds an outright 
assignment from the original owner of a 
demand or claim has not been questioned 
until the present case. The court below 
seems to have put its decision on the 
fact that the assignments were made for 
purposes of collection. That fact is of 
no significance as far as concerns the 
title of the assignee to the claims.” 


against the 
assignment 


claims 


of 


No Common Home 

On the question of the district court’s 
jurisdiction of the case the court said 
that for jurisdictional purposes the case 
might be treated as one where the ad- 
versaries were German shippers on the 
one side and a 3razilian ship on the 
other, in view of the fact that the Great 
American was not the original owner of 
any claim but was only subrogate and 
assignee of foreign shippers and insurers. 
“On such a basis the foreigners inter- 
ested were of different nationalities ; they 
had no common home to which they 
might be sent to try their case; no 
agreement had been made that litigation 
be carried on in a particular country. 
Under these conditions it would have 
been unusual to have declined jurisdic- 
tion even at an early stage. But later 
other factors came into the situation. 
By the time the suit was dismissed so 
many years had elapsed that neither the 
shippers who lost cargo on the Den- 
derah nor the Great American which 
succeeded to their claims could have 
brought suit anywhere else. The colli- 
sion occurred eight years earlier. A re- 
jection of the case in 1937 on discre- 
tionary jurisdiction meant that the Man- 
du got off scot-free, whatever the right 
or wrong of the collision. Both sides 
had gone to great expense. The peti- 
tioner had put up sccurity. The suit 
had actually been tried on the merits, 
though not decided. A discretionary 
relinquishment of jurisdiction at that 
time because of foreign interests was 
unquestionably beyond the bounds of the 


discretion reposed in the court of first 
instance.” 
Nearly All German 

The court said the petitioner could not 
have been misled in failing to press the 
court to decline jurisdiction when the 
original libels were filed by “false and 
misleading” allegations in the libels con- 
cerning the Great American’s acquisition 
of claims. It could not have read the 
lists of shippers and insurance compan- 
ies given in the libels without realizing 
that nearly all of them were German. 

The Mandu’s liability, the court held, 
“is determined by Brazilian law; the ex- 
istence of the liability will in no event 
exceed what is proper under the Brus- 
sels Convention [to which both Germany 
and Brazil are parties], the rules em- 
bodied in that Convention being part 
of the law of Brazil and the particular 
article here involved, Article 4, clearly 
relating to right rather than remedy, and 
the Mandu’s right further to limit lia- 
bility, if any, will be decided according 
to our own statutes on the right of 
shipowner to limit his liability. * * * 

Not Against Public Policy 

“The petitioner therefore had the right 
to interpose the Brussels Convention 
when beset by claims of cargo on the 
Denderah, and the court below did not 
err in overruling the claimant’s excep- 
tions” to the petitioner’s pleading of the 
Convention. 

“It will not do,” the court concluded, 
“to say that the articles of the Conven- 
tion are against our public policy. While 
our own law lays down different rules, 
‘we are not so provincial as to say that 
every solution of a problem is wrong be- 
cause we deal with it otherwise at home.’ 
Loucks v. Standard Oil Co., 224 N. Y. 99, 
111, 120 N. E. 198, 201.” 


Marine Office Sales Aids 


Attract Favorable Comment 


Some of the more attractive sales { Id- 
ers currently appearing are those being 
issued by the Marine Office of America, 
New York. wo recent ones dealing 
with yacht insurance and the personal 
property floater carry suitable illustra- 
tions beautifully colored and have cre- 
ated considerable favorable comment. Su- 
pervising the fine art work and general 
preparation of these sales aids is W. C. 





Rhoades, in charge of advertising and 
sales promotion. Mr. Rhoades is the 
talented son of the likewise talented 
Sumner Rhoades, manager of the East- 


ern Underwriters Association. 





REPLACEMENT FOR PARIS 

Addressing the Anglo-American Press 
in Paris recently, M. Olivier, a director 
of the French Line, announced that the 
company would shortly lay down a new 
transatlantic liner to replace the Paris, 
recently destroyed by fire. The new 
vessel will be of the Champlain type and 
not a sister to the Normandie. She 
will have a cruising speed of 28 knots. 





Amends War Risks Rating Schedule 


The Institute of London Underwrit- 
ers announces that the war risks ratine 
committee has agreed on a number of 
alterations to the schedule of minimum 
rates for covering the risks of war and 
strikes, riots and civil commotion, which 
do not come within the scope of the 
war risks cargo pool. Two amendments 
have been made in the preamble, the 
paragraph referring to transhipment has 
been altered to read “Transhipment on 
through bills of lading may be covered 
without additional premium,” and_ the 
paragraph “No reductions for vessels al- 


ready sailed” now reads “The schedule 
rate for any voyage may not be reduced 
even should part of the voyage have 


elapsed at the time the risk is accepted 
by underwriters.” 

A rate of thirty-five shillings per £100 
has been agreed for both homeward and 
outward voyages between the United 
Kingdom and/or Irish Free State and/or 
Continent and South and East Africa 
via the Mediterranean. The additional 


premium of £1 per £100 for voyages 
through the Mediterranean is included 
in that rate. 

The following note has been added to 
the section dealing with voyages to or 
from the East: “For voyages from Alex- 
andria eastward via Suez and vice versa 
10s. additional may be charged instead 
of the Mediterranean additional of 20s.” 
Under the section covering local and 
miscellaneous voyages the classification 
for French Mediterranean coasting voy- 
ages has been amended to read: “French 
Mediterranean Coasting (including Cor- 
sica) ex North Africa.” The rate of 
premium remains unaltered at 10s. per 


The war rating committee also an- 
nounces that merchandise shipped from 
East Africa to the Pacific Coast of North 
America via Hongkong will be subject 
to a minimum premium of 25s. per £100, 
but if the merchandise is transhipped the 
— premium will be £1 7s. 6d. per 
100 
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Spanish War Marine 
Losses Are $35,000,000 


NUMBER OF CASUALTIES 2 


255 Losses Arose From Air Attack and 

Only 39 From Torpedoes and Mines; 

89 We-e Total Losses 

Conclusion of the Spanish civil war 
has enabled Carl Christensen of Copen- 
hagen to issue a final statement showing 
the aggregate damage caused to ship- 
ping as a result of the conflict. 

The total number of casualties was 
294, involving a gross registered tonnage 
of 237,641, of which eighty-nine were 
total losses and 205 cases of partial 
damage. By far the commonest cause 
of loss was air attack, and 255 casualties 
arose from this cause, compared with 
only thirty-nine by torpedo, gunfire or 
mine. In the case of air attack, how- 
ever, only fifty-eight of the casualt‘es 
resulted in total losses, whereas in the 
torpedo, gunfire and mine category thir- 
ty-one of the casualties became total 
losses. The latter category also in- 
cluded the larger vessels, for a gross 
tonnage of 100,941 tons was involved by 
the thirty-nine casualties, as compared 
with 136,700 tons by the 255. aircraft 
losses. 

It is stated that most of the air at- 
tacks occurred while vessels were enter- 
ing or leaving Spanish ports, and as 
these services were maintained largely 
by British ships the casualty loss shows 
heavily against the United Kingdom. In 
all 192 casualties with a gross tonnage 
of 70,083 were caused to British shipping 
by aircraft attack, while the total Brit- 
ish losses from all causes numbered 195 


at a gross tonnage of 77,957. Only 
Spanish losses involved a greater wast- 
age in tonnage, owing to heavy losses 


by torpedo and gunfire, so that although 
Spanish losses amounted to only fifty- 


five in number the tonnage amounted 
to 117,516 
Values involved through cargo and 


freioht by these casualties have not as 
vet been ascertained with exactitude but 
Mr. Christensen estimates the recorded 
losses at $22500,000, with an addition 
of $7,500.000 through capture or confisca- 
tion, 


$35,000,000 





making up a substantial total of 
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Spottke Tells of 


In his talk before the Casualty Under- 
writers Association of Cleveland last 
week A. E. Spottke, manager of the au- 
tomobile department, National Bureau of 
Casualty & Surety Underwriters, gave 
his audience a picture of the bureau’s 
research activity which led up to its re- 
cent announcement of the new private 
passenger rating plan based on non-busi- 
ness use, mileage and age factors. Mr. 
Spottke is scheduled to talk on the same 
subject before the annual convention 
Mav 26 of the Oklahoma Association of 
Insurors at Tulsa. And since agents are 


Studies Which 
Led Up to New Auto Rating Plan 


able decrease in 1938 over 1937 and the 


favorable trend continued for the first 
four months of 1939.” The bureau is also 
convinced that its plan is “a reasonable 
refinement in the method of classifying 
private passenger cars and that it should 
be productive of satisfactory results both 
from the standpoint of redistributing the 
cost of insurance and in tapping the 
great market of motorists heretofore not 
reached by the bureau companies.” 
Results of Two Group Studies 
The speaker then revealed the results 
of two group studies made by the Na- 








The Week’s Auto Rate Developments 


The automobile liability rate situation in mid-West states held close attention 
this week and developments are highspotted as follows: 

1. Opinion of Indiana Attorney General Jackson that the safe driver reward 
plan is illegal and his opinion that the state insurance department has authority to fix 


rates to be charged by insurance companies. 


Both opinions grew out of Commis- 


sioner Newbauer’s refusal May 9 to make effective the National Bureau’s new ratiny 


program. 


Under pressure from independent companies, Mr. Newbauer this week 


ordered a flat 20% rate reductions on all private passenger cars regardless of use; 


also disproved Class A-1 and the S.D.R.P. 


This followed last week’s hearing before 


him at which A. E. Spottke of the bureau testified. 
2. Watching the Indiana situation closely Illinois’ insurance director, Ernest 
Palmer, puzzled over the rate filings of some sixty companies, most of which follow 


the bureau plan. 


Nearer to a settlement was the Minnesota auto rate issue as the week closed. 


\n entirely new rating set-up may be announced. 
The Governor is said to be interested. 


approval of all plans filed with him. 


Commissioner Yetka withheld 
Local 


agents in the meantime are chafing under the delay. 
4. Three more states have put the bureau plan into effect—Kansas, Oregon, 


New Mexico. 


5. Under pressure from its members the National Association of C. & S. 
\vents has been urged to get the commission on automobile business increased 


from 21 to 25%. 


It was cut to 21% when, the S.D.R.P. became effective last year. 


The new program of the bureau, some agents fear, means loss of commission 


income. 


Others are taking up the slack by pushing new lines. 
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clamoring for information in those states 
where the new plan is in use his re- 
marks will receive close attention. 

In Cleveland Mr. Spottke emphasized 
that the bureau’s move was not made on 
the spur of the moment but that it rep- 
resented a logical refinement in the rat- 
ing of automobile liability insurance for 
private passenger cars. Months of study 
were given to the program before its 
details were made known. Earlier this 
year the bureau met with a representa- 
tive committee of producers who were 
urged to express their views freely on 
the automobile insurance rate problem. 
As might be expected, the ideas men- 
tioned ran almost the entire gamut of 
views expressed over the past several 
years. Mr. Spottke said the bureau was 
grateful to the agents for their counsel. 
Precautions Taken to Prevent “Leaks” 


The bureau’s special executive com- 
mittee on automobile insurance held nu- 
merous conferences following this meet- 
ing with the producers, perfected the 
new rating program and received ap- 
proval of it at a specially called meeting 
f the bureau’s full membership. Pre- 
‘autions were taken to prevent “leaks” 
€ premature announcement of the new 
plan. In this connection Mr. Spottke 
explained that a few weeks previously 
the drive other car coverage announce- 
ment of the bureau apparently had been 
anticipated by some of its competitors. 

1s placed member companies in a de- 
termined mood to prevent recurrence 
of such “leaks,” so far as the introduc- 
tion and development of new ideas can 
be controlled. 

Psychologically the time was ripe for 
the introduction of the new rating plan,” 
Mr. Spottke said. “Automobile accidents 
and fatalities nationally showed a size- 


tional Bureau which indicated the wis- 
dom of charging a lower premium for 
non-business use cars. Through the co- 
operation of member companies in an- 
alyzing on a policy by policy basis the 
experience of more than $6,500,000 in 
premiums on business and non-business 
use cars in four states—Connecticut, New 
Tersey, Pennsylvania and Illinois—it was 
learned that non-business use cars had 
a loss cost 26% under business use cars. 
More than $1,000.000 of this premium 
volume represented business use cars. 


In another groun of states—Californin. 
Indiana and New York—in which a vol- 
ume of $21,500.000 was involved, the bu- 
reau’s research revealed that the non- 
business use cars had a loss cost 23% 
less than the business use cars. 

Further checking its contemplated 
move the bureau analyzed the results of 
non-bureau companies which were using 
occupational, business and non-business 
use plans. “We found that these re- 
sults over a period of years demonstrat- 
ed satisfactory experience both from the 
standpoint of volume of business and un- 
derwriting results notwithstanding the 
substantially lower rates these compan- 
ies charged.” the speaker said. Contin- 
uing: 

“We measured these results in the 
light of the volume of business written 
by bureau companies in the so-called 
‘open states.’ In many of them our com- 
nanies write only a fraction of the total 
business. The obvious conclusion from 
this comparison was that our experience 
in these states is not absolutely reliable 
as to the correct manual rate. In the 
‘open states’ the problem in this respect 
is entirely different from that in the 
rate regulated states where the total ex- 

(Continued on Page 34) 
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New Cost Rules for Cook J. C. Smith, Surety Expert, 


County, Illinois, Adopted 
ACQUISITION CONFERENCES VOTE 


Effective at Once as to Future Appoint- 
ments; Cos. Get Until Midnight Sept. 
30 to Adjust Present Representation 


After months of negotiations and con- 
ferences with producers the Acquisition 
Cost Conferences for both casualty and 
fidelity-surety business adopted new rules 
and regulations governing production 
cost in Cook County, Ill. This action, 
taken by both conferences at a meeting 
in New York City, came as a result 
of the membership’s consideration and 
approval of recommendations made by 
the special committee of executives which 
has been giving close study to the situ- 
ation. Their aim was to make recom- 
mendations for any rule or procedure 
changes necessary to make the confer- 
ences effective. 

The new rules are effective immedi- 
ately as to future appointments, Chair- 
man E. J. Schofield said this week, and 
become effective as to existing repre- 
sentation at midnight on September 30, 
1939. This means that no new commit- 
ments will be made in violation of the 
rules as adopted and that all member 
companies will make such adjustments 
and corrections as may be_ necessary 
prior to midnight September 30. The 
new program, as approved, follows: 


Casualty Stipulations 


Production cost rules for casualty in- 
surance in Cook County provide that 
each company may maintain general 
agents or branch offices, or both, pro- 
vided the aggregate of such representa- 
tion does not exceed three in number 
at any one time for any one company. 
The general agent must maintain an 
office, pay all expenses thereof, and shall 
receive no form of remuneration or ex- 
pense therefor other than his general 
agency commission. He may, however, 
be granted a profit-sharing agreement as 
provided in the national acquisition cost 
rules. He is not permitted to be housed 
in the office of any company nor to have 
more than one address in Cook County. 
The general agent must devote his time 
principally to soliciting, writing, servic- 
ing business. He must file with the 
conference a pledge to observe all its 
rules. 

_Service offices as described in the na- 
tional rules count against the quota of 
general agents and branches for the 
State of Illinois but not against the 
quota of general agents and_ branches 
permitted each company in Cook County. 
Office agents may be maintained in con- 
formity with paragraph A, article IX, 
national rules, and shall receive commis- 
sions not exceeding those indicated in 
article VII. All other producers shall 


receive commissions stipulated in article 
age 35) 


(Continued on 





Made Travelers Ind. Sec’y 


SMITH 


JAMES C. 


James C. Smith, formerly American 
Surety manager in Detroit who has spent 
his entire career in the bonding field, 
Was appointed secretary of the Tray 
elers Indemnity on Monday at the regu 
lar monthly meeting of the board. of 
directors. His appointment, announced 
by President L. Edmund Zacher, is gen- 
erally regarded in bonding circles to 
mean. that the Travelers is definitely 
making its plans for the writing of fi 
delity and surety lines. This move was 
forecast in the April 28 issue of The 
Eastern Underwriter. 

Mr. Smith started his career in the 
Salt Lake City office of the American 
Surety. He subsequently became assist 
ant manager of that office, was then 
transferred to Denver as manager, and 
in 1932 became manager in the Detroit 
office, from which post he resigned re 
cently to join the Travelers, starting his 
new duties in June 

Actuaries in Session 
The Casualty Actuarial Society, 
| meeting today in Hotel Biltmore, New | 

York, will start off its program with 

the presidential address entitled “The 

|Casualty Actuary,” by Francis S 

Perryman, Royal and Eagle Indem 

nity secretary, who is president. this 

year. Another formal paper to be 
presented is by N. MM. Valerius, 

Aetna Life, on “Additional Index 
| Numbers of Compensation Insuranc« 

Rate Levels.” In the afternoon the 

actuaries will survey present methods 

of premium and loss reserves for cas 

| ualty and bonding lines. 








Improvements in Standard Auto Policy 
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Announced by National Bureau 


Most Important Changes Are Territorial Extension, Trailer 
Coverage and Broadening of “Commercial” Definition 
at No Increase in Rates 


To meet new needs of car owners 
through broader protection at no ad- 
vance in rates, the National Bureau of 


Casualty & Surety Underwriters an- 


nounced on May 15 substantial revision 


of the national standard policy pro- 
visions for automobile liability insur- 
ance. Revisions similarly were = an- 
nounced in the policy for garage lia- 


bility. 

The revised provisions affect both the 
capital stock companies belonging to the 
bureau and the mutual company mem- 
bers of the American Mutual Alliance. 
Both organizations have advised their 
member companies that the changes 
might be put into effect any time after 
May 15, but that they must be enforced 
prior to November 1. 

In the case of the capital stock com- 
panies, the new benefits are in addition 
to substantial rate reductions which re- 
cently became effective in a large num- 
ber of states, and the further lowering 
of insurance costs through the safe 
driver reward plan, in the states where 
it has been approved. 

No Rate Increases 


Three of the changes are of particular 
public interest because they afford in- 
creased protection under automobile lia- 
bility coverage without any increase in 
rates, as follows: 5 

Territorial Extension. The policy has 
been broadened to cover an insured auto- 
mobile while it is “within the United 
States of America, Canada or New- 
foundland, or while on a vessel between 
ports within suid territory.” Previously 
the car was covered only while it was 
in the continental United States (Alaska 
excepted), Canada, or on a “coast-wise” 
vessel. Thus coverage is now extended 
to include all United States possessions, 
and on a vessel in transit through the 
Panama Canal or between the conti- 
nent and island possessions of the 
United States. 


Trailers and Commercials 


The definition of 
“automobile” has been amended to in- 
clude “a trailer other than a trailer 
home, while used exclusively for per- 
sonal, pleasure or family purposes, other 
than business purposes, with the auto- 
mobile classified . as ‘pleasure and 
business’.” This means that the policy 
now automatically affords trailer protec- 
tion for such strictly personal, pleasure 
and family purposes as the average in- 
sured requires, without additional charge. 
Commercial Use. The definition of 
“commercial” has been broadened to per- 
mit the occasional use of an _ insured 
commercial car “for personal, pleasure, 
family, and other business purposes,” 
without additional charge. Heretofore 
commercial car protection applied only 
while the car was used in direct connec- 
tion with the insured’s business or busi- 
ness occupation. The change, therefore, 
is far-reaching. While the car must be 
used principally in the business of the 
insured, protection is extended materially 
to cover the occasional additional uses 
named above. It is important to point 
out that this not only permits use of 
the insured commercial car for family 
and pleasure purposes, but also for oc- 
casional business use outside of the in- 
sured’s own business. When the car is 
used for family and pleasure purposes, 
coverage of the passenger hazard is 
limited to eight passengers, this being 
regarded as a reasonable number. 
Drive Other Car Cover 
In addition, the revised national stand- 
ard policy now automatically includes 


Trailer Coverage. 


by endorsement “Drive Other Private 
Passenger Automobile” coverage recently 
announced by the bureau. This coverage, 
which also is provided at no additional 
cost, protects the owner of a private 
passenger automobile against liability 
while operating or riding in another 
automobile. This protection also covers 
the owner’s spouse. 

With regard to garage liability, the 
policy has been revised to include the 
territorial extension provision. The defi- 
nition of “insured” therein has been clar- 
ified with respect to extension of cover- 
age to persons other than the insured 
corporation or partnership. Many purely 
editorial changes for the purpose of 
clarification have been made in the policy 
as regards both automobile and garage 
liability. . 

Protection Improved 


“Companies in this revision,” said E. 
W. Sawyer, authority on policy forms 
and attorney of the bureau, “are proud 
to point out that each of the changes 
improves the protection afforded the pur- 
chaser of automobile liability insurance. 
The successful completion of this work 
is an outstanding example of cooperation 
between insurance companies in the in- 
terest of the public, insurers and pro- 
ducers. 

“Promulgation of the national stand- 
ard policy provisions, four years ago, 
ended unproductive competition between 
companies and producers over varying 
methods of.stating the same intent; re- 
solved doubts with respect to protection 
to which the insuring public is entitled 
for the premium paid, and effectively 
ended the use of provisions narrowly re- 
stricting coverage. Another important 
feature of the standardization plan was 
the appointment of a committee charged 
with the duty of constant study and 
periodical revision of the standard pro- 
visions. 

“Now we have completed the first re- 
vision, the benefits of which are in the 
public interest by providing wider pro- 
tection at no additional cost and further 
simplifying policy intent. These revisions 
are the result of long study of court de- 
cisions, changes in conditions affecting 
the use of automobiles, the needs of the 
automobile owner, and the experience of 
the companies using the standard pro- 
visions.” 





STATE FUND OPPOSED 


Dallas Chamber of Commerce Against 
Workmen’s Compensation Proposal 
and Pension Plans 


Resolutions expressing opposition to 
both the Texas state fund for workmen’s 
compensation insurance and the proposed 
state tax on insurance premiums for 
creation of a permanent pension fund 
for policemen and firemen, have been 
adopted by the Dallas Chamber of Com- 
merce. 

The resolution declares that the mo- 
nopolistic state fund plan would “place 
the state government in the business 
of insuring against compensation risks 
and would drive from the state all Texas 
and other companies engaged in the com- 
pensation business.” The organization 
opposes the creation of the pension funds 
out of the proceeds of tax levies on 
certain classes of insurance premiums, as 
involving discrimination against the buy- 
ers of insurance, and in the case of the 

; , . 
policemen’s proposal, against policemen 
in cities of less than 75,000. 

It is believed that both these proposals 
are dead insofar as the present legis- 
lative session is concerned. 





Bureau Makes Changes 


In Liability Practice 
OWNERS, LANDLORDS, TENANTS 


Complete New Manual for Those Classes; 
Many Changes Designed to Be of 
Benefit to Producers 


The National Bureau of Casualty & 
Surety Underwriters has announced im- 
portant changes in connection with own- 
ers, landlords and tenants liability insur- 
ance effective immediately. Outstand- 
ing among the changes are: 


1. Revision of rates on a country-wide 
basis, except in Oregon. 

2. Substantial reduction in 
for excess limits coverage. 

3. Wider coverage at no additional ex- 
pense for residences, estates, farms 
and personal liability. 

4. Publication of a separate and com- 
pletely self-contained manual for 
owners, landlords and tenants bodi- 
ly injury and property damage lia- 
bility insurance. 


charges 


The rate revisions represent both in- 
creases and reductions in rate levels, 
according to territory and classification 
of risk. More than 100 classifications 
are affected, including apartment, tene- 
ment, boarding and rooming houses; 
mercantile and office buildings; churches, 
clubs, hotels, schools, stores and hos- 
pitals, and residences, estates and farms. 
It is the first general revision of rates 
for owners, landlords and tenants bodily 
injury liability insurance since 1936, and 
in New York State since 1934. The 
changes are based upon a very substan- 
tial volume of experience covering a 
period of five years. 


Bodily Injury Changes 


Rates for bodily injury coverages have 
been increased in some territories, de- 
creased in others, and left unchanged 
in the remainder. Property damage 
rates and minimum premiums, however, 
have been reduced substantially in all 
territories and on all classifications of 
coverage. The reductions in charges for 
excess limits coverage apply only to 
bodily injury protection and are suffi- 
ciently substantial to have some favor- 
able effect on increases in base rates 
for this line. 

Also important in considering rate 
changes is the bureau’s announcement 
that the “frontage element” has been 
eliminated entirely in a large number of 
classifications. Heretofore rating of 
risks under owners, landlords and _ ten- 
ants liability insurance was based upon 
total area of the structure insured and 
its street frontage. The frontage ele- 
ment has been eliminated, however, from 
all but eight classifications, such as 
apartment and tenement houses, hotels, 
department stores, office buildings, etc. 


Relation to Rating Questions 


The broader coverage which is now 
afforded with both bodily injury and 
property damage coverages for resi- 
dences, estates, farms and personal lia- 
bility also may be considered in relation 
to rating questions. The following pro- 
tection, which heretofore could be had 
for additional premium, is now auto- 
matically included at no additional cost: 
garages and stables located on the same 
premises as the principal residence and 
occupied in part for dwelling purposes 
by the insured, his guests, or servants, 
and not used for business purposes; 
garages and stables located away from 
the premises of the principal residence, 
but not used for dwelling or business 
purposes; the construction of additional 
buildings, and structural alteration of, 
additions to or demolition of existing 
buildings included under the classifica- 
tion, provided that such work is per- 
formed on the insured premises and does 
not change the identity of such premises 
as respects the occupancy contemplated 
by the classification. 

No Additional Premium 

The personal liability coverage is 

widened even further. In addition to the 
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above, the coverage allows Sarages anf 
stables located away from the Premises 


upon which the principal residence ; 
situated to be occupied in part for dwel. 
ing purposes by the insured, his gues, 
or servants, but not by others and a 
not be used for business purposes. Th 
coverage is also extended for the . 
bility of the insured while residing ten, 
porarily in premises not owned by the 
insured, These benefits, which previous. 
ly required additional premium, are how 
included without charge. 
Benefits of Separate Manual 


The publication of a completely ney 
and separate owners, landlords and ten. 
ants liability manual is particularly jm. 
portant to agents and producers. Here. 
tofore such coverages were included in 
the general manual of liability  ingyp. 
ance. The new separate manual also jp. 
cludes residences, estates and farms 
which previously were entered as a sep. 
arate section in the general manual, The 
new manual is expected to simplify the 
work of producers seeking reference and 
other necessary information in connec. 
tion with owners, landlords and tenants 
insurance. 

A number of new rating territories 
have been established. This has been 
done where the volume of business and 
other conditions warrant rate differen. 
tials and is in continuation of the policy 
of the bureau to make rates to fit the 
risk. Some large cities have been estab- 
lished as new territories, and in New 
York State outside of Greater New York 
City, the smaller cities under 40,000 popu- 
lation have been separated from the 
larger cities for rating purposes. 

In addition, many editorial changes 
have been made in underwriting rules 
and classifications for purposes of clari- 
fication. The same reduced excess limits 
charges newly effective for owners, land- 
lords and tenants bodily injury liability 
have been adopted also for owners and 
contractors protective insurance. 





Standard Statistics Views 
1938 Casualty-Surety Gains 


Standard Statistics Co., Inc. in a cur- 
rent analysis of casualty-surety companies 
makes the following comments on_ the 
past year’s results in this field: 

Premium volume of insurance com- 
panies in the casualty-surety field in 
1938 was only 2% below 1937, despite 
the low level of industrial activity (es- 
pecially in the first half of 1938) and 
rate reductions. The decline was less 
than for fire insurance companies, partly 
because the casualty companies encoun- 
tered few rate reductions until late in 
the year. Since casualty-surety losses 
continued at a low level, the net results 
were distinctly favorable. 

Longer term growth potentialities are 
greater in the casualty field than in 
either the fire or life insurance lines. 
For example, it has been estimated that 
about 20,000,000 cars in this country 
(more than 70% of those registered) 
carry no bodily injury or property dam- 
age insurance. The proportion should 
be reduced by the trend toward some 
form of compulsory insurance. Addi- 
tional rate reductions may well be offset 
by resultant increased volume. Rates 
on many of the other lines written con- 
tinue to allow good profits under cur- 
rent conditions. Thus, prospects are for 
reasonably well-maintained underwriting 
profits. 

Although the average casualty-surety 
company writes a large volume of bust 
ness in relation to its capital funds, the 
resulting leverage is offset by decidedly 
conservative investment policies. In fe- 
cent years, many of these companies 
have further increased holdings of Gov- 
ernment securities and other high-grade 
investments, while average common stock 
positions have been reduced from overt 
20% of assets in 1933 to about 11%. As 
a result of these conservative moves, 48 
well as the general increase in resources, 
net investment income, in many cases, 


was higher in 1938 than in 1937. 
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so : 
Michigan Legislates 
On Group Insurances 


HOSPITALIZATION IS INCLUDED 


+.» Casualty’s Plan Exempted From 
a<' Provisions; General Operat- 


ing Method Set Up 





A fairly comprehensive legislative 
program for various forms of so-called 
health insurance has been enacted by 
the Michigan legislature and awaits the 
governor's signature. ? 

“A new and distinctly constructive act 
is provided to regulate and define Group 
health and accident, including hospital- 
zation cover, both for families and for 
other groups, as supplied by regular in- 
surance carriers. This measure was 
drafted by representatives of the Health 
& Accident Underwriters Conference in 
collaboration with Insurance Department 
oficials and its sponsor, Senator Ham- 
mond, chairman of the senate insurance 
committee. There has been no legal 
basis for writing Group insurance other 
than life. Groups under the new law 
may be considered any ten or more per- 
sons affiliated for purposes other than 
that of purchasing insurance. Families, 
in addition, may be considered groups 
for hospital insurance purposes. Pro- 
visions are also included for filing policy 
forms and plans of operation with the 
Department for approval. Industrial 
sroups, in the form written by the 
Hoosier Casualty as a cheaper substitute 
for workmen’s compensation cover, is 
exempted from the act’s provisions as 
a result of compromises growing out of 
a senate hearing on the bill. 

Non-Profit Associations 

Also enacted are measures legalizing 
creation of non-profit corporations to 
provide hospitalization and __ medical 
services, respectively. The Michigan 
Hospital Association and the Michigan 
State Medical Society are sponsors of 
the measures and they had strong legis- 
lative support. Their proponents delayed 
action for some time on the bill affect- 
ing health and accident Group cover- 
age written by the private carriers in 
order to make sure that no advantage 
would be given them over the new co- 


operative organizations. The _ hospital 
service organization is already function- 
ing. 


The new act provides a legal basis for 
insuring corporations designed to utilize 
facilities of the sponsoring hospital and 
medical societies. While most of the 
steps in organization or in liquidation 
must be approved by the Insurance Com- 
missioner, and limited supervisory power 
is given him, the associations specifically 
do not come under insurance code pro- 
visions. 





Travelers Makes Changes 
In Its Western Territory 


Two changes in the supervisory per- 
sonnel, casualty departments, of the 
Travelers branch offices have been an- 
nounced. Boyce F. Betzer, assistant 
manager, casualty lines, Des Moines, 
will be transferred May 22 as assistant 
manager of the Dallas office, to take the 
place of Eugene J. Gallagher, whose pro- 
motion and transfer to managership of 
the expanded Jacksonville, Fla., office 
has been announced. Mr. Betzer has 
been employed by the Travelers since 
1929. He became assistant manager of 
the Des Moines office in 1937. 

Earl G. Loux, who has been assistant 
manager, casualty lines, at Dayton, O., 
since October 15, 1937, has been promot- 
ed and transferred as manager, casualty 
lines, in the St. Paul office. Mr. Loux 
joned the Travelers in 1929 and has 
served as a field assistant in the St. 
Paul office. 

MAY ENLARGE MEMBERSHIP 

The Chicago Accident & Health As- 
sociation is considering a proposal to 
amend its by-laws so as to admit pro- 
ducers to its membership. If this amend- 


ment is adopted it will make the Chi- 
cago club one of the largest of its kind 
In the country. 








changes by bringing them 


MULLER COMPLETES 25 YEARS 





One of Three Original Officers of New 
York State Fund; Entire Business 
Life in Insurance 
Major Nicholas W. Muller, executive 
director New York State Insurance Fund, 
completed twenty-five years in that or- 
ganization May 11. He was appointed 
assistant manager May 11, 1914, coinci- 
dent with establishment of workmen’s 
compensation insurance in New York. 
When he became one of the three orig- 
inal officers of the State Fund its assets 
were zero and it had no policyholders. 
Today the fund has assets exceeding 
$50,000,000. ° 
“Major Muller is the perfect example 
of the saying that ‘an institution is the 
lengthened shadow of a man’,” explained 
Deputy Executive Director Henry D. 
Sayer, congratulating the director at an 
informal meeting; “the State Fund rep- 
resents the ideas conceived and admin- 

istered by Major Muller.” 

With the exception of periods as a 
soldier in the Spanish-American War, 
the Philippine campaign and the World 
War, Major Muller has spent his whole 
life in the insurance business. After 
leaving Columbia University in 1904 he 
entered that field and for the next eight 
years worked with various private car- 
riers until his appointment with the State 
Fund. 

As a pioneer he suggested much of the 
legislation now on the statute books, in- 
cluding the amendment creating the ad- 
visory committee in 1922, an important 
milestone in the State Fund progress. 
Major Muller is a member of several 
veterans’ organizations, including the 
New York State Society of Military and 
Naval Officers of the World War, of 
which he was a founder and is the 
secretary. 





Tightening Up on Reciprocals 
Under New Law in Texas 


A measure invoking strict regulations 
on reciprocals and inter-insurance ex- 
under the 
close supervision of the Texas Board of 
Insurance Commissioners has just been 
approved by Governor W. Lee O’Daniel. 
One of the principal changes affects the 
old law requiring a reserve of one-half 
of the annual deposits, not to be less 
than $10,000. and subjects these concerns 
to the requirements of the board of in- 
surance commissioners for stock insur- 
ance companies transacting the same 
kind of insurance business. Other pro- 
visions of the bill regulate the amounts 
of deposits and surpluses for various 
types of exchanges, subscribers’ liability 
and tax rates. 





PASCOE LOS ANGELES SPEAKER 


George L. Pascoe, assistant general 
manager, Los Angeles Chamber of Com- 
merce, was guest speaker at the meet- 
ine of the Accident & Health Managers 
Club of Los Angeles, May 16. 
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Educational Conference Held in Kansas 
City, Followed by Another in Des 
Moines; Programs Highspotted 
A large meeting of those connected 
with United States Fidelity & Guaranty 
and Fidelity & Guaranty Fire in Kan- 
sas City and vicinity attended an edu- 
cational conference there May 9 and 
10. Several company officials attended 
and W. F. Moffatt, manager at Kansas 
City, presided. Among the speakers 
were Secretary C. J. Fitzpatrick, Vice- 
President and Agency Director Philip 
F. Lee, Assistant Agency Directors O. R. 
Leeds and J. Dillard Hall, and Assist- 
ant Casualty Director J. Harry Bibby, 
all of the U.S.F.&G., and Vice-President 
Harry F. Ogden of the fire corporation. 
The same officials attended a_ meet- 

ing in Des Moines May 11 and 12. 

At the dinner in Kansas City Chair- 
man R. Howard Bland, U.S.F.&G., and 
Leslie C. Williams, manager at Okla- 
homa City, were present. Speakers at 
the business sessions were Resident 
Vice-President L. L. Bebout, Superin- 
tendent Fidelity & Surety Department 
T. E. Tichacek, Superintendent Casualty 
Department M. J. Welhoelter, Super- 
intendent Claim Department John 
Mitchell, Agent Leon A. Triggs, State 
Agent E. H. Shaw of the fire corpora- 
tion. 

Charles R. Fischer, lowa Commissioner 
of Insurance, and B. C. Hopkins, presi- 
dent Towa Association of Insurance 
Agents, were guests at the dinner clos- 
ing the first day of the meeting in Des 
Moines. Mr. Bland addressed the din- 
ner meeting there and the other speaker 
was R. W. Forshay, member executive 
committee, National Association of In- 
surance agents. At the closing business 
session May 12 addresses were made by 
State Agent Dan L. Fischer of the fire 
corporation, Superintendent J. I. Bjerke 
of the casualty department, Superintend- 
ent R. G. Wellman of the surety depart- 
ment and Superintendent H. C. Chit- 
tenden of the claim department. 
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PROBING CAR INSURANCE 
Connection of E. C. Thursby Insurance 
Agency Being Investigated by 
Missouri Insurance Dept. 

Attorney General Roy McKittrick of 
Missouri recently requested the Missouri 
Insurance Department to make a check 
of the set-up under which liability and 
property damage insurance is provided 
for the 425 service car drivers operating 
in St. Louis. 

General McKittrick’s 
followed publication by 
Star-Times of an article detailing the 
arrangements under which the larger 
portion of the insurance premiums paid 
by the service car drivers goes to a one- 
man insurance agency, E. C. Thursby, 
for the payment of claims and other ex- 
penses. One of the points to be cov- 
ered in the Insurance Department’s re- 
port is the legality of the set-up with 
the Thursby agency. 

The Star-Times article was based on 
an interview with T. R. Cronin, business 
agent of the Service Car Drivers Union. 
The policies on the service cars are 
written by the Travelers Mutual Cas- 
ualty, Des Moines, which receives $2.50 
from each monthly premium payment of 
$18.50. The remaining $16 is said to be 
retained by the insurance agency. Ti 
1937 drivers are said to have paid $86,592 
in premiums, of which $14,676 went to 
the insurance company and the remain- 
ing $71,916 to the insurance agency. 
Thursby has an office in the service car 
terminal building. 

Cronin said he had no financial interest 
in the insurance agency but helps to 
supervise its affairs for the protection 
of the drivers. He insisted that there 
is nothing unusual about the set-up and 
that it had worked to the benefit of 
claimants and drivers alike. 

The Star-Times stated in a_ copy- 
righted article that George Olmsted, 
president of the Travelers Mutual Cas- 
ualty, had verified Cronin’s statement of 
the arrangement with the company for 
handling claims. Olmsted was quoted as 
saying that the practice is often followed 
by insurance companies, termine it a 
“self-insurance” plan. 


announcement 
the St. Louis 





Two Travelers Cashiers 
25 Years With Company 


Thomas J. A. Farrell, assistant cashier 
in the Travelers’ Forty-second Street, 
New York City, branch, and Wesley H. 
Fleming, cashier in the Syracuse office. 


have received the congratulations of 
their associates upon completion of a 
quarter century of service with that 


company. 

Mr. Farrell was first employed by the 
Travelers in a clerical position at the 
55 John Street office. He served in that 
capacity until October, 1921, when he 
was called to the home office comp 
troller’s department. Nine vears later 
he was transferred to the Forty-second 
Street office as assistant cashier. 

Entering the home office training 
school for cashiers in 1914 Mr. Fleming 
remained in Hartford until September of 
that year, when he was transferred to 
\lbany and then to Springfield, Mass., 
as assistant cashier. Since November, 
1916, he has been cashier in Syracuse. 
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Van Beynum Puts Lot Of 
Questions to Ad Men 


CONCERNED WITH AUTO INS. 

Travelers Publicity Manager in LAC. 

Talk Wonders About Public Reaction 
to $1,000 Auto Policy 

Seynum, publicity man- 

packed a lot 


Cc. W. Van 
ager, Travelers Companies, 
of constructive suggestions into his ad- 
dress “Can They Be Reached Without 
Advertising?” delivered Tuesday before 
the fire group session of the Insurance 
Advertising Conference meeting in Hotel 
Pennsylvania, New York. Mr. Van Bey- 
num was concerned with the problem of 
how automobile liability insurance can 
be sold to an important segment of the 
18,000,000 car owners who are supposed 
to be driving without it. He did not at- 
tempt to answer that question. Instead 
he put before his I.A.C. audience more 
than sixty additional questions, both 
pertinent and impertinent. “Some of 
these may be the right questions to ask 
To some we have probably been ac- 
cepting the wrong answers. To some 
no factual answers can be made because 
no one yet knows the facts. On many 
only opinions can be given,” he said. 
Testing Demand for $1,000 Auto Policy 

In presenting a cross-section of Mr. 
Van Beynum’s questions it is significant 
to note that many of them concern the 
$1,000 auto liability policy which the 
Travelers recently featured in some New 
York daily newspaper advertising by way 
of making a test case as to the public 
demand for it. He asked: “Does the 
average car owner know there is such a 
thing as this $1,000 policy? Would it 
surprise you to know that an off-hand 
sentence mention of such a policy down 
at the end of a long advertisement ap- 
pearing in only one magazine brought 
fifty inquiries to our home office? That 
many agencies reported the receipt of 
similar inquiries ? 

The speaker also wondered: “Why is 
it Dr. Gallup’s Institute of Public Opin- 
ion finds that 89% of the people and 81% 
of car owners believe that all car owners 
should carry auto liability insurance, yet 
only 25% do? Are we sure that that 
estimate of 25% is a good guess? Is 
there so much confusion in the minds 
car owners over the various forms 
automobile insurance that the results 
of polls and surveys are undependable ? 
He then asked: 

“When Superintendent of 
Pink of New 
doubt that 
Prise to p 
insurance 
that the 


of 
of 


Insurance 
York recently expressed 
efforts of insurance enter- 
pularize automobile liability 
be effective and asserted 
answer will have to be legisla 
tive, requiring greater financial responsi 
bility, was he tossing a challenge to com- 
panies and agents alike? Is the insur- 
ance man who thinks of this uninsured 
group as a great fertile prairie just a 
wild optimist ? 

Returning to the subject of the $1,000 
policy he wondered: 


will 


“ 





Should this policy have heen introduced 
five years ago? s it a help toward our unsold 
market Will experience prove that losses on 
the class of drivers who buv th's policy are 
lower than anticipated and that a bigger dis 
count than now granted will be possible? Will 
the lodge member business produce more favor 
able experience than the country club business? 
Will easy payments be used extensively on this 
policy? Is this a day and age to put more 
mohasis on inst ent payments? 

“Ts the 1 00 policy at the new low rates, 
with safe driver rewards and the instalment 
payment plan a combination that may surprise 
some of us? 

“Can we expect companies and agents to push 
such a policy? Is the antipathy of some to 
ward such a combination well founded? Ts 
such antipathy hased on prejudice? Can it be 
hased on knowledge when no one really knows 
the possibilities of the policy?” 


Sounding out his audience on coonera- 
tive advertising he wanted to know 
whether it should be considered by bu- 
reau companies only, or by Association 
companies, or would better results be 
secured if each company cooperated with 
its own agents? 

He finished up with this query: Can 
we, as advertising men, say this isn’t our 
problem? May it not be more an ad 
vertising problem than anything else? 
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N. J. Comp. Board Meet 


MEMBERSHIP INCREASED TO 67 


Sees Rate Seskien Pane as Satisfac- 
tory; Occupational Disease Results; 
Assigned Risk Loss Ratio Rises 


report of A. R. Lawrence, 
Compensation 
New 


an- 


In the 
chairman 
Rating & 
Jersey, submitted at 
nual meeting in Newark, N. J., it was 
indicated that this year the bureau has 
undertaken a comprehensive review and 
partial the basis for 
employer's liability insurance for occu- 
pational claims in addition to 
the customary revision of the compen- 
sation rate structure. The calendar year 
disclosed a practically true theoretical 
normal ratio. For the latest five- 
year period consolidated results on the 
earned premium and incurred loss basis 
produced the following loss ratios: All 
stock non-participat- 
companies 


and manacer, 
Bureau of 


Wednesday’s 


Inspection 


revision of rates 


disease 


loss 


companies 54.7%; 
ing 54.7%; all participating 
54.6%. 
Compensation Rate Revision 

In connection with revision of com- 
pensation rates Mr. Lawrence said that 
“for the fiscal year 1938-39 it was de- 
termined to maintain the net collectible 
return at the same level as for the first 
half of 1938. Rectification of the grow- 
ing disparity of loss ratio by size of 
risk was sought by means of moderate 
increases in the loss constants and by 
unbalancing the experience rating plan 
to yield a larger net credit. This pro- 
been 


gram seems to have soundly 
founded. 
“In the revision of 1939-40 the same 


principles have been continued but with- 
out further change in loss constant values 
for present use. More particularly for 
convenience and simplicity in the experi- 
ence rating operation, the ‘expected loss 
ratio’ has been newly set at .65 but with 
approximately corresponding off-sets in 
the loss modification factors.” 

O. D. Liability Rates 

Regarding occupational disease liability 
operations the report points out: “As 
an over-all result the net return for this 
coverage will be reduced some 12% or 
13% on the same exposure and future 
average manual rate level should be not 
very different from the composite figure 
shown in Exhibit ‘L,.’ while the net ef- 
fect upon the total premium from com 
pensation and employer’s liability insur- 
ance should be a decrease of about one- 
tenth of 1%. Exhibit ‘L’ also suggests 
a growing rate of stability in losses re- 
sulting from compensable occupational 
disease.” 

In reference to the assigned risk plan 
the chairman observed that “both the 
present report and the one preceding 
have exhibited a new vear of experience 
with a loss ratio under 60% as respects 
assigned risks in spite of which the ac- 
cumulated loss ratio now reflecting over 
$700,000 of earned premium has risen 
from 63.8 to 66.3%. This seemingly anom 
alous situation arises from an upward 
revaluation of older reported losses in 
the amount of about $25,000 within the 
year.” 

The report contains a reference to 
workmen’s compensation security funds, 
which have shown a steady and rapid 
increase, and states: “Such rate of 
growth seemingly points toward the 
early attainment of a maximum sum as 
contemplated by the statute.” 

Forty-seven companies were repre- 
sented at this meeting, and four com- 
panies were elected to membership on 
the governing committee: Lumbermens 
Mutual Casualty, Maryland Casualty, 
N. T., Manufacturers’ Casualty and Unit- 
ed States F. & G. The Arex Indemnity 
was admitted to membership in March, 
bringing the present list to sixty-seven. 
The Aetna Life resigned to take effect 


June 30, 1939. 


E. M. Allen Talks in Vermont On 
Better Equipment for Salesmey 


In a short talk to the Vermont Asso- 
ciation of Insurance Agents, assembled 
in Rutland May 17, E. M. Allen, exec- 
utive vice-president National Surety 
Corp., said that the qualified dealer in 


insurance must be a combination of stu- 
dent, lawyer, inspector, appraiser, ad- 
juster and all-around executive in order 
to service his business, and an_ inde- 
fatigable salesman in order to sell his 
wares. The insurance agent is an indis- 
pensable businessman in every com- 
munity, but too often he is relegated to 
a place of secondary importance in com- 
munity esteem because he is content to 
be a peddler of insurance rather than 
a well informed salesman. 

Mr. Allen’s subject was “Knowledge 
Is Power.” He suggested that the Na- 
tional Association of Insurance Agents 
might well address itself to the task of 
enlightening its members as to what a 
well informed insurance agent should 
know. Mr. Allen is much in favor of 
the type of insurance school furthered 
by some state associations. He said: 
“Without going into specific reference 
to the lines that should be studied by 
agents competent to service community 


———=— 


needs insurance-wise, it is well to sy. 
gest in passing that the courses provide 
by the Insurance Institute are invaluahy, 
to the student of insurance.” Some of 
the companies operate casualty and 
surety schools which are of tremendoys 
value to those who take the COurses 
seriously. Such training, however, j, 
not sufficient unto itself but requires 
thereafter not only actual experience in 
the production and servicing of business 
but continued study and reading in order 
to keep the insurance man always up- 


to-date. 
Who Pays the Taxes 


Mr. Allen continued: “You middlemen 
of insurance should ask your state sy. 
pervising officials what state taxes, my. 
nicipal taxes, taxes on premiums, Ip. 
surance Department fees, unemployment 
taxes, etc. are paid by companies not 
admitted to do business in Vermont. The 
middleman of insurance acquires knowl- 
edge of the insurance business that it js 
not possible for the average customer to 
acquire. It follows that he should not he 
pushed aside because someone else, not 
contributing to state or community sup- 
port, undertakes to sell a like product 
at a lower price.” 





A. E. Spottke 
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perience of all companies is 
for review and determination 
manual rate level.” 

Minnesota and Illinois 

A comparative study of results of bu- 
reau and non-bureau companies in states 
such as Minnesota and _ Illinois—open 
states from the standpoint of rates and 
rating plans in use—was also significant. 
In Minnesota, for example, where bu- 
reau’ companies write about one-third of 
the total volume, “we found after making 
allowance for the different rate levels 
of the non-bureau companies that the 
loss ratio of our companies was 24% 
worse than that of the independent com- 
panies. In Illinois, without attempting 
to adjust for the difference in rate levels, 
we found that the loss ratio of bureau 
companies was about 20% worse than 
that of the non-bureau carriers. In this 
state bureau companies write about 41% 
of the total.” 

The speaker then told of a study in 
volume trend “which convinced us that 
our companies were not reaching the 
great market of uninsured risks estimat- 
ed at from 79 to 75% of the total num- 
ber of private passenger cars. In con- 
sidering this phase of the problem,” he 
said, “we were impressed with the state- 
ments repeatedly made by producers dur- 
ing periods of rate increases that the 
risks which first cancel their auto insur- 
ance policies and in the greatest num- 
bers are the conservative and so-called 
preferred risks. Why this should be the 
case is readily understandable. The large 
majority of these risks have never been 
involved in automobile accidents and 
therefore do not fully appreciate the 
value and the peace of mind provided bv 
an insurance policy. On the other hand, 
the benefits are readily appreciated by 
those insured who have had accidents 
and therefore they have been ready to 
pay the increased cost for the protection 
when rates have advanced. These risks 
have accordingly continued on the com- 
panies’ books.” 

The speaker frankly said in closing: 
“There is no such thing in the automo- 
bile insurance business as standing still. 
Either we move forward or we slide 
back. Furthermore, refinement and im- 
provement in the rating methods and 
coverages unquestionably will take place 
from time to time. Bureau companies 
are determined to preserve for them- 
selves and their producers a position of 
leadership in the business and that can 
be accomplished in only one way: Keep- 
ing abreast, or better still, anticipating 
the needs of changing conditions. 


available 
of the 


TWO BIG FEDERAL CONTRACTS 


McCloskey & Co. Low Bidder on Social 
Security and Fed’l Office Bldgs. in 
Wash.; Aetna C.&S. Originating Co, 
Construction of two big Federal build. 

ings in Washington, D. C—the Social 

Security and Railroad & Retirement 

30oard Building and the General Federal 

Office Building which will house the cen- 

sus division—have gladdened the hearts 

of contract bond underwriters recently. 

Low bidder on both jobs was McCloskey 

& Co. and originating surety company 

the Aetna Casualty & Surety through 

its Philadelphia branch office. 

The Social Security Building will b 
constructed at a cost of $10,871.000. It 
carries a 25% performance bond of $2- 
717,750 and a payment of $2,500,000. Fif- 
teen co-sureties are on these bonds. 

The General Federal office building, on 
which the construction cost is $2,344,000, 
carries 50% performance bond of $1- 
172,000 and 40% payment bond. 





Memorial Service on Sunday 
Of Legion Ins. Post 1081 


Insurance Post 1081 of the American 
Legion has completed the program for 
its annual Memorial Service Sunday, 
May 21. in Glenmore Avenue Presby- 
terian Church, Brooklyn. This service 
will be in commemoration “of the brave 
men from the insurance fraternity who 
passed to the Great Beyond in the ser- 
vice of our country” or who have since 
passed on. Following the post of the 
colors and a welcome by Post Comman- 
der Josiah R. Loomis, Travelers, the 
sermon will be delivered by Rev. Carl 
Podin, chaplain of Post 1081. The roll 
call for departed members will then be 
read by First Vice-Commander Edward 
T. Glatzmaver, Travelers, and taps by 
Joseph Margolin, the post bugler. 

Chief address will be presented by 
Herman G. Treiss, past commander of 
the post. 


Fidelity and Forgery Sections 
Of Towner Manual Revised 


The Towner Rating Bureau on May 
15 notified subscribers that the fidelity 
and forgery sections of the manual have 
been revised. The fidelity section has 
been broken down into four separate 
sections: fidelity, blanket fidelity, finan- 
cial institutions and forgery. To facili- 
tate easy reading each section is printed 
on a different colored paper and a sepa- 
rate index has been prepared for each 
section except in the case of the forger) 
pages. This revision, it is explained, 1s 
not a general rate revision. 
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Possible to Destroy 
Compensation’s Benefit 


NAMED DISEASE LAWS NEEDED 





tt Sees No Impossible Problem 
Oe eecting Occupational Ailments 


If Handled Properly 





Adoption of a law saddling the cost of 
life and health insurance upon business 
and industry under the guise of all-inclu- 
sive occupational disease legislation may 
destroy all of the progress that has been 
made in the field of workmen’s compen- 
sation, J. Dewey Dorsett, authority on in- 
dustrial compensation law, declared in an 
address before the Insurance Federation 
of Pennsylvania meeting in Pittsburgh 
May 17. Mr. Dorsett is manager, cas- 
nalty department, Association of Casual- 
ty & Surety Executives, New York. 

“In developing his theme he urged that 
diseases covered be named _ specifically 
in the law for the protection of em- 
ploye and employer alike. At the same 
time he stressed that preventive meas- 
ures should accompany compensation 
legislation. Mr. Dorsett continued: 

Worker Not Restricted 

“It is my belief, after many years of 
helping to administer a workmen’s com- 
pensation law, that the ‘schedule’ type 
of law, the law wherein the diseases to 
be compensated are named, is to be pre- 
ferred. It is best for the employer and 
for the worker in the long run, and from 
the administrative standpoint by far the 
best type of law. In some quarters the 
charge is made that insurance companies 
in recommending the schedule type of 
law have restricted the right of work- 
men to collect compensation. My an- 
swer to that is out of my own personal 
experience in drafting the provisions of 
one occupational diseases law many 
years before I joined the Association of 
Casualty & Surety Executives. 

“The advice we got from the insurance 
industry at that time was that for many 
reasons it was always best to name the 
diseases to be covered; there was not 
the least suggestion of restricting the 
number of such diseases. We were told: 


If you have twenty-five known occupa- : 


tional diseases in North Carolina (Mr. 
Dorsett’s native state) industry, name 
them; if you have 100, put that num- 
ber in the law; but by all means name 
them specifically. Not to my knowledge 
has any employe suffered because of that 
schedule. 
Not Enough Money 

“The trouble with the ‘all-inclusive’ 
plan is that it throws open the flood 
gates and tends to make of workmen’s 
compensation laws general health laws, 
and surely that is not the intent and 
purpose of a compensation law. We 
favor the schedule plan not for the pur- 
pose of defeating any claims for com- 
pensation but to avoid unnecessary cost- 
ly litigation. It is well to point out the 
pitfalls, if our workmen’s compensation 
laws are to continue to be compensation 
laws and not general health laws and 
social insurance. 

“Let us agree that provisions for occu- 
pational diseases are not synonymous 
with general health and life insurance 
it we would prevent our workmen’s com- 
pensation laws from becoming a veritable 
Frankenstein. The best practical defini- 
tion of an ‘occupational disease’ is the 
naming of it definitely in your law. 

: Prevention Pays 

“The responsibility for the payment of 
compensation for disability due to oc- 
cupational diseases is industry’s, but in- 
dustry looks to us, those of us in the 
Insurance business, for guidance and in- 
formation in connection with the prob- 
lems of ‘taking the dust out of indus- 
try and removing the occupational haz- 
ards. Our advice to industry and the 
lawmakers is to see to it that in any 
occupational diseases legislation reason- 
able, proper and common sense control 
and preventive measures are provided 
for. It has paid good dividends over the 
years to prevent industrial accidents. It 
will also pay to prevent occupational dis- 
eases, 

per tied ; 

With a law wherein the diseases to 


Sees Widening Field 
For Accident-Health 


CORNETT OFFERS SUGGESTIONS 


Favors More Local Associations, Fewer 
Kinds of Policies, Public Education 
and Agent Training 


Unlimited opportunities in the health 
and accident business are seen by W. B. 
Cornett, Columbus, Ohio, field director 
Loyal Protective Life. In an address, 
“Our Job,” delivered at the Pennsyl- 
vania Insurance Days meeting in Pitts- 
burgh this week he said: 

“Our modern life becoming, as it is, 
so much more complicated, there is little 
wonder that insurance is the largest 
business enterprise in the country and 
that the need for it is increasing. The 
accident and health branch has hereto- 
fore been the baby of the insurance in- 
dustry, but it has surely been a fast 
growing baby these past few years. This 
line, in fact, was about the only branch 
to show’an increase in premium income 
last year, and we still have plenty of 
room to grow in comparison with other 
fields. 


Home Without an Income 


Mr. Cornett said there are 12,000,000 
accident or accident and health policy- 
holders but there are 38,000,000 wage 
earners, and there is no more depressing 
spot in the world than a home without 
an income. He declared that agents are 
sleeping on their opportunities and that 
insurance people will have nobody but 
themselves to blame if the government 
enters this branch of insurance, as it 
threatens to do. He continued: 

“We in Ohio are getting well organ- 
ized. We have formed five local asso- 
ciations and laid the groundwork for two 
more. It is our plan to branch out from 
these seven focal points and reach all the 
accident and health men in the state. We 
have a state association also which is 
recognized by all other insurance groups. 
In fact, both our local and state asso- 


ciations are now represented through 
Ohio’s so-called insurance legislative 
steering committee along with repre- 


sentatives of the Insurance Department. 
Without doubt one of the greatest serv- 
ices we can perform through our asso- 
ciations is to build favorable public 
opinion toward the accident and health 
business.” 

Work for Associations 

Mr. Cornett believes that the agents 
are in the best position to develop the 
public’s good will; that membership in 
local associations should be broadened 
and that they should assume _ responsi- 
bility for educating the public. He ad- 
vocated “use of a circular showing that 
last year there went into American 
homes more than $100,000,000 in benefits 
at a time when most needed. “If we 
translate this $100,000,000 into terms of 
food, shelter and clothing—things in 
which every family is vitally interested 
—it would build favorable public opin- 
ion,” he emphasized. Continuing: 

“Another service our associations can 
perform is to select from our member- 
ships certain men to talk to clubs and 
women’s organizations, thus better ac- 
quainting them with our business. We 
should all strive to sell the public on 
the good old American way of free en- 
terprise and individual initiative.” 

Mr. Cornett advocated less variety in 
the kinds and costs of policies offered. 
With so many on the market it is im- 
possible for people to visualize what a 
serviceable policy should cost. He favors 





be compensated are named, with indus- 
trv, insurance company engineers and 
administrative authorities ever on the 
alert to eliminate hazards through con- 
trol of unhygienic working conditions, 
and with a medical board to pass upon 
the medical questions that are ever being 
raised, I frankly see nothing impossible 
in connection with the problem to be 
solved. The law itself in benefits should 
be reasonable and fair to both the em- 
ploye and employer—the administration 
unbiased.” 


more standardization in contracts. Mr. 
Cornett also spoke in support of selling 
the business properly and servicing it 
properly. In conclusion he said: 

“Tt all sums up to the fact that health 
and accident men as a whole are not 
establishing themselves in their com- 
munities as are other business men do- 
ing jobs on a high plane. What to do 
about this agency problem? In the first 
place, I think our companies and man- 
agers should be careful about the selec- 
tion of their representatives, but it is of 
much greater importance to train them. 
Educate them to the part they should 
play in the social and economic life of 
their localities. Our companies and our 
associations can do a lot of constructive 
work along this line and any improve- 
ment in the standards, ethics and service 
will bring added prestige to all. Let’s 
remember that we are co-workers, not 
competitors, in this great business of 
protecting incomes.” 


G. W. CRIST’S BOOK OUT SOON 

G. W. Crist, Jr., manager in the New 
York metropolitan department of the 
Fidelity & Deposit, who will be a par- 
ticipant in next week’s insurance con- 
ference of the American Management 
Association at Atlantic City, has written 
a book entitled “Corporate Suretyship” 
which will be published in June by Mc- 
Graw-Hill Publishing Co. 


Cook County Rules 


(Continued from Page 31) 
VII; get no other form of remunera- 
tion or expense. 

For fidelity and surety business the 
following new rules will be effective: 

Each company may have one principal 
office which may be a branch office, or 
a general agent, designated and _ regis- 
tered as the principal office of the com- 
pany. Such office shall have but one 
business address in Cook County for 
the transaction of business, and _ shall 
file a pledge with the Conference to 
observe all its rules. 

In addition each company may main- 
tain one general agent in Cook County 
who must meet certain definite qualifi- 
cations, must be maintained under writ- 
ten contract, shall file a pledge with the 
conference to observe all its rules, and 
will receive general agency commissions 
as indicated in article X of the national 
rules. He shall be paid no other remun- 
eration or expense except under a profit- 
sharing agreement with the company he 








represents. 
Service offices as described in the 
national rules shall count against the 


quota of general agents in Illinois, but 
shall not count against the quota of 
general agents in Cook County. 
New City Agent Designation 

A new designation, city agents, is pro- 
vided and all candidates for such ap- 
pointment must apply to the Conference 
within forty-five days after adoption of 
these rules. Eligibility requirements in- 
clude (1) maintenance of bona fide surety 
department, supervised by partner, mem- 
ber of the firm, or salaried employe, 
who must be a recognized surety expert 
giving all his time to fidelity-surety lines; 
(2) must have produced and paid for, to 
companies members of the Conference, 
a premium volume of fidelity-surety busi- 
ness of not less than an average of 
$35.000 per annum for the years 1936, 
1937 and 1938; (3) shall file a pledge with 
the Conference to observe all its rules. 

As to commissions the rules provide: 

Commissions from all companies to a desig- 
nated city agent on business produced by him 
personally or by salaried employes or producers 
housed within his office shall not exceed com- 
missions payable to a general agent, as indicated 
in article X. On business received from pro 
ducers not housed within its office, a city agent 
may be allowed only the rates of commission set 
forth in the last column of article X 

City agent will not have profit-sharing 
arrangements with any company, and 
their appointment may be terminated at 
any time for failure properly to qualify, 
for violation of rules, ete. Each com 
pany is permitted one probate court 
agent who will receive general agency 
commission for probate court business 
only. Office agents must agree not to 


place casualty or fidelity-surety business 


E. W. Sawyer Appeals To 
Pride of Illinois Agents 


CITES NEW SOCIAL THEORIES 


Bureau’s Attorney Urges Higher Stand- 
ard of Service to Insureds and Offers 
Helpful Suggestions 


E. W. Sawyer, attorney, National Bu 
reau of Casualty & Surety Underwriters, 
presented as the’ theme of his address 
May 18 before the Illinois Association 
of Insurance Agents in mid-year meet- 
ing at Rock Island, Ill, the fact that 
changes in the social aspects of our econ- 
omy have created a new function of in- 
surance which, in his opinion, is rapidly 
becoming a major function. He called it 
“the social function,” which concerns at 
this time only third party insurance. But 
Mr. Sawyer predicted that the expansion 
of social theories and the adoption of 
new ones may extend this function to 
other forms of insurance. Convinced 
that such social conditions must be met 
by new methods and that a new theory 
is inevitable, that “common sense de- 
mands that we cease rowing against the 
current,” the speaker sought to inspire 
his agent audience to keep pace with 
changing conditions and the public atti- 
tude toward insurance. 

Gist of his plea was that agents 
should set their standards of service high 
not so much because the permanency of 
the American Agency System depends 
largely upon the quality and value of 
the services rendered by the producer. 
That’s important in its own right. But 
Mr. Sawyer thought that “pride in our 
business and a sincere desire to improve 
it” should also be among the compelling 
factors which prompt avents to strive 
for higher standards. He then said: 
“With the confidence of inexperience | 
would like to offer a few suggestions.” 
Highspotted they follow: 

His Suggestions 


“1. You should sponsor and support drastic 
agency qualification requirements. The absence 
of such requirements reflects upon the entire 
agency system. 

“2. You should condemn as vigorously as 
possible the activities of agents who sell too 
much insurance and provide too little service 


There is no room in the agency system for the 
retailer of insurance. 
“3. You should increase your use of the ap 


prentice system. Train young college graduates 


through practical experience under your direc 
tion in your business, and make it pay. How, 
you may ask. By producing a much larger 
volume of business from the small risk, pat 


ticularly the individual. True, his business it 


the aggregate is small even if you eventually 


insurance, his burglary 
liability insurance 


True 


to place insurance for the individual when you 


write his fire insurance, 


his residence and his auto 


mobile insurance. also, it is expensive 


first must canvass for him. Yet this type of 
risk in volume is a tremendously valuable asset 
to any agency and in many agencies is relied 


upon to pay overhead expenses.’ 





with any other company, except by spe 
cific written permission. In addition to 
receiving producers’ commission they 
may be granted office quarters, telephone 
use, without charge. 

An important feature of the new regu 
lations is the provision for a local ad 
ministrator, preferably designated by 
Cook County people, and the establish 
ment of an advisory committee having 
in its membership two general agents, 
two members selected by and represent 
ing all casualty managers, and two mem 
bers selected by and representing all 
surety managers of conference compa 
nies in Cook County. This committee 
shall function only in a_ consultative 
capacity, aiding the administrator in at 
taining the objects of the Conferences 

The administrator will have authority 
to (1) construe the new rules; (2) de 
termine controversies between Confer 
ence companies: (3) determine viola- 
tions of the rules by companies, agents 
and brokers. His findings on such vio 
lations shall be subject to appeal to the 
joint executive committee of the Confer 
ences. 























Heavy Automobile Claim Damages 
Found Burdensome to Britishers 


ance problems have 


latest 


Automobile insu 
been to the fore in the addresses 
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delivered by British company 
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Comp. Reinsurance Bureau 


Honors Reid for Services 
At a special of the Work- 
men’s Compensation Reinsurance Bureau 
in New York recently the members pre- 
sented A. Duncan Reid with an antique 
Waterford glass and silver centerpiece, 
made in London in 1788, in recognition 
and appreciation of his service as trus- 
tee since the bureau’s formation in 1912, 
and his service as chairman for the last 
thirteen vears. Mr. Reid was also given 
an illuminated scroll, signed by chief 
executives of company members of the 
bureau Mr. Reid, Globe Indemnity 
preside nt, retired recently. 


meeting 


Presentation was made by Jesse S. 
Phillips, board chairman of the Great 
American Indemnity, on behalf of the 
entire membership of the bureau. Mr. 


Phillips in an eloquent speech pointed 
to Mr. Reid’s continuous activity in af- 
fairs of the organization since its incep- 


tion in June, 1912. He served on its 
board of governors, was a trustee from 
the very beginning until his recent res- 


ignation, and was chairman of the board 
from September 10, 1925. In paying trib- 


ute to him Mr. Phillips said: 

“With due deference to all the members of 
this bureau and to those who served upon its 
board of rnor there was none who was 

ore Vi dit lered reater service than 
Mr. R H s given freely of his time and 
tale: t ireau and labored incessantly 
n seas¢ ut of season for its stability 
with a zea inparalleled in anv organization 
He } er sted on the ma‘ntenance 
of adequate t nd a liquid fund to meet 
ts obligatior 


Mr. Phillips expressed to Mr 
hope that “your may long and 
happy and, as they pass, may the mem- 
ories of your labors faithfully performed 
and the friends you have helned and 
served be your greatest heritage.” 


Reid the 


years be 


Sole active survivor among the or 
ganizers of the bureau is Edson S. Lott, 
United States Casualty board chairman 


ADJUSTERS HOLD PICNIC 


Four hundred members of the Los 
\ngeles Casualty Insurance Adjusters 
Association, and their friends, partici 


pated in the annual picnic of the asso 
ciation held May 6 at the ranch of Sec 
retary Ben T. Sheppard in Laurel 
Canyon. 


party automobile claims that settlements 
are often protracted and a number of 
vears must sometimes elapse before their 
final cost is determined. With a steadily 
rising level of individual claim cost, this 
is a point of importance as tending to 
delay the proper adjustment of premium 
rates. 
Views of Norie-Miller 

Francis Norie-Miller, Bart., also 
some cogent comments to make on 
automobile claims at the General Acci- 
dent meeting. “While the average cost 
of claims is rising in consequence of the 
unnecessarily high damages awarded in 
certain courts,” Sir Francis declared, “the 
accident frequency fortunately shows a 
substantial decrease. This decrease, in 
my opinion, is due to the precautions 


Sir 
had 


taken by the authorities for regulating 
trafic. It only remains now for young 
lrivers, who will be interested to know 
that they are responsible for the large 


of accidents, to show some 


percentage 


respect for the law and the regulations 
to which I have referred and restrain 
the insane longing for excessive speed. 


“To exphasize this I will have to men- 
tion that I met a young acquaintance in 


an English country town who, after 
ereeting me, stated that he had driven 
eighty miles in two hours and a few 
minutes. When I asked him whether 


it was of the greatest importance that 
he should do so he replied, ‘Oh, no; I 
am at a end now for half an 
hour.” 


loose 


D.C. HARVEY DEAD 
Daniel Carroll Harvey, Merrick, N. Y., 
formerly in charge of the inspection de- 
partment for Fidelity & Casualty, New 
York, died May 6, age 71. He retired 
in 1930 after being in the company’s 
service for thirty-five years. 


Law Against Jury Trials 
For Traffic Violations 


A New York bill which may be of far- 
reaching importance to insurance inter- 
ests is the Manning bill (Assembly In- 
tro. No. 1341, Printed No. 1433) ap- 
proved by Governor Lehman as chapter 
420 laws of 1939. The bill amends Sec- 
tion 2 of the Vehicle and Traffic Law to 
provide that there shall be no jury trial 
allowed for traffic violations. 

A traffic violation is defined to be a 
violation of any provision of the vehicle 
and traffic law, or of any local law or 
ordinance governing or regulating traf- 
fic, where a penalty or other punishment 
is prescribed and which is not expressly 
declared by the vehicle and traffic law 
to be a misdemeanor or a felony. A 
traffic infraction is not a crime and the 
penalty or punishment imposed there- 
for shall not be deemed for any purpose 
a penal or criminal penalty or punish 
ment, and shall not affect or impair the 
creditability of any witness, or other- 
wise of any person convicted thereof. 


Photographic Evidence 
Considered Important 


Raymond Stanbury, an attorney, chief 


speaker at the regular meeting of the 
Casualty Insurance Adjusters Associa- 
tion in Los Angeles May 11, devoted 


most of his address to the importance of 
photographs in accident cases, where 
final adjustment is made in court. He 
declared that many cases would be lost 
by the insurance carrier were it not for 
evidence introduced through photographs. 

R. Z. Mudra, vice-president of the as- 
sociation, read from the recent decision 
of the Missouri Supreme Court, reversing 
the lower court in the adjuster-lawyer 
suit. President W. B. Cleves gave a 
brief review of the local situation in re- 
gard to the treaty negotiations now go- 
ing on between the bar committee and 


the adjusters. 





PORTRAIT OF LIABILITY 


Liability lies around like a loose stick of 
dynamite .. . on a stairway, a sidewalk, 
elevator shaft, perhaps a building job. 
It comes to life—explodes!—when an 
accident happens, injury or damage is 
done and somebody has to pay judgment 
rendered by the court to satisfy claims. 

Anyone inheriting property at birth 
is born with liability. A buyer of prop- 
erty acquires it. Contractors have it 





HOME OFFICES: 
Both Companies write Fidelity, Forgery and Surety Bonds and Casualty Insurance 


thrust upon them by doing work for 
owners. All—and their agents or repre- 
sentatives—are by law responsible for 
injury or damage to others caused on 
their property. 

When an agent of American Surety 
or New York Casualty Company solicits 
liability insurance, he offers to have his 
company take the risk of loss—bear the 
brunt of the blast. 


SURETY 
ASUALTY 


NEW YORK 
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Plaintiff May Examine 
Company Before Tria) 

AUTOMOBILE NEGLIGENCE cag; 


United States District Court in N., 
York Bases Opinion on New Rules 
of Civil Procedure 


District Judge Leibell, United States 
District Court, Southern District of Ney 
York, has given an opinion granting 3 
plaintiff in an autoinobile negligence x. 
tion the right to examine before triaj 
the insurance company insuring de- 
fendant’s automobile against liability, ang 
to obtain from it copies of statements 
by the plaintiff and defendant given 
its investigator shortly after the acc. 
dent. This is the first reported case jp 
the United States in which such relief 
has been granted. The court based jts 
action upon the new rules of civil proce. 
dure for the district courts of the United 
States, which went into effect in Sep- 
tember of 1938. 

Investigation by Company 

The plaintiff, Margaret T. Bough of 
New York, brought action against James 
B. Lee of Connecticut for personal in- 
juries allezed to have been suffered by 
the plaintiff as a result of an automo- 
bile accident in Washington, D. C., on 
March 17, 1937, while the plaintiff was 
a passenger in defendant’s car. Shortly 
after the accident the Manufacturers 
Casualty of Philadelphia, which had js- 
sued an automobile liability policy on 
defendant’s car, commenced an_investi- 
ration and obtained statements from the 
defendant and the plaintiff concerning 
the details of the accident. The investi- 
gator also showed certain photographs 
to the plaintiff while she was still at 
the hospital and asked her to identify 
them. 

\fter commencement of the action 
plaintiff sought permission from the 
court to examine the insurance company 
and obtain copies of the statements and 
photographs. The plaintiff is represent- 
ed by Abraham Kaplan and George I. 
(ross of Powers, Kaplan & Berger, New 
Vork. and the defendant by Clarence 
E. Mellen, New York. 


TO STUDY TEXAS COMP. LAW 


Means of placing workmen’s compen- 
sation insurance in Texas on a sounder 
financial footing will be sought after ad- 
journment of the current session of the 
Texas legislature by a special commit- 
tee of five members of the house. The 
committee will make a statistical study 
to determine what corrective legislation 
can be drafted to rectify conditions un- 
der which seventeen companies have col- 
lapsed in the past ten years and many 
claimants have failed to receive com- 
pensation. 


TO RESUME WRITING CASUALTY 

Extension of facilities of the Travelers 
branch office in Jacksonville, Fila., to 
resume writing casualty lines beginning 
June 1 has been announced. To take 
charge of the casualty department Eu- 
gene J. Gallagher, who has been assist- 
ant manager casualty lines at Dallas, will 
be transferred to Jacksonville. The ser- 
vice staff will consist of A. G. Cosby, 
cashier; J. H. Queen, adjuster, and G. 
P. Speed, engineer. 


WITH AETNA 25 YEARS 

John D. Eells, assistant superintend 
ent, license and permit division, Aetna 
Casualty & Surety’s bond department, 
has marked the end of his twenty-fifth 
consecutive year as an Aetna employe. 
Born in Walton, N. Y., Mr. Eells was 
graduated from Princeton, class of 1906. 
He was an instructor at Shattuck School, 
Faribault, Minn., for a year, and a 
member of the editorial department, New 
York Tribune, for seven years. He be- 
came an Aetna employe in 1914. 








BONDS FOR LOAN AGENCIES | 
Surety companies broke into a virgin 
ficld in Minnesota this month, writing 
bonds for small loan agencies. Under 4 
newly enacted law these companies must 
take out corporate bonds by June 1. 
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RE-INSURANCE. 
with the EXCESS 


always an available asset 


Re-INsURANCE in an admitted 
Amcrican Company is a quick asset 
under all conditions. Let us give you 


the EXCESS story on rc-insurance. 


THE 


EXCESS 


INSURANCE COMPANY of AMERICA 
99 John Street, New York City 


Robert N. Rose, President 
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TO UNDERSTAND EXCESS INSURANCE 
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On the Production“Firing Line” 








Hobbies Mean Business for the 
Partners in Perry-Rosamond of Ala. 


Ed P. Rosamond, Jr., partner in the 
tirmingham, Ala., agency of Perry-Rosa 
mond & Co., was a New York City visitor 
not so long ago and it gave him an op- 
portunity to talk about and develop his 
favorite hobby, which is photography. 
Mr. Rosamond is not 
camera fan but he ties his hobby up 
skillfully with his business. Here’s the 
way he goes about it: As soon as he 
gets a line of insurance on a new home 
or business building he rushes to the 
scene, takes several snapshots of it, 
keeps just one for his own policy record 
book, and sends the rest to his new cus- 
tomer. That type of cooperation makes 
a hit, builds good-will. Mr. Rosamond 
told the writer that he has pictures of 
all the properties on his firm’s books 


only a candid 





LOOK BEHIND ALL PIPES 





Quantity of Stolen Property Turns Up 
in Newark Hotel Where It Had 
Been Since Last October 

\bout $80,000 worth of postal money 
orders, certified checks and $100 in cash, 
which had been stolen from Cross & 
Brown, real estate and insurance brokers 
at 270 Madison Avenue, New York, were 
recovered in a hotel room in Newafk 
recently. The property had been hidden 
there since last October. 

David J. Woods of New York, former 
junior clerk for the firm, is under arrest 
on a charge of stealing the valuables. 
He surrendered in Manhattan after trav- 
eling across the country to Los Angeles 
and back. Woods had been employed by 
the firm less than a year. 

The detectives went to the hotel on 
a tip. They learned the number of the 
room Woods was said to have occupied 
October 4 and 5 after going to Newark 
from New York. He had been sent by 
his firm to deposit the money orders, 
checks and $1,000 cash in a Manhattan 
bank, 

Looking through a clothes closet, the 
detectives found bank books containing 
checks, money orders and cash stacked 
behind a pipe. 


Psychic Shock Held To 
Be Compensable in Ohio 


One who suffers disability as a result 
of nervous shock received in the course 
of employment is entitled to compensa- 
tion, according to Common Pleas Judge 
(ieorge F. Baer of Cuyahoga County. 
He reversed action of the Ohio Indus- 
trial Commission in refusing compensa- 
tiom to Mrs. Helen Peasancek, Cleveland, 
who said she was confined to her bed 
seven days with nervous shock from be- 
ing held up at the point of a gun for 
two and a half hours during a robbery 
in a building where she was employed 
as a charwoman 

The commission had refused her com- 
pensation, holding that “psychic shock” 
was not a physical injury and that she 
was not entitled to compensation for it. 
The commission plans to carry the case 
to the Court of Appeals. 


ELKS WANT COMPULSORY LAW 
The Irvington, N. J., Lodge of Elks 
has informed Governor Moore by letter 
that the financial responsibility law gov- 
erning automobile insurance is “hope- 
lessly deficient.” The Elks advocate 
compulsory insurance and a change in 
the system of awarding damages to one 
of providing compensation. 


and that they have proven an invaluable 
aid in making surveys. 

Sam Perry, partner of Ed Rosamond, 
is also noted for his hobby, which is 
golf. He’s one of the best golfers in 
the South, has been low qualifier in the 
National Open Golf Tournament, and is 
a graduate of University of Alabama. 
Just recently he took a private plane 
from Birmingham to Louisville to attend 
the Kentucky Derby as a guest of one 
of the officers of the Reynolds Tobacco 
Co. That trip made newspaper headlines 
for him. 


Companies Represented 


_ The agency has recently opened a life 
insurance department with M. Howle in 
charge. An experienced man in this line, 
he spent some time in New York City 
before joining Perry- Rosamond & Co. 
There is also a separate real estate 
firm—Perry-Rosamond-Etheridge—which 
ties in nicely with the insurance activity. 
For casualty lines companies represented 
as general agents are the Maryland Cas- 
ualty and Royal Indemnity. For fire 
lines companies include North River, 
Niagara, Anchor Fire, Sun, Bankers Fire 
& Marine and Birmingham Fire. An 
engineering department is maintained, of 
course, in connection with the agency’s 
handling of fire lines and all large risks 
are given the benefit of an analysis. 
Ed P. Rosamond looks after this end of 
the business, does an efficient job of it. 
He is a former secretary of the Birming- 
ham, Ala., local board and a graduate of 
Washington & Lee University. 
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WORLD’S FAIR POLICY ISSUED 





National Surety Corp. Offers Contract 
Designed Especially for Those Who 
Travel This Summer 

National Surety has provided a new 
form of protection it designates as its 
World’s Fair Home and Travel Policy, 
which covers for sixty days and costs 
$10. It protects the named assured and 
every member of his family if pocket 
or handbag is “picked”; if held up; if 
property is stolen from hotel room, lobby, 
in or around the railway station, from a 
train, boat or bus; if property is stolen 
from locked automobile; if property is 
stolen from Summer home while occu- 
pied; if burglars break into home while 
away; if burglars damage articles in 
home. 

The policy also protects against loss 
by theft from home, committed by ser- 
vants, delivery men, or any person ex- 
cept those insured under the policy. 





NEW AUTO ACCIDENT POLICY 


To offset decreases in commission 
earnings which its agents may suffer 
as a result of automobile insurance rate 
reductions, the American Casualty of 
Reading has put on the market a new 
auto accident policy at a $5 annual pre- 
mium. Its principal sum is $1,000, capital 
sum $1,000, and it pays $25 weekly in- 
demnity for twenty-six weeks for total 
disability, $12.50 weekly indemnity for 
thirteen weeks for partial disability. 
Surgeon’s fees are allowed up to $10 
and $100 identification and registration. 





ENTERING POLITICAL FIELD 


Two insurance men have made their 
political debuts in Kearny, N. J. They 
are William E. McGlynn, who is with 
the Prudential, and Archibald G. Cowan, 
with the Globe Indemnity. Both have 
announced their candidacies for Repub- 
lican councilmanic nominations in the 
First Ward of that town. 





on Leeods 


URING 1938 the (American) Lumbermens 
Mutual Casualty Company of [Illinois 


wrote more Automobile casualty insurance 


than any other company. 


More important than this however: Lumber- 


mens maintained 


its unbroken record of 


annual increases in premium income and 


assets, for the 27th year. More important than 


either: Lumbermens accomplished both, not 


by spectacular price concessions, but by con- 


tinuing to provide sound protection at a sound 


saving. 


(AMERICAN) LUMBERMENS MUTUAL 
CASUALTY COMPANY of ILLINOIS 


JAMES S. KEMPER, President 


MUTUAL INSURANCE BUILDING 


CHICAGO, U. S. A. 
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Two Big Fairs Furnis 
Opportunities to Sj 
Sales opportunities created for agent; 
in all sections of the country as a resul 
of the Golden Gate Internationa] Expo. 
sition and the New York Worlds f,; 
are currently outlined in the May Aetna. 
izer (casualty, fire and marine edition) 
published by Aetna Life Affiliated Com: 
panies. The Aetna points out that there | 
is hardly a community in the country 
that will not send visitors to one fair 
or the other and these visitors are ey. 
cellent prospects for one or more types 
of insurance. 4 





These include automobile, personal ae. eco! 


cident, residence burglary and theft 
camera, jewelry and personal effects 
floaters. The Aetna says: 

“It won’t be difficult to find prospects 
because, with more than sixty million 
paid admissions expected at both fairs 
it is evident that almost every hamlet 
town and city in the nation will sen( 
visitors. Your daily newspaper wil] prob- 
ably carry items about local residents 
who are planning to visit either New 
York or San Francisco. As you make 


your business rounds and in your social hcED 


activities you will doubtless hear of many 
other people who are planning similar 
trips. Don’t overlook any of these bets. 
The fairs, at first sight, may seem some- 
what remote from the insurance bysi- 
ness, but one thing is sure: they’re near 
enough to increase your business.” 


Peace of Mind Crusade Gets 
Results for American Casualty 


For the period of February 6 to March 
18 the field forces of the American Cas- 
ualty of Reading concentrated on a novel 
sales campaign called the “Peace of Mind 
Crusade” which has been highly success- 
ful. The objective was to increase pro- 
duction in the lines of public liability, 
burglary and plate glass insurance, and 
the agents’ efforts were rewarded ona 
point system by special gift awards of 
merchandise in addition to their regular 
commissions. The company, in announc- 
ing the campaign, said its purpose was 
purely selfish: “We know that every 
agent who seriously participates will 
realize the possibilities for profit in these 
lines, will become as enthusiastic about 
them as we are, and will continue to 
produce public liability, burglary and 
plate glass business to both his and our 
advantage.” 

The total number of agents writing 
new business in the Peace of Mind Cr- 
sade was 497. They produced in new 
plate glass writings an amount equal to 
137% of the writings during the same 
period in 1938. New burglary writings 
were equal to 230% of the volume writ- 
ten for the same period of 1938. And 
new public liability writings were equal 
to 253% of the business done in a simi- 
lar period last year. 

Satisfying to both the agents and the 
home office, these results indicate that 
solicitation of new fields of insurance 
will reap a profit to those who have the 
incentive to “break ground” where the 
surface has barely been scratched. 








BILL VETOED IN OKLAHOMA 


Contrary to expectations, Governor 
Phillips of Oklahoma vetoed the bill 
passed by the legislature authorizing dis- 
trict judges to sit in workmen’s compen- 
sation cases, where the State Industrial 
Commission fails to grant a_ hearing 
within twenty days. The governor con- 
tended that the measure would enable 2 
litigant to force trial anywhere in the 
state within forty-three days, regardless 
of the docket of the court. 





LICENSED IN CALIFORNIA 


The Industrial Indemnity Company. 
newly organized stock running mate 0 
a reciprocal outfit of the same name 
San Francisco, has received its Califor 
nia license. John Phillips is its chait- 
man, K. K. Bechtel its president. The 


company has cash capital of $200; 
and cash surplus of $300,000. 
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